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P RAR Whose extra strength saw many a farmer through 
the period when broken forks were hard to replace and 
repair handles unobtainable ... is the fork that farmers 
will prefer to buy as soon as they can exercise a choice. 


UNION FLEX-BEAM 


forks, with the handle of super-strength, will be available in some- 
what better supply and eye-appealing finish. See your UNION jobber. 


SYHE UNION FORK & HOE CO. at " 
Be * 410 Hocking Street, Columbus 15, Ohio } 
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UNION <sPE£EDLINE RAZORBACK 





The EKCO sells easier because... 


it is completely Wy 
safe! 









PATENTS PENDING 
1, M, REG. U. S. PAT. OFF. 
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Your customers will find EKCO 
Pressure Cooker safety vitally important in 
TWO IMPORTANT WAYS! First, the cover can’t be removed 
while the pressure is on. Second, the automatic Safety Release 
is always under the bridge during cooking time . . . so even if 
left over high heat too long, the cooker can’t possibly splatter 
but just boils over like a kettle. That’s why EKCO is the sofest 
pressure cooker made! 














EKCO Pressure Cooker , 
~~. is ceneniihilliin tin aiaidlinine EKCO comes with two covers . . . to cook in 
large 4%/2-qt. capacity minutes in the kitchen and then serve in style at the table. Fin- 
=— and 2'%2-qt. model for " . ° 
ntietiliin est ace ger-Tip Knob seals the cooker pressure tight with ease. Pressure 
useful second cooker Control keeps pressure proper at all times. EKCO is beautifully ' 


: a : . 
po sesingate packaged and nationally known through colorful ads in leading 
magazines and newspapers. 


EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicago 39 
Sold in Canada by Ekco Products Company (Canada) Ltd., Montreal 
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“PACKAGED 


WATER SERVICE” 
FOR SHALLOW WELLS 





GOULDS Zehuced- Fou JE. 


Unlike the conventional pump 
operating with a tank, which 
has a constant fixed capacity 
regardless of the volume of 
water needed ...the tankless 
Balanced-Flow Jet is self-adjust- 
ing in Capacity. 

At a single outlet or any com- 
bination of outlets in the sys- 
tem, it delivers the exact vol- 
ume of fresh water called for, 
up to the capacity of the pump, 
whether a full stream or a 


trickle is wanted. 


It instantly and automatically 
adjustsits delivery to any change 
in the demand for water when 
other outlets in the system are 
opened or closed, supplying 
the desired volume in a steady, 
continuous... non-fluetuating 


stream—without spurt or lag. 


The Balanced-Flow Jet pro- 
vides that reliable equivalent 
of steady “city water service” 
— that unconscious expectancy 
that water always flows when 
the tap is opened. 


Here it is—the first successful self-contained tank- 
less water system, for shallow wells! 


Most sources of water on farms and other rural 
properties are shallow wells; not only that, but 75 
to 80 percent of them have water supply needs 
that are covered by the amazing Balanced-Flow 


Jet. 

With one unit to cover so many of your potential 
sales, you get faster turnover, you have less invest- 
ment in stock. Nearly every prospect with a shallow 
well will instantly prefer a Balanced-Flow Jet. 


Here is a “packaged water system” ready for sale 
to hundreds of likely prospects in your own com- 
munity — small farms, rural and suburban homes, 
summer camps, service stations, stores, and many 
others. + 

Write for free folder telling about the many sales 
advantages of this greatest development in the 
water system field in years. 


GOULDS PUMPS, INC. SENECA FALLS, N.Y. 
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WICKWIRE SPENCER 
MUSIC WIRE 


IN %-, 12-, AND 1-LB. PACKAGES 


Because of its perfect surface and uniformly high 
tensile strength, Wickwire Spencer Music Wire has 
been first choice of manufacturers for years. 

Now this high quality wire is packaged for retail 
sale by hardware dealers. Sealed in moisture-proof, 
cellophane envelopes and packaged in sturdy, at- 
tractive display cartons, this item will find ready 


sales among scores of customers. 



























AMERICAN WIRE FABRICS 
INSECT WIRE SCREENING 


The even mesh, good selvage and exceptional dura- 
bility of American Brand wire screening assures 
fast, profitable sales and satisfied customers. 
Because it’s made of wire it won’t burn, melt or 
sag. Its stiffness makes it easy to handle...easy, even 
for the amateur, to do a neat looking screening job. 
Made in standard mesh in bronze, copper, gal- 
vanoid, aluminum and other non-ferrous metals. 


OTHER WICKWIRE SPENCER 
HARDWARE PRODUCTS 


Netting—Poultry and Heavy—Hex mesh, “Clinton” 
Brand + Nails and Brads + Clothes Line + Hardware 
Cloth—‘“‘Clinton” Brand + Door Springs—‘‘Perfec- 
tion” Brand - Wire Rope—all sizes and constructions, 
both regular and Preformed. 








Coburn #500 Swing-Over Hardware Set is a popular, 
fast seller. It’s adaptable to practically all types of 
garages—economical on remodeling jobs or new in- 
stallations. Easy to erect end operate and doesn’t 
interfere with usable floor space. Send for catalog 
showing fyll line of hardware for numerous types 
of sliding doors—garage, barn, airport, wardrobe 
and cabinet. 


WICKWIBE SPENCE 


CF 


DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 





Hardware Sales Headquarters—500 Fifth Avenue, New York 18, N. Y. 
General Sales Office—361 Delaware Avenue, Buffalo 2, N. Y. 


Boston + Chicago + Denver +» Los Angeles - Oakland (California) 
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SQR-MIST offers dealers these tested and proven 
sales-building features: Sqr-Mist Saturates Uni- 
formly . . . Distributes a Fine Mist-Like Spray . . . Eliminates 
Overlap . . . Gets in Hard-to-get-at-Corners . . . Has No 
Moving or Whirling Parts . . . Made in Models for All 











SPRINKLES 
IN SQUARES > 





Requirements. These exclusive Sqr-Mist features PLUS 
sound engineering and quality material assures 
GENUINE CUSTOMER SATISFACTION 
AND GREATER DEALER PROFITS. Get 
ready for 1947—stock Sqr-Mist now! 


Sell the best! Sqr-Mist Model No. 30 adjustable to 
sprinkle in squares or rectangles. Here’s the most 
modern development in Jawn sprinklers. This Sqr-Mist 
Model sprinkles a square pattern 30’ x 30’— or can be ad- 
justed to sprinkle a rectangle 15’ x 30’. Working parts are 
made of brass and stainless steel. Base is finished in beau- 
tiful green baked enamel. Designed to give long, efficient, 
trouble-free service. A real sales booster! 


Plenty of Sales Action with Sqr-Mist Model No. 20 
Multiple Lawn Sprinkler. Consisting of three sprinkler 
units, this model is designed to provide the most flexible 
means for square pattern lawn sprinkling. Each unit 
sprinkles a square pattern 20’ x 20’; the complete set cov- 
ers an area 20’ x 60’. Sprinkler body made of brass and 
nickel-plated. Spreader cap and base of stainless steel. 
Your answer for quick sales and fast turnover! 


e 
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for the thrifty! 


Popular Priced Sqr-Mist Model No. 
25. Incorporating the basic Sqr- 
Mist principles, this model sprinkles a 
square pattern 25’ x 25’. Finished in 
baked enamel and equipped with stain- 
less steel spreader cap, it assures years 
of efficient sprinkler service. Priced 


Square Pattern Sprinkler Heads— 
for. Underground and Overhead 
Irrigation . . . The Sqr-Mist line in- 
cludes Sprinkler Heads of various 
types and sizes in full, half and quar- 
ter heads to meet the exacting re- 
quirements of every irrigation prob- 
lem. 


VAVER CORPORATION — sprinxcer vivision 


Makers of Vaver Dial Micrometer Rifle Sights 


2439 South Kolin Avenue, 


JANUARY 30, 1947 


Chicago 23, 'Ilinois 



















qz Nos. 800 & 900 
Pin Tumbler 
Polished Zamak Case 
(Rustless) 
Coined Brass Keys 
No. 277 No. 800 —Size 1' 
Size 1°/s” 4\ ; ' — Retails $1.00 
Polished Zamak Cas é 00 ~Size V/s" 
(Rustless) 
Coined Keys 
Retails 35c 


FRITS REE OE ars Es 


A" © Disc Tumbler 
Polished Zamak Case 
(Rustless) 
Coined Keys 


Size 2 « Pin Tumbl Retails 65c 


Polished Zamak Ca: 
(Rustless) 
Key Retaining 
Coined Brass Keys 
Retails $2.00 or J, _ A= 
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PRE-WAR QUALITY 


You can’t beat these products for quality, sales, profits! 
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LEGITIMATE RETAIL HARDWARE, 
AND’ LUMBER DEALERS 


COMPLETE SATISFACTION GUARANTEED 


Our dealers across the nation who have sold these products 
in the past know what the Macklanburg-Duncan trademark 
stands for. To new dealers who have not handled these prod- 
ucts before, we offer this money-back guarantee: If you are 
not satisfied with the quality and prices return the merchan- 
dise within 5 days and your purchase price will be refunded. 


WE PAY TRANSPORTATION CHARGES—On all 
minimum orders of these products we will prepay 
the full transportation charges to any point in the 
United States. 


Au WAY 
WEATHERSTRIP 


This 1s the easiest wecther strip in the 
world to put on That's why it 1s one strip 
that any clerk, regardless of how inex- 
perienced, can sell quickly It serves every 
Purpose on any type door or window 
100% pure, all-wool felt, reinforced with 
white metal Comes in 20-foot rolls, pack- 
ed 12 toa display carton Shipped prepaid 
on orders of two cartons or more 


ML HOUSE NUMBERS 
NOTE: Seme style end design os our stenderd 
NU-ART bronze and stainless steel house numbers. 
= — re) bien brillant Nu-LUME Ny- 
ge cM LUME i aes pal. finished white 
J. HOUSE NUMBERS |} metal that won't rust or tom- 


mea 


ish. 


remy — them illurrunote 
‘ rom ights, outo lights, 

: / 5B i] street lights Shipped prepaid 

: F on orders for complete assort- 
; | ment of 12 of each numeral 


Se ee 


#1 
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~ MACKLANBURG- DUNCAN CO. 


MANUFACTURERS + OKLAHOMA CITY 1, OKLAHOMA 
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AN OPEN LETTER_TO THE TRADE! 
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Wi bon 
HACK SAWS 


WILSON DELUXE 
Features the f Wilson Rotoblade ac- 
tion with plastic butcher boy handle. A 
sturdy, well balanced tool for the dis¢rim- 
inating mechanic .....-.--+++> List $3.80 


WILSON SPECIAL 
Companion to the Deluxe with stream- 
lined butcher handle and positive ac- 
tion roto-blade feature. Built to provide a 
lifetime of service....-----+++> ist $2.80 





WILSON HERCULES 
With modern pistol grip handle and sim- 
plified rotating blade feature. Of heavy, 
durable design and construction. Well 
liked by mechanics everywhere. List $1.95 


WILSON STANDARD 
With streamlined molded plastic handle. 
Blade adjustable to four positions. Pro- 
jection welded assembly for extra strength 
and long life.....-.---+++++**- List $1.40 


competitive field. W 
Sangh. Plestie molded handle. List $1.05 


CATALOG ON REQUEST 
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3886 6. MICHIGAN avenue 
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WILSON GIVES YOU 


POWER PACKED SALES LEADERS 





Wilson made hack saw history with the famous “roto blade” saw 
that mechanics took to with open arms. Now the Wilson line com- 
prises five numbers to give you a complete price range—and starting 
from top quality right on up to the best. When you sell Wilson, you 
sell quality and protected profits. Dealers like the Wilson line be- 
cause it builds good will through happy, satisfied customers. 


THE HACK SAW LINE 

Five quality saws from the sales proven Giant Junior 
that leads in the competitive field to the famous Wilson 
De Luxe that enjoys top billing with real mechanics 
everywhere. 


THE KITCHENWARE LINE 

Scaled down to today’s “best seller” list. Every item 
tops in the field. Every item priced down where turn- 
over and sales volume hit their peak. 


CATALOG SHEETS ON REQUEST 














WILSON Hardware Mfg. Co. 


SALES OFF 








ICE 
2325 $. Michigan, Chicago 16, Ill. 
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KITCHEN SPECIALTIES 


SINK STRAINER 
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KNIFE SHARPENER 
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FOOD CHOPPER 
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CAN OPENER 
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Back with another 
TORCH TRIUMPH / 








Votan 
SAFETY 


GASOLINE 


TORCHES 


BRASS TANKS - - - NO PUMPS 












* NO PUMPS — once primed, burn contin- 



















es te uously . . . tanks hold enough gasoline 
seneneenens for normal day's use. 
se — * SAFER — once started, no air can reach 
2” saw ie 7 SPREADER fuel chamber thus highly combustible 
e com- For Model 500 mixture of air and gasoline under pres- 
tarting 4 on sites sure (common to pump-type torches) is 
m, you P| eneniienin eliminated. 'National" Torches generate 
ne be- COPPER only 35 pounds of pressure .. . and are 
= fer Model = tested for 1,000 pounds. 
: — 2 maa * LESS WEIGHT — greatly increased fuel 
a “ais NO-SPILL efficiency has reduced over-all size . . . 
ALTIES . Mode! 100 List $5.45 |’ k= EM ay affords one an improved and lighter 
ER % Complete with Soldering Copper List nore $ .75 Torch causing less fatigue. 
2 % HANDLES EASILY — natural position, 








hand-grip design allows free movement 
tER e of Torch in any direction at any angle 
4 without changing wrist position. 


SOOT S320: 


EXCLUSIVE SALES REPRESENTATIVE 





ENER WHOLESALERS AND FOREIGN DISTRIBUTORS _ 
| SEND INQUIRIES TO 





ER 
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THE POPULAR Westinghouse | 





IT’S METAL! Light in weight and sturdily constructed. 
IT’S AN EYE-CATCHER! Colorfully finished in orange and biue. 
IT’S A SPACE-SAVER! 46 inches long, 18 inches high, 7Y% inches 


wide, it’s ideal where counter space is limited. 


IT’S A COMPLETE SELLING UNIT! tt displays 38 lamps in 
the popular, 15-, 20-, and 40-watt sizes and comes equipped with 











price tickets. 


IT’S PRICED RIGHT! only $2 each. Immediate delivery out of 
stock now on hand. 
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It displays... it reminds... it SELLS. This famous 
) Westinghouse merchandiser will help you get a larger 


volume of high-profit fluorescent lamp sales. Its effec- 





é 

f tiveness has been proved by a year’s selling experience 

HS in stores all over the country. Use the coupon below and 

> send for the new Westinghouse Fluorescent Lamp mer- 
chandiser today. 

ag 


48 UR ORDER Westinghouse Electric Corp. 

4 GET yo Lamp Division, Bloomfield, N. J. 

i Date 
IN TODAY. ee Please ship me at once the Westinghouse Fluorescent Lamp merchandiser at 





the price of $2. 


Name 





Firm = 
Immediate delivery from Address— 


City State 
















stock now on hand. 
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‘Gee, lady- darned if know! 


When customers start asking about features again—will you you know and the more you show appliances, the more 
know the answers? The time to brush up on salesmanship is you'll sell. For instance, look at all the merchandising fea- 
now—for here’s one forecast you can bank on: The more tures of the Manning-Bowman Toaster-With-The-Tester... 


Pe ee a AO ce 





¢ sir al \ 


Set the dial. Tell the customer: Snap down starting lever, then Stress appearance. “Note the 
7 “This toaster makes toast the way Y raise it. Point out—“This handy d ) chrome finish, rich, bakelite trim. 
¢ you like it—from light, golden ¢ device lets you inspect or remove * It’s the only toaster with all these 


brown to crisp, dark, and crunchy” toast while toaster is operating,” features—M-B quality all through” 


Ny SRS Set 











Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 
Makers of M-B quality Toasters, Percolators, Broilers, Irons, Automatic Grills, and Waffle Bakers. 


THE LINE THAT'S ALWAYS IN DEMAND 
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TAVERN WORK SAVERS 
For Almost Every 
Household Need ! 


Spearhead *47 
.» With TAVERN 
fs 


Keep Tavern ‘‘up front” 
J from the minute the bells 
stop ringing to the minute 
they start ringing again next New 
Year’s Eve. Make the most of 
Tavern’s well-earned reputation! 


You’llsoon find out that the whole line 
of Tavern Home Products turns over 
fast. Tavern’s a household name that 
means quality! 


Better still...every product in 
the Tavern line is so outstand- 
ingly good, it creates a demand 
for all the rest! 


Set up a ‘‘talking display”’ of Tavern 
products and watch store traffic speed 
up. Do it now! Order the full line from 
your nearest Socony-Vacuum office, 
or from 26 Broadway, New York 4, 
N. Y. In the Southwest, order from 
the Magnolia Petroleum Company, 
and on the West Coast 

from the General Petro-(* 

leum Corporation. 


Nationally Advertised— Public Accepted— Priced to Please 


TAVERN HOME PRODUCTS 





Tavern Liquid Wax - Tavern Paste Wax - Tavern Non-Rub Floor Wax 


Tavern Paint Cleaner - Tavern Lustre Cloth - Tavern Window Cleaner 
Tavern Furniture Gloss - Tavern Rug Cleaner - Tavern Spot Remover 
Tavern Leather Preserver - Tavern Electric Motor Oil 
Tavern Parowax or Paraseal Wax - Tavern Dry Cleaner 


SOCONY- VACUUM Every Tavern Home Product Carries the Sign the Nation Knows 
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baG THE WITT CORNICE COMPANY 
% CINCINNATI 14, OHIO 
ttt ORIGINATORS OF THE CORRUGATED AWN 
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IN COLOR - For full justice to the glamorous, 
new Universal appliances, full color advertise- 
ments will put the accent on beauty... the em- 
phasis on smart, new design and features. 


IN VOLUME - Terrific advertising impact not 
just for one month... not just in one magazine 
but in 20 magazines month after month delivers 
307 million consumer messages for the biggest 
advertising impact ever scheduled. 


IN CONTINUITY - Life, Good Housekeeping 
and Farm Journal, three of the biggest names in 
publishing, spearhead the campaign, to tell Uni- 
versal’s vital, colorful story, not in a single shot, 
but with a constant barrage of big, dominant 
color pages. 


IN COVERAGE — Big volume circulation 
reaches every market...aims the message at 
every type of consumer... blankets your market 
for full impact ... focusses on your point-of-sale. 
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IAT} 8 BUILDS YOUR DEALERSHIP 


ZO NATIONAL MAGAZINES 
LL| (ON CONSUMER MESSAGES 


In ‘47, each Universal dealership will be backed by the big- 
gest national advertising campaign in the history of the Com- 
pany. Dramatic full page color advertisements appearing 
regularly in twenty national magazines will feature sensational 
new Universal products. 

Life, Good Housekeeping and Farm Journal will spearhead 
this tremendous merchandising effort. Each a leader in its field 
is scheduled for Universal advertising continuity throughout 
the year. The new Universal Product Parade is on the march. 

Universal’s 47 Program has been 
planned especially for top effectiveness 
at the point-of-sale. Plan now to tie in 
locally for “Leadership that Builds Your 
Dealership.” 


LANDERS, FRARY & CLARK + NEW BRITAIN, CONN. 


Universal Electrical Appliances distributed in Canada exclusively by Northern Electric Company, Ltd. 


i 
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==] Wasiaws WM FOR FARM INSECT KILLING 


‘$9. 7 
E RESEARCH For Commercial and Industrial Buildings 


caine THE MAR ENCE 19 
gin sin THE IVES OF Science TO AMERICAN NOW'S 


UNLIMITED MARKET! Every farmer in your 
neighborhood is a hot prospect for Pestroy 25% 
DDT. It’s DDT at its best for use on beef and 
milk cattle, poultry and for general insect-killing. 


BEST KNOWN! Your customers know Pestroy 
DDT. The greatest national advertising cam- 
paign on DDT sees to that! 


BIGGER PROFITS! Pestroy DDT profit mar- | aD 
gins are wider. + ey 
MORE CONVENIENT! Pestroy DDT never REMEMBER... pestroy 25% DDT is olso the ideal 


“bogs down”’ in the sprayer... saves your cus- DDT for use in hotels, hospitals, institutions, commercial and 
tomer time and trouble. It’s easier to use! industrial buildings. 


1 . 

SAFE! Safe to use on animals, safe to use on DISTRIBUTED BY: ACME WHITE LEAD & COLOR 

property—that’s Pestroy DDT. WORKS, Detroit e@ W. W. LAWRENCE & CO., Pittsburgh 
, THE LOWE BROTHERS CO., Dayton e JOHN LUCAS & 

' ° » Day 
RELIABLE! The reputation of seven great com CO., INC., Philadelphia ¢@ THE MARTIN-SENOUR CO., 
panies backs every gallon of Pestroy DDT. Chicago @ ROGERS PAINT PRODUCTS, -INC.,’ Detroit 
THE SHERWIN-WILLIAMS CO., Cleveland. 
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GARDEN HOSE 





The Lucky Strike No. 5 is 

a good washer. It locks fast; it 
holds tight; it prevents leaks. 
But it can be taken off and used again 
and it still holds fast. That is why 
you, Mr. Dealer, can Stock — Feature — 
Sell — Lucky Strike Garden Hose ' 
Washers and KNOW that you have 
performed a neighborly gesture 
in recommending this item 

to your regular trade. Today, 


talk Lucky Strike 
to your Jobber. 


COLORFUL COUNTER DISPLAY 


12 Washers packaged in 
a clean, easy-to-handle 
envelope. 25 envelopes 
to the compact, 2-color 
counter display carton. 


LUCKY STRIKE 



















Before You Sell ANY Domestic Water System 
See the PEERLESS Water King Advantages! 


Exclusive Sbater Kin G, Features 


GIVE PEERLESS DEALERS 
MORE TO TELL=MORE TO SELLE 

















my 
EAE 






The PEERLESS 
@ Water King oy 


ESB 


The Most Advanced Pumping 
Principle in the Last 10 Years 


“Magic Wings to Water Lift’”’ 
Lend “‘Magic Wings to Sales”’ 


The trouble-free simplicity 
of the patented Water King 
pumping principle offers 
Peerless Dealers something Gossicn te ainivas nent 
really unique to talk about ara. under k. Moineau’s U. 8. Let- & 


rs Patents 1,892,217-2,028,407 


° ° te 
in the sales of Domestic —Reissue 21,374 and Canadian 
Patent 352,574; Robbins & Myers, r 
sole U. S. and Canadian kd 


Water Systems. Inc., Sole U. 8. i 


The Peerless Water King is the pump with 
“Magic Wings to Water Lift.” The Water 
King is a shallow well pump, embodying 
an exclusive “‘magic”” pumping element; a 
hard chrome rotor revolving in a rubber 
stator that squeezes water upward —the 
most advanced pumping principle in the 
st 10 years. Capacities: 275 to 860g.p.hr. 
eads: Up to 40 lbs. The Water King is 
water lubricated—there are no underground 
moving parts. 100% automatic. Easily in- 
stalled over the well or offset. Pumping 
element highly resistant to abrasive and 
corrosive action. Finely engineered—Quiet 
—Compact—Trouble-free. 


Peerless Pump Division of the Food Machinery Corpora- 
tion aids its dealers with extensive consumer advertising, 
sales-stimulating display, merchandising and promotional 
helps. A good share of the profits in the wide domestic 
water systems market will go to the dealers who “go 
PEERLESS.” 


PEERLESS DOMESTIC 
WATER SYSTEMS 


A PEERLESS 
Jet System, too 


“PLAN WITH PEERLESS” 


Dealerships are still 
available in good terri- 
tories. Plan with Peerless 
for a more profitable 
future by selling Peerless : Oe a 
water systems! Write with many distinct and im- 
today for complete in- proved Peerless advantages. 
formation. For deep or shallow wells. 
Capacities: 400 to 5000 g.p.hr, 
Lifts: Up to 120 ft. 


ig 
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PEERLESS PUMP DIVISION 
FOOD MACHINERY CORPORATION 


CANTON 6, OHiO  ¢ QUINCY, ILL e LOS ANGELES, CALIF 


Factory Branches: Ardmore, Pa.; Decatur, Ill.; Atlanta, Ga.; Dallas, Tex 
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ELL! 
PEERLESS 
1 King 
= Wes, perfect balance is as great an advantage to a gardener 
Y he *, as it is to a tight rope walker! And here’s why: expertly 













balanced MAREMONT Garden Cultivators are geared 
to modern gardening: their perfect balance makes 
them remarkably easy to operate. 
Into each Maremont garden cultivator goes the finest 
quality steel . . . with rubber tires and handle grips, 


Patent 


U. S. Let- 
1,028,407 


SR eer) 


a'Miyers, quick-change tool plates, and oil-less bearings. 

v 4 Attractively designed . . . beautifully enameled. 

1p with ¥ " These are but a few of the features which 

thew a ee establish the Maremont Garden Cultivator as a big 

nent; a 4 profit-maker for alert dealers the nation over. 

rubber 

rd —the 

in the 

)g.p.hr. 

King is 

ground 

sily in- 

amping 

ve and 

—Quiet 404D — Maremont’s dual wheel 
Garden Cultivator. Works both 

orpora- sides of a row simultaneously. 

rtising, 14" disc wheels, complete with 4 

otional duck feet and 2 hoes. List price 

—_~ $14.78 








403C— Maremont’s 1 wheel 
Garden Cultivator. 14" disc 
wheel, complete with 3 duck 
feet and 2 hoes. List price 
$10.80 























ree - 
vos: ea MAREMONT AUTOMOTIVE PRODUCTS | 
w wells. Dept. HA-1 
0 g-p-hr. S. Ashlend Ave. at 16th St. + Chicage 8, ill. | 


I want FREE information on Maremont 
Garden Cultivators. | 


GARDEN CULTIVATORS [ee 


Addr 
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Only in BUCKEYE 


can you get this exclusive welling poocut... 
Vented, Bevel Seal Covers 


18 gauge 3 piece Range Oven set with patented 
bevel seal covers. Cat. No. 864-S. 


10 Gouge “waterless” cookware 4 piece set. All 
covers are self-basting and have patented vent. 
Cat. No. 1060-45. 





HEN customers begin comparing, show them 
this Buckeye Aluminum exclusive, patented 


cover design and you'll sell them on the spot. 


The patented vent is incorporated in the covers 
of all Buckeye 10 gauge “waterless” cookware and 
the three-piece 18 gauge range oven set. The covers 
are tight-fitting, self-basting, and this patented vent 
prevents lids from locking on pans. It makes modern 
“waterless” cooking in Buckeye 10 gauge ware 


easy and practical. 


; 


There are complete lines of Buckeye 10 gauge 
and 18 gauge ware now in production—so one order 
to one source and you'll get everything you need 


in quality aluminum ware. 


Ue Buckryr 
LUMINUM (2, 


WOOStreER, Onto 


CHICAGO SALES OFFICE—11-110 MERCHANDISE MART 
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RETAIL pricey? 


Fair Traded wherever State Laws Permit 


Prices slightly higher in Canada 


Magik Mist's coast-to-coast success has won it top honors as America’s No. | 
Best Seller! More Magik Mist ads in more national nagazines are teaming up 
to help steam up more record-breaking sales. Powerful ads in the S. E. Post, 
Collier's, Ladies’ Home Journal, Good Housekeeping, Look and Holland’s, and, 
to channel this power right where you can turn it on—in your own store— 
there's a ‘Magic Selling Kit" with all the selling tools you need. Order today! 


KNAPP-MONARCH CO., ST. LOUIS (16) MO. 


For Closets... 2-Minute Treatment, 


> 


For You... Extra Profits! 


MOTH VAPOR 


KILLS MOTHS, EGGS, LARVAE ON CONTACT 


New modern method gives closets extra 
protection. Entire closet can be treated 
in less than two minutes! Sprays ceilings, 
walls and floors with 3-bulb contents. 


JANUARY 30, 1947 


¢ Reaches you in self-selling counter display 
79 unit. Backed by national advertising in S. E. 

Post, Good Housekeeping, Ladies’ Home 
RETAIL Journal, Holland's, Look and Collier's. 











When Mrs. Shopper sees and buys Freeport’s latest achievement, there 

really is no brighter spot. 
Freeport Ware, forever improving their own line to supply both you 
and your customers, have now added Freeport Kitchen Tools, attractively 
arranged and packed. This nine piece gift set will consist of the following: Stainless and Pluramelt 
No. 479A - Ladle, No. 491A - Skimmer, No. 488 - Perforated Cake Turner, Three-ply heat conduction 
No. 488A - Plain Cake Turner, No. 493 - Fork, No. 496 - Basting Spoon, SAUCE PANS—SAUCE POTS 
No. 498A - Spatula, No. 499A - Cake Server, No. 495 - Rack. (with or without covers) 
_ This kitchen set is manufactured with the same skill, and will have the same in 2-3-4 quart sizes. 
consumer appeal as the whole Freeport Ware line. Chicken fryers and FRYING 
; PANS of heavy gauge in 


IMMEDIATE DELIVERY ; two sizes. Three quart 
A few additional facts about the FREEPORT Kitchen Tools: DOUBLE BOILERS. All with 
% Manufactured from the finest stainless steel available Stainless Steel and Plastic 
% Heavier in gauge than any other kitchen tools on the market sence 


* Bright enduring finish, stain resisting : 
% Easy to clean and keep spotless 4 3 E p '@) R T 
* Attractive, unbreakable, sure grip; cool plastic handle MACHINE Works inc. 
* A lifetime of service; a lasting satisfaction / 
OFFICE AND SHOWROOMS: 16 East 52nd Street ° Plaza 3-8225 ' FACTORY: Freeport, New York 


* We have also ready 
for immediate delivery: 
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Nou You Cau Step Up Your Profits 


with a... 


PA. HAS NOT RAISED OUR PRICES!” 
Fair Traded _ ARMCO ALUMINIZED STEEL 


at $5.95 


4 LINCOLN 


weer us av. ..| @ OUTSIDE CONTAINER 
a ano INSERT CAN wave or 


aaa 25 GAUGE ARMCO ALUMINIZED STEEL 


a ARMCO SALT SPRAY 
TESTS SHOW 5 TO 10 TIMES MORE 


CORROSION RESISTANCE THAN 
GALVANIZED STEEL 


INFRA RED BAKED 
ENAMEL FINISH 


WHITE—RED—BLUE—GREEN—!IVORY— 
BLACK 





Made of 


a ame fe, © POLISHED 
: ‘ : ALUMINUM, COVER 


Steel 


ond ; : P WATER-TIGHT INSERT 


TESTED BY 


AMERICAN - : E | 17 QT. CAPACITY 


cee ae > INDIVIDUALLY 
CORROSION =F : E CARTONED 


= 





} q : . For the Facts and Figures 
Wig = Kz atl, Write or Wire 


Vwconn METAL PRODUCTS CORPORATION 


136 CLIFTON PLACE, BROOKLYN 5, N. Y. 


Export Division: BLOCK INTERNATIONAL CORP., 101 WEST 3lst STREET, NEW YORK 1, N. Y. 
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Joe: You say Rubberset Nylons last 
longer... 


Ken: Right! 5/2 times as— 
Joe: ...and don’t have to be broken in... 
Ken: No, Sir! That chisel tip— 


Joe: ...«and pick up more paint than the 
best hog bristle brush. 


Ken: Sure! That permanent wave— 





ee 
. 


Joe: Okay. Now let’s have the bad news. 
What's it cost? r 
Ken: BROTHER, HOLD ON TO YOUR HAT! 


Rubberset Nylon Brushes actually 
cost less than hog bristle brushes! 


How can a brush that’s so many ways better cost 
so little? You’d expect to pay a premium for it. 





You’d expect to—but you don’t. Not only does 
Rubberset Nylon cost less when you buy it... it a. 





saves you time and money all through the years 
you'll use it! 











Famous for hog bristle brushes, too. Not only nylon 
brushes, but world-renowned hog bristle brushes are pro- 
duced by the Rubberset Company. Since 1873, in fact, our 
famous trade mark name Rubberset has meant “The finest 
in brushes.” 


Rubberse 
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Ru BBERSET 
NYLON 


The brush* with the permanent wave 





In bristle wear test, Rubberset Nylon Brush wore 5% 
times longer than finest hog bristle brushes. After one mil- 
lion strokes, hog bristle wear was 11/16 of an inch, Rubber- 
set Nylon only 2/16 of an inch! That’s 514 times less wear, 
5\% times more service! 





Needs no breaking in! See Rubberset Nylon’s chisel tip 
at left? It saves you hours of tedious breaking-in effort— 
brush comes already broken in, unlike ordinary brush at 
right. Another way in which this remarkable brush saves 
you time and effort! 





Picks up more paint! Rubberset’s permanent set an 
exclusive development, places a series of waves in Rubber- 
set Nylon filament (A), providing more open spaces for 


picking up paint than bristles of ordinary nylon (B) ... 
more, even, than finest hog bristles (C)! 





Lays down smoother film! Note the ridges made by fine 
hog bristle brush at left. Contrast the smooth texture laid 
down by Rubberset Nylon Brush at right. The explanation? 
Rubberset’s exclusive auto-grind process tapers filament to 
a soft, fine tip . . . results in smoother film! 


*Patent Applied For 


Rubberset Company — 56 Ferry Street, Newark 5, New Jersey — Established 1873 Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada 


Branches: Los Angeles, California, St. Louis, Missouri. 
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salers.” ty appreciate the me Assures 
“We greatly ecting our terri ~~ s : 
ward eo lor-Lev!- il Qe ‘ 
ee MORE SALES 2 
“As you will © item with ¥ 






Posts are 3 very 8 


“We like 





and A BETTER DEAL 


f doing business: 
























° 
r way 2 r 
see r on the sale of you 








ve 1 
“Shortly ao pe pose “Qealers with it and so 
I ca 
Pao of 10 of them. he shipment and 
il pleased with ¢ our dealers 
“We were we compliments from es of your 
have had —s appearance 28 desis 
on the gener 4 letters HOLM’S PLAYS FAIR WITH DISTRIBUTORS 
posts. » from unsolicite ‘shed oft No wonder Holm’s distributors are enthusiastic about Fe 
These stasemen nts Sater? Names furn the Flor-Levl-Post sales policy! They're backed with Re . e~ 
jrom Holm s distr aggressive national advertising. They have a product Es 
request. tailored to fit the home owner’s need. And the jingle a P E 
of their cash registers testifies to the huge profit possi- ag 


bilities of the Holm’s Flor-Levl-Post. 


The HOLM’S FLOR-LEVL-POST 


IS STRONGER... LASTS LONGER be 


You can’t miss on this one! The Holm’s Flor-Levl-Post is a fast-selling product 
because it’s the only fully adjustable post available over the retail counter, 2 





which does not depend on “pin points” to bear the load of a sagging floor. . 
It’s safety-engineered with strong, snug tubular steel sections, guaranteed to : 
nt 
support 25,000 pounds. In fact, the quality of this fine product is now higher E 
< s ‘ ‘ “e 
than ever before, while its price has been reduced! H 
ALMOST SIX TIMES AS MUCH SUPPORTING SURFACE & 
a“ “ Na 
AS MOST “PIN-POINT’ POSTS PROVIDE a 
« 
When spacers are added The design of a typical “‘pin point” Pts 
eo the Holm's PlocLevi type of post that is adjusted by sliding fs 
Post co adjust its height, Ce yy a ‘ 
the weight of the house small points where the pins go through BS 
is evenly distributed the tubing. The total surface that must Sur 
around the entire 360° bear this great load is generally an es 
circumference of the inch and a half . . . about one-sixth a 

tubes. Supporting surface as much supporting surface as in the 

is exactly 8.64 inches. Holm’s safety-engineered design! 








HIGHER QUALITY 
Low 


HOLM’S MANUFACTURING CO. 


OF OHIO 
106 North Main St., Akron 8, Ohio 


FACTORY AT KENOSHA, WIS. 
WAREHOUSE STOCKS IN PRINCIPAL CITIES 











1-1245-51 
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¢ ee re = 3 ine ag Pa 
duct 
ingle Es 
. 
a 
. 
uct a In paint, as in other products, quality is sought for — is 
er, : bought and bought again. Quality in aluminum paint 
or. a means Permite — the finest you can offer. 
to x ~ ——~ me Permite’s 3 types will provide your customer with the 
ber 2 s MA mahi right aluminum paint for every application. Permite 
" Chrome Finish —a satin smooth, gleaming finish for 
repre interiors. Permite Outdoor — for all exterior applications. 
CE e =e yehic Permite Hot Seal — for hot surfaces. Each is ready-mixed 
and ready for use — just open the can, stir and start 
se” painting. 
ing igs Se ARS = ° ° ° ° ege 
wo x Permite Aluminum Paint is scientifically blended of 
a me, 99+% pure aluminum pigment and an exclusive vehicle 
th that assures perfect multiple leafing, a brilliant finish 
ie 


and exceptional wear. 


There’s a big demand for quality aluminum paint. You 
can supply it — profitably — by stocking Permite’s 
Complete 3. See your Distributor or write for details. 


ALUMINUM INDUSTRIES, Inc. 
CINCINNATI 25, OHIO 


PERMITE (522 ALUMINUM PAINTS 
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nf the dominant 
S CCU L’ [ f, Y ~ feature of 
National SAFETY HASPS 


The maximum in safety is assured when a National hasp is 
installed to serve a padlock. When hasp is closed all screws 
are covered and cannot be removed or tampered with. 


These National hasps are made with extra large slots cut 
the long way of the strap. This leaves more metal around 
the slot, thereby giving additional strength. 


No. 32 Swivel Staple Safety Hasp illustrated is 
bent at such an angle that when swivel staple 
is closed the door is held securely in place, pre- 
venting rattling. 

No. 31 Safety Hasp with the hook has the extra 


advantage of holding the door closed when the 
padlock is not in use. 


No. 32 Swivel Staple Safety Hasp 


No. 33 Extra Heavy Hinge Hasp is specially 
designed to serve heavy doors in stores, 


warehouses, etc. 


In addition to the distinctive individual fea- Alerts 


tures’ of the various styles of hasps shown, 
they are all manufactured to the same rigid 
standard of exactness from heavy steel stock. 5 Tomee 
A long, dependable service life is assured. i padlock 


a comb 


overloo 


enough 


your m 


profits | 


No. 31 Safety Hasp with Hook No. 33 Extra Heavy Hinge Hasp Goo 





























NATIONAL MANUFACTURING Saar Y 
& -% *& * & STERLING, ILLINOIS «= « 
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Alert merchants know that the feminine taste can not be 
overlooked—even when it comes to padlocks. High security isn’t 


enough for Mrs. Housewife. She wants smart styling, too. 


To meet this demand, Eagle has created a trim, extruded brass 


padlock in appealing two-tone finish as illustrated. The result is EAGLE LOCK NO. 04867 
a combination of traditional Eagle security and looks to satisfy 1%" x 1'%", 5-pin tumbler, extruded 

brass padiock. Case hardened, cadmi- 
um-plated steel shackle. 144 key 


your most exacting trade. It all adds up to more sales and 
changes. Can be master-keyed. 


profits for you. Order this timely seller from your jobber today. 


_§ Since (E33 
Breriers fost Lochnahers al THE EAGLE LOCK COMPANY 


Subsidiary. of BOWSER, Inc 


Ex ve National Sales Represent 
A , Eagle Industries, Inc.—suvsidiary of BOWSER 
c (®) ae - General Sales Offices: 110 N. Franklin St., Chicago 6, Ill. 
Machine al 8 New York, Phila a, Atlant 


Cabinet Luggage 
Hardware Screws 


Locks 


Padiocks Night Latches Stove Bolts 


JANUARY 30, 1947 





HOW a WytTerFAce* Steel Tape. Your customer 


wilt take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly 
any light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
WYTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTEFACcEe Steel Tapes and Tape Rules are protected 
by U.S. Pat. 2,089,209 





FAVORITE* WYTEFACE 
STEEL TAPES 
For carpenters, masons, builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths — 25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off. 


Drafting, Reproduction, Surveying 
/ Jt. ang Equipment and Materials, 
z a ZC Slide Rules, 
Measuring Tapes. 


KEUFFEL & ESSER co. 
NEW YORK - HOBOKEN, N. J. 
CHICAGO «+ ST. LOUIS + DETROIT « SAN PRANCISCO 
LOS ANGELES - MONTREAL 


HARDWARE AGE 





AN 
IDE 
GIF 
OR 
PRI 


WMustrated 
> 
Auto’ 


Not Mus! 
“Socket Wr 


PIPE PLUG HOLLOW 
SOCKET HEAD CAP SCREW SET SCREW SHOULDER BOLT 


| Spetrrtrrietien 
pm 


PHILLIPS SLOTTED COUNTERSUNK 
TYPE SCREW SCREW SCREW 


Contained in this Handle 











113M ()17VH 





“SOCKET SCREW” KIT 


with interchangeable bits —_— 
=_ 


For men who like to have a complete supply of tools, yet Pr 


dislike bulk and confusion, the Hallowell ‘Socket Screw"’ 


Kit is the answer. It is one of the neatest tricks of the year. ; 
The hollow Celanese* plastic handle holds interchange- 


able bits for most all purposes . . . Phillips, Hex and 


, 


AN - Flat. There is a swivel-bit chuck which locks securely in a " 
cicians, Be IDEAL position, and makes it possible to twirl a screw using the- auto ad 
hap vertical position, and then snapping the chuck to an angle 

ith or 
im, GIFT or ell position, to get the final tightening pull, 
se with * * 1 
25, 50, OR Handle is molded of Sturdy Celanese* plastic; tools are = 
. Pat. Of. of high grade alloy steel. 

: ; PRIZE SF” 
_ = Add these Kits to yout Standard Pressed Steel line—they ee” 


have the same self-selling qualities of utility and fine work- 


"Name i on manship that are embodied in all other Standard Pressed 
Steel products. “HOME HIT 


Not Mustrated 
“Socket Wrench” Kit 


Kits: Patents Pending OVER 43 YEARS IN BUSINESS *Reg. U. S. Pat. Off. 


JENKINTOWN aE Tel: 738) ¢ BRANCHES: BOSTON + CHICAGO «+ DETROIT + INDIANAPOLIS «+ ST. LOUIS + SAN FRANCISCO 
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—— REVETLESS 7 tir JD vicseen 
SOCKET , scoor 
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NO RIVETS 


SMOOTH 
SURFACE 


















UNSURPASSED 
FEATURES 


1 — Smooth socket... no 
sharp or rough edges. 


2 — Less chance of handle 


4 breakage. 


3 — Lower end of handle covered 
with metal cap which protects handle. 


4 — Handle securely fastened to scoop 
by a single rivet at frog. 














“AMES” PRODUCTS 























SHOVELS POR 5 — Easy to rehandle. 
SPADES HOES 
scOOPS RAKES Armor-D or Split-D handle optional. 


POST HOLE DIGGERS 


AGRICULTURAL HANDLES h - 


AMES 
Since 


1774 


PARKERSBURG, W. VA. AMES BALDWIN WYOMING CO. NORTH EASTON, MASS. 
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DEMAND THE BEST 


Whatever the job — husking corn — puddling steel 
—sinking oil shafts — wherever skilled hands 
work — they demand the best in protection. 


And that’s where Riegel’s WAGON BRAND Work 
Gloves come in. For Riegel makes only the best 
in value. Each pair is designed for wear — with 
plenty of ease and comfort — strength and pro- 
tection to spare. 


THERE’S A RIGHT GLOVE FOR 
EVERY JOB...MADE BY RIEGEL 


WAGON BRAND Work Gloves are the product of 
one of America’s largest textile mills. They are 
Riegel-controlled — in one plant — from raw 
cotton to finished gloves. That's the kind of close 
supervision of detail that means unbeatable 
quality, durability, economy. Write to 


RIEGEL TEXTILE CORPORATION 
342 Madison Avenue, New York 17, N. Y. 


Wagon 


‘Riegel 5.2 WORK GLOVES 
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Instructions, signs and warnings were helpful in making 
crushed fingers a less frequent occurrence. But safety engi- 
neers wanted if possible to prevent such accidents from 
happening at all. So they designed a positive-action 


mechanical guard... to be sure! Insisting on Hodell chains 


is positive protection, too. The Hodell name on any of 
157 varieties of welded and weldless chain is an assurance 


of unexcelled quality. For 60 years, in every link of To be sure... 





A livel 
interest 
MECHA 
SELL HODELL ee the sar 


the ma 


---to be SURE! 
— ware c 


To be certain of maximum chain sales In thi 
display Hodell chains prominently. There's items, : 
a type to fit every chain need. And their reprint: 
reputation and popular acceptance will Reodin 
identify your store to your customers as 
i ‘ a buying center for quality merchandise. So = 
(Reprints for the asking. Use your own letterhead.) sell Hodell for their sake... and for yours! 24 


Se ee ae ST 


a 
ane 


every chain, dependability and staying power have been 
proving to chain users that to say “Hodell” is...to be sure. 


Heavy current demand for our products prevents us from assuring immediate 
delivery of all types of Hodell chain. Meanwhile, we'll gladly send descrip- 
tive literature on the complete line, with a promise to fill your orders as 
fast as conditions permit. 





JACK - SASH - SAFETY - LADDER - PUMP + LIBERTY MACHINE + PROOF COIL - STEEL LOADING 
LIBERTY COIL - PASSING LINK » BULLDOG » SAMSON - FLAT LINK + REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 2, OHIO » NATION 
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THESE FREE REPRINTS SELL TOOLS 


Yours for the asking... from 
MECHANIX ILLUSTRATED Magazine 


Every month MECHANIX ILLUSTRATED Magazine runs 








Are You Getting Your 


Copy of The articles on home workshop projects—requiring tools 
and supplies that the reader buys in his local hard- 


MECHANIX ILLUSTRATED ak 
Monthly Letter-Bulletin ? It’s for articles like these that over a million men read 


MECHANIX ILLUSTRATED every month. They love to 
work with their honds and these help them to do it— 
and help you fo sell tools. 


Reprints of these articles are yours for the asking. 
Just the thing for counter pick-ups, bill stuffers, mailing 
pieces, etc. Use them and they'll pay off handsomely 
in added sales. This is one of our services to our many 


A lively, newsy letter-bulletin about things of advertisers whose merchandise you carry. 


interest to both hardware merchants and 
MECHANIX ILLUSTRATED. We're both serving The coupon below is for your convenience. Let us know how many 
the same individual—the home workshop fan, 
the man with a hobby. And what a swell hard- 


ware customer he is! great and growing home workshop and hobby market. 
In the Letter-Bulletin you'll find news on new 


items, seasonal merchandising tips, notice of 

: ‘ SSSI eI see ee ee eee SSS See as ee 
reprints available to you, trade news, etc. 
Reading time: 60 seconds. MECHANIX ILLUSTRATED 

295 Madison Avenue 

New York 17, N.Y. 
Sirs: 

[_] I'd like copies of the FREE reprint. 


free reprints you can use to good advantage to help promote your 











[_] I'd like to receive your FREE monthly Letter-Bulletin. 


Sponsor of the Annual 


NATIONAL CRAFTS & SCIENCE SHOW 
| | SERNA RIMINI AAU TEE TE 
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When you sell Tools — 


be sure to spot the important point 





mie none “CRESCENT” _ 





It is practically impossible to judge the strength and 
quality of a tool from its appearance. That is why it 
pays to look for the name “Crescent’’* on tools. It is 
your assurance of quality; of strength more than ample 
to stand up under hard service. Be certain the name 


“Crescent’’* is on the tools you sell. 


CRESCENT TOOL COMPANY 
JAMESTOWN, NEW YORK 




















*”"CRESCENT” is our trade mark in the United States and foreign countries for wrenches and other tools. “Crescent” tools are made only by Crescent Too! Company of Jamestown, N. Y. 
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DEPENDABLE RUGGEDNESS 











TAP THE READY MARKET 


FOR 


Bull Dog Friction Tape! 


Take advantage of the big, steady demand for 
an outstanding quality product... Bull Dog Fric- 
tion Tape. Electricians, automotive mechanics, 
building maintenance men and householders 
who make their own repairs are completely 
sold on this dependable tape. They put their 
trust in Bull Dog's high tensile strength, great ad- 
hesion powers and long-aging characteristics. 
And they know they can count on the same 
consistent high quality in every roll they buy. 





Boston Woven Hose & RUBBER COMPANY 


Distributers in All Principal Cities 


WORKS. CAMBRIDGE, MASS.,U.$.A. * P.O. BOX 1071, BOSTON 3, MASS. 


smestown, N. Y. 
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a Galauced 
ROPE 


MUST HAVE 
ALL FIVE... 


STRENGTH 
WATERPROOFING 


not true of COLUMBIAN Tape-Marked PURE 

MANILA ROPE. For here’s a Balanced Rope—a Rope 
that keeps its sense of values all the way. It has the kind 
of Appearance that counts most with men who work with FLEXI B | LITY 
Rope—with men who know Rope! It has a ship-shape, work- 


manlike look that wins the friendship of every man who uses 
Rope in his daily work. 


Te old adage about Beauty being only skin deep is EFNDURANCE 


We'll readily admit that you can buy “prettier” Rope. 
But what you gain in handsome, bland coloring—you lose in 
Waterproofing. And if your Rope isn’t thoroughly Waterproofed—it will 
soon lose its Flexibility, then its Strength—it’ll have no Endurance! That’s 
what we mean by Balance. We sacrifice no quality to gain another. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn “The Cordage City,” N. Y. 


Coben bizrt ME ROPE 
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FH T’s an uphill fight towards victory and full produc- 
] tion—but, thanks to the teamwork of quality ma- 
terials, expert design, skilled workmanship and loyal 
customers, Cyclone “Red Tag” Hardware Products 
are scoring regularly. 

You might say yoy dealers have been sitting in the 
“Penalty Box”, for lack of sufficient Cyclone Screen 
Cloth, Hardware Cloth, Lawn Fence and Catch-All 
Baskets to meet your requirements. The demand is 
tremendous. And you know from your own experience 
HARDWARE CLOTH AND what an unbeatable team these products make in win- 

WIRE SCREEN CLOTH ning quick sales and satisfied customers. 
SRR eae We suggest that you keep in touch with your jobber. 
For just as soon as more of these products are avail- 
able, he’ll be glad to see that you get your full share. 


U-S-$ CYCLONE “Rea7~9" HARDWARE PRODUCTS 


T 
| 
| 
| 


‘ 
(RR 


es 1s femme | mente pan fin 48 james br 


ce Pesan jemea jsammak | atom | 5 | . 





CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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LEARN ABOUT PLANTABBS! 


Bigger and better advertising than RETAILERS: Your wholesalers 
ever... Plantabbs again goes to will quote prices and quantity 
bat to help you sell its world-famed discounts. 

PLANT FOOD TABLETS! Over WHOLESALERS: If you haven’t 
one hundred and six million people stocked Plantabbs, write for liberal 
will read about Plantabbs in every Proposition. 

market in the country .. . North, EXPORT COUNTRIES NOTE: 


South, East and West... month Shipping conditions are now im- 
? proved—~write for our sales prop- 


after month, week after week. 

- md e osition. Plantabbs Corp., 1 est 
Advertised in American Weekly Biddle St., Baltimore 1, Maryland. 
(20 cities), This Week (24 cities), 


Life, Better Homes & Gardens, Fulton 
New York Times, Sunset Magazine. 
Order this year-round good profit 


———————— 


erica es 


and Gardens 








@ SELECTIVE DISTRIBUTION 
eC OMPLETE QUALITY LINE 


3 Keys to Bigger Sales: 


1. Full Profits——There are no loss leaders in 
the Lowell line to “waste” your customers. 
You get full profit on each sprayer or duster Writ ; 

é for Full Details Today! 
you sell, LOWELL’S high quality leads to J 
repeat sales. 
2. Selective Distribution — Lowell sprayers and 
dusters are sold only by carefully selected dis- 


a at _ 4 
tributors. A larger market, less competition. Manicuring Co. 


3. Complete Quality Line — You won't lose cus- 
tomers if you sell Lowell sprayers and dusters. DEPT. 51, 589 EAST ILLINOIS STREET 


:\The Lowell line is complete and compact for CHICAGO 11, ILLINOIS 


fast turnover and low inventory. There is a 
Lowell Sprayer and Duster for every need. ff F é 
WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY / oe & 
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GOOD PROFIT MARGIN 
QUICK TURNOVER! 


The MW R\02 Le 


Backed by 
NATIONAL ADVERTISING 


Big Campaign 
19 Leading Garden Magazines 
Spring Season 1947 











a 
2 
WEED 
KILLER 


2. O25. 


Featuring Well- Known 
Lawn and Garden Authority 
Plus Spot Announcements 


KLIS weeos 














HERE’S THE LINE TO FEATURE IN ’47/ 


RIDZ GARDEN SPRAY 


For chewing and sucking in- 
sects. The effective and eco- 
nomical way to rid gardens 
of Aphis, Leaf Hoppers, Red 
Spiders, Scales, Mexican 
Bean Beetles and other de- 
structive pests. Contains 
Rotenone, Lethane and D.D.T. 


RIDZ WEED KILLER 


Makes weed killing easy. 
New formula containing 
2-4-D kills the weed roots 
without harming grass. Pint 
bottle makes enough spray 


solution to cover lawn 100 ft., 


x 55 ft. Sure to be a bigseller 
through spring and summer. 


RIDZ FUNGICIDE 


Prevents attacks by blights, 
rots, rusts, wilts, cankers and 
other fungous diseases when 
sprayed during growing 
season. Will be in big de- 
mand. 


Cw 


Sunday Newspapers 


Coast to Coast © SCIENTIFICALLY FORMULATED! 


By the Makers of 
ANTROL 


Ant Traps, Feeders, Sets, Refills 


FLY-DED 
ROACH-DED 
ANT-DED 


© ATTRACTIVELY PACKAGED! 





SNAROL 
MOTH-DED 
BUG-DED 
BLACK FLAG 


% ee?” and Powder 
BOYLE-MIDWAY INC. 


22 E. 40th St., New York 16, N. Y. 
5235 W. 65th St., Chicago 38, Ill. 
4820 E. 50th St., Los Angeles !!, Calif. 


Makers of the Longest Line of Household Products in America! 
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DEALERS and JOBBERS 
Write to the nearest Boyle-Midway office 
for descriptive literature and prices! 











Gilbert 





“RUBBER BATH MAT 


Fine quality bath mat at a popular price. 
Husky, durable synthetic rubber. Liberally 
sized 1334 x 23. Can also be used as a pro- 
tective mat iri shops, store floors, etc. In 
green, red or black. 





ie Accuracy 


IN 125 PARTS 


75° pupBER DRAINBOARD MAT 


Retail - 


A “must” in every kitchen. Long lasting and 
serviceable. In green, red or black. 

About 125 high precision parts 
in every Gilbert alarm clock 
must be made carefully, tested 
and inspected carefully, to meet 
Gilbert quality standards. 

This takes time and limits the 
rate of production but results in 
a product worth waiting for. 

If your wholesaler has been 
unable to supply you, ask him 
again. He will be glad to, do so 
as soon as he has a stock of 


SPONGE RUBBER SEAT CUSHION Gilberts to share with you. 


Year-round staple. Very soft sponge rubber. 
A husky, durable seat cushion. 


Ba ae THE | WM. L. GILBERT CLOCK CORP. 


IDEAL RUBBER CO. 
200 FIFTH AVENUE, N. Y. 10, N. Y. WINSTED, CONN. 
Laconia, N.H. 








Please ship us via. 





doz. RUBBER BATH MATS ($1.09 Retail) | 551 Fifth Avenue 141 Ww. Jackson Bivd. 
doz. RUBBER DRAIN BOARD MATS ( .75 Retail) New York 17, N.Y. Chicago 4, Ill. 
( 1.98 Retail) | 








Be INN yecahsncthicessrenprocceininaoes cd | 
Address | 
Buyer's Signature... a 














\ 
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| What new promotional and sellin a 


planis reaping rich rewards for ae 


of alert dealers? 


The §MITH@AYy STOKER). 
| “Protected Profits Program”?~~ 


Learn how you can make more money by tying 


FILL IN COUPON in with the simple, profitable, SMITHway Stoker 


FOR YOUR 
‘ See how dealers are slashing stoker service costs, 


FREE COPY reducing parts inventories and stepping up profits. 


OF “PROTECTED - You'll be enthusiastic about this plan that’s as 

modern as the SMITHway Stoker itself. Get your 

PROFITS PROGRAM” - free copy of the colorfully illustrated “Protected 

BROCHURE Profits Program” brochure. Fill in the coupon 
below, and get it in the mail today. 


“Protected Profits Program.” 


i) 
A. ©. SMITH CORPORATION, MILWAUKEE 1, WISCONSIN 
Of course, I am interested in stepping up my stoker profits. Send me my free copy of your “Protected Profits Plan” 


DUR OE SRE | fi a oc 5i0 so vs « 0b Pd cd Codes wLERE EWN) 00h0i 50 das nemabenied pai pills «kin ntmeeciale 


Name of Organization eof eee eee eeawaaew ew eee eee ee eee ew eee we eee ewer ewer eee! eee eewr eee eeewanewenee eeereererenee 4 ms 
ARNE NN A ide ig a See Re ao, 5b iuvic'scned.a doe ov 0.0 oC 06 Ri bucks Viermeenee Cone EES SG Fis, oy! 


ges eRareal a ath tne tee veda ae, cadheetemete tenets a 
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(Wow \STHE TIME... 


TO GET ON THE 


Shurebit2_. BANDWAGON 





The Shurebite parade is well under way and, during 1947, Shurebite will have a 
line you can really ‘‘beat the drum”’ about. During 1946, despite material short- 
ages, Shurebite made and sold more than 20 times as many lures as ever 
before—and that’s less than half the goal set for 1947! Led by the sensational 
new really weedless Skate and the reliable Shedevil which is already a favorite 
bait with a hundred thousand fishermen, the 1947 band of Shurebite lures will 
play a sweet sales tune on your cash register. And Shurebite will follow 
through with dealer aids and national advertising that will make your 

trip on the Shurebite Bandwagon as profitable as it is pleasant. 





WRITE FOR CIRCULAR 


Shurebite has ready an illustrated cir- 
cular showing the fine, complete line 
of fish-takers, designed and tested by Al 
Sisco, which are now available. It will 
pay you to familiarize yourself with the 
baits your customers are going to be ask- 
ing about. Write for your copy today. 
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The Nydar Shotgun Sight gets 

prominent display in the new, 

larger sporting goods department 
of THE FAIR, Chicago. 


says R. E. Leffler, 


BUYER, SPORTING Goons, THE FAIR, cHicaco 


(Read the letter to the left carefully. It is just one 

| more instance of what happens when the Nydar Shot- 

gun Sight is properly promoted. And that doesn’t 
mecessarily mean national promotion—local promo- 
tion pays off in a big way too! 


HOTGUN SHOOTER A PROSPECT 


The Nydar Shotgun Sight pays off because it’s some- 
thing every hunter and sportsman has been waiting 
for: a way to easily and quickly get greater shooting 
accuracy. This new, reflector-type sight puts a *‘bulls- 
eye in the sky”’—a dot and circle into space whicl- 
indicates the impact of the shot charge and approx- 
imate pattern; and serves as a reference guide in 
determining range and lead. 


PROMOTE AND DISPLAY IT NOW... 


The Nydar Shotgun Sight, as Mr. Leffler puts it, is 
“a staple item the year ’round.”’ There’s big profits 
to be made on it right now. Feature it in your cur- 
‘ent newspaper advertising (mats available on re- 
quest). Build a counter display with related items. 
AND BE SURE TO HAVE A GUN MOUNTED WITH 
A SIGHT SO THAT YOUR CUSTOMERS CAN SEE 
THE AMAZING “BULLSEYE.” OFTEN ONE LOOK 
MAKES THE SALE, 


THE NYDAR DIVISION 


) SWAIN NELSON COMPANY 


The Nydar Shotgun Sight is fair traded at 2326 GLENVIEW ROAD 
$27.45 plus installation cost. Handsome, GLENVIE W, ILLINOIS 


genuine-leather Nydar case. .......$3.00 
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BASEMENTS, 
FURNACES, PIPES 


truly ‘‘The Paint of 1001 Uses’? 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 

One coat of SYNCHROME completely covers most 
surfaces with a chrome-like finish unsurpassed for its 

SPRAY OR BRUSH » SELF-LEVELING « resistance to heat, moisture, fumes, weather and cor- 
INTERIOR + EXTERIOR » QUICK-DRYING rosion. Its high hiding power and durability make it 
+ UP TO 800 SQ. FT. PER GALLON + the best protective coating for any interior or exterior has all-wa 
1 COAT COVERS MOST SURFACES 2 surface. For complete details write for a free copy of dozen per 

RESISTS HEAT UP TO 600° F. *‘A Guide to Using Aluminum Paint’”’. gonad atin 


Yes... Cres-Lite SYNCHROME Aluminum Paint is s ae 
\ % 
\ 


Made of w 








Manufactured by 
Sreight pr 


CRESCENT Bronze Powder Company | you, mat 


116 West Illinois St., Chicago 10, Illinois © 1841 South Flower St., Los Angeles 15, California 
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Boy, those Ma-Crepe drop 
cloths have everything! 








“T first used Ma-crepe on a large office 
building contract. Ma-crepe due to its 
dust and lint proof features made paint- 
ing the many offices a pleasure. In most 
cases it wasn’t even necessary to move a 
piece of office equipment. Twelve Ma- 
crepe drop cloths gave complete protec- 
tion to everything. Try Ma.crepe! You 
will like it.”” (Typical comments from a 
Ma-crepe user) 
Ma-Crepe Is A Product Of 


The D. C. MAY Co. 


DURHAM, NORTH CAROLINA 


* Distributors Wanted * 


m—----- 


Made of wax and plastic impregnated paper which 
has all-way stretch. Size 10 ft.x 12 ft. Packed one 


Please ship at once ___ dozen Ma-crepe drop cloths, at $14.40 per dozen. 
Enclosed is our check, money order, or send bill. (Indicate one) 


dozen per case. Dealer’s cost—$1.20 each. Sug- Shades 





Address 


Distributor's 
ame. 





Sreight prepaid. If your distributor can’t supply 


! 
I 
Sested retail—$1.80 each. Five dozen lots or over, ' 
i 
i 





you, mail coupon for trial order. 
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Noruince develops selling ability like a thorough 
knowledge of the merchandise a store has to offer. It 
promotes customer confidence — which is the very es- 
sence of salesmanship that brings the customer back. 
Files — a fast-turnover item — are a broader subject than 
many people think; and every hardware-store force 
should have at least oné member who is a “file special- 
ist.” “File Quizzes” have proved very popular as an 
educational feature of Nicholson advertising. Here’s 
anether one — for experienced as well as new salesfolk. 


NICHOLSON FILE CO. ¢ 25 ACORN ST., PROVIDENCE 1, R. I. 
(In Canada, Port Hope, Ont.) 


. 77/7 / 
Vb fs lis 


YY YUL 


(— 
uestions 


Why are Mill files so named? 

How long (how measured) is an 8-inch file? 
What are the six important steps in file making? 
What are the four general types of file teeth (cuts) ? 
About how many different files (distinguished by type, 
cut or size) are there? 250? 1600? 3000? 

What is a Warding file? 

What are the five principal kinds of Rasps? 

In a double-cut file, which is the “overcut” and which 
the “upcut”? 




















9. What designations cover the four general degrees of 
coarseness in the more commonly used files? 
10. What are Swiss Pattern files and how, in general character 
istics, do they differ from American Pattern files? 
11. What is the shape and general use of Slim Taper files? 
What files should be recommended for sharpening cross- 
cut saws? 


13. Special-cut files are generally used on what metals or alloys § 


(name four) ? 
14. Are machinists’ files usually single-cut or double-cut? 
15. What are the exceptions (Question 14) ? 


Oe a oa 
: Y+° 


nswers 


You can check the correctness of your answers by referring to 
the following pages of “File Filosophy.” If you haven’t a copy 
of this widely read authority on files and filing, just send us 
your name and address. The book is FREE. 


1—Page 13. 2—Page 11. 
3—Pages 9 4—Page 12. 
and 10. 
5—Page 9 (or see the Nicholson 
monthly advertisements in 7'he 
Saturday Evening Post). 
6—Page 17. 7—Page 19. 
8—Page 10. 9—Page 12. 
10—Pages 20 11—Page 14. 
and 21. 13—Pages 33 
12—Page 41. to 37. 
14—Page 15. 15—Page 15. 
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Among Other Advantages 
AMERICAN CHAIN OFFERS 


SSUUUUANNEATONANEEAAA AAU AATEEOAATOEEE HAGE 


A COMPLETE 


sam vnicccvncivcnquaguitvtuauvuauuuunvusuviita 


SvUUANUINAIADUNTTAUIOUNNNUDAAEDOUGHDUAOOEAS AUTO EASA EDDA NAH 


This illustration covers eleven of the most popular 

types in the American Chain line. Hundreds of SE 
applications are found for these chains and assem— i AMERICAN. 
blies made from them. Many of the light chains are COMPLETE 
put up in attractive shelf packages. Others which 

sell by the foot are handled conveniently on 

Acco Sales Maker chain racks. Even the heaviest 

chains are shipped in new bags, boxes, or shooks. 

For American Chain is old-fashioned about quality 

and particular about the way its merchandise 

reaches the retail store. We've been in business 

so long we can remember that more often than not 

the customer can afford to be choosy — and we want 
customers to choose the stores that sell American Chain. 


electric we] 
ded dhuto-can 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments... 


Just Among Ourselves 
... By Charles J. Heale 








Looks Like the “Buyers Market’ 
Is Here Now — If So, Lets Face 
Some Fundamental Facts:— 


HERE has been much 

talk, in recent weeks, that 

we have already gone 
from a “sellers’ market” to a 
“buyers’ market.” Probably 
so. 

In basic principle, a so- 
called “buyers’ market” is a 
more sound premise for it sug- 
gests, immediately, better val- 
ues and better services and, at 
least, a partial return to the 
philosophy expressed in the 
historic Statler Hotels’ slogan 
“The guest is always right.” 

For a long time, at least five 
years, too many persons whose 
bread and butter came from 
selling services and/or mer- 
chandise (and whose doesn’t in 
fact?) have put their custom- 
ers decidedly on the defensive. 
When goods or services were 
not available, the disappointed 
customer was too often turned 
down with a sneer instead of a 
smile—or at least he felt that 
way much of the time. 

Jobs were very plentiful and 
so too many employees openly 
displayed either contempt or 
indifference toward their em- 
ployers, their employers’ prob- 
lems and their employers’ 
customers. As always, the 
thoroughbreds acted as thor- 
oughbreds and the mongrels 
acted as mongrels. __ 
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Many new faces have en- 
tered the ranks of manufactur- 
ing, wholesaling and retailing. 
Some will stay for they have 
rendered good service and 
provided worthwhile merchan- 
dise at fair prices. Many will 
not because they took advan- 
tage of the situation and pro- 
vided very much over-priced 
goods and services. 

Under the late OPA a new- 
comer was often permitted to 
price his merchandise on the 
basis of alleged “cost plus.” 
Historic producers and distrib- 
utors were not. They had to 
stick to the ceilings despite ris- 
ing costs of materials and la- 
bor. And so many over-priced 
lines, previously unknown, 
were eagerly grabbed by dis- 
tributors because almost any- 
thing could be sold. From here 
on out it will be different. 

The fact still remains that 
we do not have wholesale or 
retail inventories and _ that 
manufacturers have no factory 
stock on hand for most goods. 
Available goods are still items, 
here and there, certain sizes 
and numbers—but few, if any, 
complete lines. 

How fast production will 
cope with this situation is hard 
to estimate. It is my opinion 
that at least another six months 


will pass before the right kind 
of merchandise, properly 
priced and providing good val- 
ues, will catch up with obvious 
needs. 

At the same time, it is well 
known that producers ordering 
materials and both wholesalers 
and retailers ordering finished 
products have pyramided their 
orders listing their needs in as 
many places as possible. And 
so it is a proper subject of con- 
cern to wonder which order is 
sound, and which will prove 
otherwise. Even so, there will 
be a great volume of business 
and perhaps enough to give our 
national economy the natural 
stimulation, as distinct from 
some of the artificial stimula- 
tions of recent years, te give it 
a sound, continuing progress. 

As goods and personnel be- 
come more readily available 
there will come an inevitable 
“pick and choose” psychology. 
Materials, finished goods and 
hired help will be selected or 
rejected, retained or dismissed, 
and paid in accordance with 
their values. 

The immutable law of “sup- 
ply and demand” will prevail 
and we will find ourselves hap- 
pier and operating on a more 
sound basis. 
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Hardware Price Advances 


Announced So Far:— 


NATURALLY, when OPA 
took its too long delayed 
“nose dive” and went out of 
business there were many price 
advances and then in some 
lines some very notable price 
recessions. 
While I don’t pretend to 








evaluate all price advances of 
interest to hardware distribu- 
tors, I do have the very definite 
idea that hardware merchan- 
dise price advances were with- 
in reason and not improper. 


In fact, I would go a step 


further and say that I antici- 






* * 





* 


pate more and perhaps fur- 
ther advances in many hard- 
ware store lines and, while I 
think competition in soft lines 
and other goods will force 
many prices down, I do not 
think that hardware prices will 
come down for a while. 





A Timely Expression 
From a Wholesaler:— 


APROPOS of the previous 
comments, and some pub- 
lished on these particular 
pages in the Jan. 2, 1947 issue 
of HarpwareE AGE, the head 
executive of one of the 15 larg- 
est (by sales volume) whole- 
sale hardware firms in the 
country writes as follows: 

“Your Informal Editorial 
Comments under the caption 
‘Just Among Ourselves’ (see 
HarpwareE AGE, page 61, 
Jan. 2, 1947) reached my 
office this morning. Accept 
my congratulations and 
thanks for your timely ob- 
servations. 

“Through the war years 
our firm, like many firms, 
occupied a vulnerable posi- 
tion. We were visited daily 
by war plant expediters de- 
manding and serving prior- 
ities for merchandise and 
materials contained in our 
warehouses. 

“On one occasion a Gov- 
ernment representative from 
the Medical Depot at Mem- 
phis, Tenn., called at our 
office and in an interview 
requested permission to go 
through our tool division. 
He remained in our plant 
three days, taking from our 
shelves and inventories tools 
in the amount of $27,000. 


We would have much pre- 
ferred to distribute the tools 
through regular dealer chan- 
nels. The Government is- 
sued an order for the mer- 
chandise and we had no 
choice in the matter. 

“On another occasion two 
Government agents visited 
our steel warehouses and 
took practically all of our 
cold rolled steel, drill rods 
and tool steel. 

“In conversation with 
these Government men I 
learned they were hitting 
only the high spots—whole- 
sale houses located off the 
beaten path did some Gov- 
ernment business but they 
were not visited daily by 
Government expediters. One 
Government man told me he 
made only big cities such as 
Chicago, St. Louis and Kan- 
sas City. This worked a 
hardship on the wholesale 
hardware houses who were 
located in the large cities. 

“T think we all had an 
honest desire to do all pos- 
sible to assist Government 
agencies in acquiring neces- 
sities for war purposes. Pri- 
orities issued for merchan- 
dise, for which there was a 
war demand, served a pur- 
pose. We used the priorities 





but inventories were grad- 
ually depleted. Manufac- 
turers were slow in filling 
orders even with Govern- 
ment priorities attached. We 
did everything possible to 
deliver merchandise to our 
many dealer friends. 

“Definitely, I agree with 
you in believing that the 
hardware retailer and dis- 
tributor did splendid jobs of 
distribution during the year 
1946. 

“We were visited daily 
by many manufacturers of 
whom we never heard until 
the war ended. These manu- 
facturers were strictly ‘op- 
portunists.” We offered them 
no encouragement and pur- 
chased very little or nothing 
from this class of manufac- 
turers. In many instances 
the merchandise was inferi- 
or and the OPA approved 
prices were so much higher 
than the old-line manufac- 
turers from whom we had 
purchased down through the 
years. As you know, our 
company has been in busi- 
ness almost 90 years. Many 
of the old-line manufactur- 
ers experienced difficulty 
through the OPA to obtain 
even small price increases. 

(Continued on page 95) 
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marks the spots for ILCO night latch sales 


Why limit cylinder lock protection to the “front door”? Why not furnish 
the same degree of security for the kitchen, basement and porch doors? . . 
X marks the spots in the usual home where your customers can use 

an ILCO Night Latch — all keyed alike for maximum convenience. You 
can sell these over the counter at any season — with confidence 

that their quality and value will make friends for you. 


Conditions are improving. We hope the time is 
not far off when we can again ship with pre-war 
promptness. You can help us to help you by antici- 
pating your night latch requirements well in advance. 


INDEPENDENT LOCK COMPANY . FITCHBURG, MASSACHUSETTS 


? 
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Colorful Store Features 


Carlisle’s new branch in Holyoke, Mass., was 
designed by Herman L. Carlisle so that all 
inspection, buying or browsing is easy for 
both customer or salesman. Nothing’s hidden 


\ ISIBILITY, color, 


beauty—all created by a hardware 
man with a flair for architecture— 
distinguish the new Holyoke, 
Mass., (branch of the Carlisle 
Hardware Co. of 1548 Main St.,) 
Springfield, Mass., whose main 
store in Springfield has been the 
locale of a hardware business for 
just 100 years. Imagination and 
excellent taste played high roles 
in the establishment of the Hol- 
yoke branch all the way from the 
choice of the site to the dis- 
tinguished full-page advertisement 
in the Holyoke Daily Transcript 


announcing the store’s opening. 


Paint, waxes, brushes and va- 
rious accessories are shown 
here. Photos of homes in color 
add the correct touch and the 
platform display of sanders, 
waxers and polishers is an 
added bid for increased sales. 


The site is a strategic one, a 
corner in the central business 
district, opposite one of the prin- 
cipal bank and office buildings. 
The lot was formerly occupied by 
the YMCA, an imposing building 
that was a landmark for genera- 
tions until it was destroyed by fire 
two years ago. 


The Opening Ad 


Carlisle’s new Holyoke loca- 
tion was firmly fixed in the minds 
of the public by the opening ad- 
vertisement. This was  distin- 
guished by a drawing of a giant 
crane lifting the familiar old 
YMCA while beneath it appeared 


the new Carlisle building. Carlisle 
bought the site and began work 
on the new _ two-story-and-base- 
ment brick, steel and concrete 
structure just before the imposition 
of restrictions on the start of new 
non-housing construction, finish- 
ing it in time for a pre-Christmas 
opening. 

Architecture and interior decor- 
ating, particularly in relation to 
the design of store fixtures, have 
for many years been a hobby of 
Herman L. Carlisle, who is of the 
second generation in this hardware 
family. His brother, Hollis M. 
Carlisle, is secretary and merchan- 
dising manager. Treasurer is their 
father, Fred Carlisle, whe bought 
the business in 1911 from George 
A. Graves. 


Visibility Paramount 


The section of the main floor 
devoted to builders’ hardware, 


Below — Hardware, tools and 

mill supplies are shown com- 

pactly in this section. There's 

fine illumination and plenty of 
aisle space for all. 
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tools, and mill supplies for in- 
stance, has handsome panels at 
eye-level, approximately one-third 
of the way up from the floor, on 
which are neatly sampled a wide 
variety of articles, arranged in 
categories, each item suspended 
from, or resting upon, an ap- 
propriate peg or other type of sup- 
port. Included in this section is a 
revolving display of screws, nuts. 
bolts, etc. In all, 5000 items are 
thus visually sampled. Beneath the 
panels are copious drawers con- 
taining the stocks of the goods 
sampled above them, while atop 
the drawers are sloping panels, 
also bearing samples. There’s not 
a bin in sight. The display of 
hardware and tools in bins, Mr. 
Carlisle feels, is apt to appear 
“junky.” He has a notion that 
it’s a rare hardware store that can 
keep display bins from taking on 
a messy aspect. 


Ample Space 


The same attention to visibility 
apparent in the mill supplies, 
hardware, tool and mill supplies 
section, is evident throughout the 
store. Wherever possible, Mr. 
Carlisle designed the fixtures so 
that customers can walk around 
them and examine the goods dis- 
played. Only in the central sec- 
tion of the main floor devoted to 
cutlery and small electrical ap- 
pliances are conventional show- 
cases of the counter type to be 
found. 

Indulging his architectural 
hobby, Mr. Carlisle devoted long 
hours to making rough sketches of 
every section of the store, giving 
careful attention to both appear- 
ance and function. He was care- 
ful to avoid such defects as 
cramped working-room for em- 


Hobby fans of all ages make a bee 
line for this part of the store. Some 
playthings and a fine stock of dog 
goods also attract them. 
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This two-story display front of Carlisle’s branch permits “from the 
street views” of the main floor display room. The second story displays 
are largely of bulkier goods. Modern type lettering catches the eye. 


ployes or “tight squeezes” for cus- 
tomers. His sketches were sub- 
mitted to an architect who em- 
bodied them in the construction 
blueprints. 

People stopped to look with 
pleasure when the new Carlisle 
store doffed its construction fence 
and burst upon the principal 
business street in a blaze of light 
and color. The opening even 


evoked a complimentary editorial 
in the local daily newspaper. “It’s 
just like technicolor,” folks said. 
And it is just like the difference 
between a black-and-white movie 
and a technicolor production, by 
comparison with many of the drab 
hardware stores of the past. The 
entire store is air-conditioned. 
“We’ve had more comment on 
the color than on any other fea- 




































Personnel 
and Store Directory 


‘The ntewing Malyabers bend the pareennal tev the wow Meipoibe Shere 
MR. LAWRENCE A. GOBEILLE. General Manager 
MRS. LILIAN B. TIERNEY. Ass't Manager 

MAIN FLOOR 


WILLIAM A TOTOM. Maneger 
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est the erection of Carhsle's new medern ov -conditioned shopping 
center ot the corner of Hgh ond Appleton Street The now lendmert 
pieces the eld YMCA Biteng bet the pet of brenden seccebity 
ond service te the community. ve charactoratic of thet brienety meeting 
piece, wil be carried on at Carlisle's. 

Here you wil Find the mous axtemive line of quality merchandise ob- 
tained from al parts of the country... the unusual... the hard-to-get 
iter. Herdwore electrical firtwes sporting goods, electric epphences, 
housewares, leather goods, toys ond bicycles are al here at moderate 
Prices. 

Every department « devqned 'e mete yew theppng 0 plese Ow 
1108 of courteous, welhtraned Helyehe pervennel in eager te eusist you 
Ow Personal Shopper wil be happy te look efter your needs when it is 
not convenient fer you te drop + 

Come in ond give ui the oppertunty to welcome you personaly te Hel 
ote s newest and mes! modern store 


Program of Special Events 


You wil caioy and nenet: by bets serening demonstrations that will tae 
place in ow store during ihe open.ng week 


‘THE BP. & PAINT COMPANY will present « 
Aemceeweton 








This full-page ad announced the store’s opening and emphasized the 
fact that it was a complete hardware establishment with air condi- 
tioning. A store directory told where each department was located. 


ture,” says Herman Carlisle with 
well-earned pride. 


The Color Theme 


The main color theme of the 
street floor is a salmon shade 
which shows up brightly through 
the three-section visual front with 
its two glass doorways. The 
second-story front consists of one 
large display window, used for 
larger articles such as bicycles, 
washing machines and refrigera- 
tors. This window is surmounted 
by the name “Carlisle” in a trade- 
marked design which is repeated 
on all stores of the company and 
is used in all advertising. 

Beneath the salmon-hued upper 
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walls on the main floor, pastel 
shades are used in the background 
of the various sections. For in- 
stance, the radio and _ record 
department, occupying a front 
position on the left, has back- 
ground and fixtures in chartreuse. 
while to the rear of this is the 
luggage section with background 
and fixtures in moss-green. The 
paint and wax department, with its 
neat shelved displays running two 
thirds of the way up from the 
floor, has a white background to 
provide a neutral setting for sev- 
eral enlarged colored pictures of 
attractive interiors. The large elec- 
trical appliances appear against 
the salmon background, while the 
mill supplies, hardware and tools 


stand out against panels of rich 
cream. 

The same combination of visual 
display and attractive color scheme 
appears in the housewares depart- 
ment in the basement where white 
panels are used to set off samples 
of bright-handled kitchen gadgets, 
and chinaware stands out against 
a delicate blue background. 

Moss-green and terra cotta 
shades brighten the background 
and fixtures of the sporting 
goods, toy and hobby shop on the 
second floor. The hobby shop 
groups a wide variety of kits and 
materials for construction of 
model planes, trains, autos, boats 
and the like. It is under the di- 
rection of Bert Smith, an enthus- 
iast in these hobbies, who is active 
in various local model clubs. The 
sporting goods department, is 
managed by a former regional ten- 
nis champion, Don McAuslan. 

The second floor also contains 
the office and a large lamp and 
lighting fixtures department. Here 
a large variety of lamps are ef- 
fectively arranged in a series of 
cut-away rooms, each done in a 


different pastel shade and here 
too, perhaps more than anywhere 
else in this excellently designed 
store, is seen the ability of the 
designer to achieve sheer beauty 
through a combination of archi- 
tecture, decoration and lighting. 


Roadside Ads Aid Firm 
And Local Residents 


fag eee 


All excellent form of roadside ad- 
vertising is done by Abbott & Son, 
Marshalltown, Iowa, in connection 
with its rural trade. Most farmers 
like to have signs by the road iden- 
tifying their places. Abbott & Son 
furnish signs free to farmers who 
want them. Copy on a typical sign 
says “Abbott & Son Hardware.” 
Space below says. “Home of A. 
Robertson.” Naturally such a 
sign gives the hardware firm con- 
siderable advertising, and the 
farmer gets an identifying panel? 

for his name. 
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There's a real outdoor atmosphere to this hunting lodge entrance to 
the sports shop. It serves to put prospects in the proper buying mood. 




























Atmosphere Attracts Sports Lovers— 
Quality Lines Complete the Job 


= FELS is a 


sports enthusiast—a hunter and a 
fisherman—and so it was only na- 
tural that he would give particular 
attention to all manner of ath- 
letic and sports equipment when 
he opened his Marshall-Wells store 
in Baraboo, Wis. Baraboo is a 
town of about 8000 in Sauk Coun- 
ty (and original home of the famed 
Ringling Bros. circus), where 
there’s good fishing and hunting. 
Prior to opening his store last 
August, he had traveled for a 
gasoline pressure appliance manu- 
facturer. 

The sporting goods shop has the 
appropriate atmosphere, is an im- 
portant merchandising asset and 
is in the rear of the store. Mr. 
Fels says, “It is there because it is 
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Elwin Fels’ Marshall-Wells store uses 
a cabin front for his rear-of-the-store 
sports section and it draws customers 





rts and novices find plenty to interest them here. A boat is on 


Expe 
top of the ledge while razor blades and like items mean extra sales. 
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This corner of the shop features guns, rods and a variety of sports 
equipment where it may be inspected. There’s room to practice there. 


a drawing card for traffic. People 
will buy merchandise in other 
parts of the store when going to 
and from the sports shop and the 
public is more sports-minded now 
than ever before. We are after 
quality line, top line sales, al- 
though handling some lower priced 
lines to build sales up to the higher 
price levels. It is not unusual for 
out-of-town fishermen to buy as 
high as $15 or $20 worth of baits 
in this store, as well as other needs 
for a particular trip.” 

The entire showroom, 100 by 22 
ft. in size is neat and well lighted. 
The rear 25 ft. being devoted to 
the sports shop, the entrance to 
which resembles a hunting and 
fishing lodge. A deer’s head, sev- 
eral fur pelts, a gun and snow 
shoes decorate the outside of the 
cabin front which has two false 
windows. The front wall of the 
cabin is of poplar and the interior 
of knotty pine. Compact and neat 
though it is, a wide variety of 
athletic and sports equipment is 
displayed there. Mounted pheas- 
ants and other birds help lend the 
proper atmosphere to the depart- 
ment. 

In addition to a varied line of 
hunting, fishing, football, baseball, 
basketball, skiing and skating 


be sold by the store. Outboard mo- 
tors and accessories also will be 
stocked. Three top grade lines of 
guns are offered and two lines of 
golf equipment—one top and one 
medium priced, as an example of 
the stocks. 

Henry Meyers, a partially dis- 
abled ex-sevice man, is employed 
by Mr. Fels under a veteran-in- 
training program. Under the plan, 
Mr. Meyers will be with the store 
for a three-year period, during 


which time he will service out- 
board motors and fishing equip- 
ment, make keys and handle re- 
pair service on gasoline pressure 
equipment. 

Alert to the traffic-building pos- 
sibilities of non-hardware activi- 
ties, Mr. Fels has leased his base- 
ment to a photographer and cam- 
era shop operator and part of that 
floor is also taken up by stationery 
displays not a part of the hard- 
ware firm’s operations. 

Outside promotion ideas utilized 
include an exterior neon sign, 
which shows the outline of a duck 
hunter in action, alternating with 
an angler landing a big fish, with 
the words “Sport Shop” flashing 
with both the outlines. 

Mr. Fels spends 2 per cent of 
his volume for advertising. At 
present, he advertises once a week 
in a local daily and uses billboard 
ads and a local shopper’s guide to 
tell his story. 








Devotes Entire Window to Beverage Sets 


equipment, the shop also displays 
extras in the form of fountain 
pens, shaving equipment, wallets 
and even a radio set. In one of the 
pictures may be seen a boat, just 
part of the wide range of boats to 


Built around a 28-piece glass beverage set, this attractive window was 
used recently in a show window of one of the Imperial Hardware Co. stores 
in El Centro, Calif. Prominently featured on each opened set were the price 
and number of pieces. This display made a playor sales of sets from four- 
piece to 28-piece units. Manufacturer's consumer advertising material, supple- 
mented by attractive background material added to the attractiveness of this 

sales making, profit building window. 
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Low shelving with easily accessible color samples and plentiful supplies 
of informative literature help this department serve its many customers. 


$50 Paint Sales the Customary Thing, 
Not the Exception, at Swarthout’s 


Ax orderly front-of-the- 


store department in H. D. Swarth- 
out’s, Portland, Mich., is one of 
the keys to the successful and con- 
stant turnover of paint and re- 
lated lines. This 30-ft. display 
constantly reminds customers that 
some part of their homes or farms 
need painting. Harold Swarthout 
says that many farmers in his 
area are paint-conscious now and 
that they are taking “time out” 
now and then to do painting jobs 
in and about their farms—jobs 
which had to be neglected to some 
extent during wartime. 

Many of the store’s sales to 
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Neatness and freely given advice are 
instrumental in bringing new and old 
customers to firm’s paint department 


farmers are in the form of five- 
gallon cans and it is not unusual 
for customers to buy $50 worth, 
and even more, at one time. “We 
have made our aisle near the paint 
section wide enough so that the 
prospect can walk right up to paint 
displays and inspect them,” says 
Mr. Swarthout. “In this way the 
prospect often sells himself, for he 
picks up paint cans, reads the 
labels and studies folders in the 
department. We find that the man 
or woman who buys paint is 


usually anxious to know much 
about applying it: We always 
stress surface preparation to such 
customers and we find that it pays 
dividends.” 

Shelves in the paint and related 
lines section are kept in good order 
at all times. Mr. and Mrs. Swarth- 
out feel that a neat paint depart- 
ment has great appeal to custom- 
ers. Those in the mood for paint- 
ing and making the interior or 
exterior of a home more attractive, 

(Continued on page 98) 




















“If little daughter 

Mary gets out with 

the item not being 

checked, Mrs. Cus- 

tomer will again for- 

get to return and 
pay for it.” 









































The dishonest customer always poses 
a problem. Then there are the errors 
made in checking off purchases. The 
efficient cashier can prevent them 


A. Y experienced cash- 


ier knows that there is now and 


then a customer whose ideas of ° 


being 100 per cent honest drop 
below that degree of perfection. In 
other words, Mrs. Customer may 
have a small package under her 
arm, or her little daughter may 
have something in her hand, and 
the mother may know perfectly 
well that it is there, yet she “for- 
gets” to hand it to the cashier 
when the cashier is checking her 
purchases. If little daughter Mary 
gets out of the store with the item 
not being checked, and not paid 
for, it is a certainty that Mrs. Cus- 
tomer will again “forget” to re- 
turn and pay for it. This mistake 
on the part of Mrs. Customer is 
not exactly rare. Every cashier ex- 
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periences it. So the question is: 
“What will we do about it?” 


Be Tactful 


Certainly a good cashier will 
not leave the impression that she 
doubts Mrs. Customer’s honesty. 
A tactful cashier will, as the very 
last step of her checking, say 
something like this, “And now, 
Mrs. Customer, I believe that cov- 
ers all your purchases except the 
package little Mary has in her 
hand.” Or it might be something 
like this: “Now let’s see, did you 
want a separate cash register slip 
for the package your little daugh- 
ter holds in her hand? I thought 
maybe it might be for a neighbor 
or friend?” Whatever the cashier 
says must be pleasant and casual. 
Never must the. cashier call a 


spade a spade. That just will not 
engender a pleased state of mind 
on the part of Mrs. Customer. 
Mrs. Customer knows good and 
well what she has in the back of 
her mind but a cashier can never 
tell her the truth. Mrs. Customer 
will pay, of course, and think 
nothing of the matter if the cashier 
plays her part smilingly and pleas- 
antly and without one faint trace 
of what is really in her mind. 


Include the Slip 


Sometimes the cashier makes 
the mistake after taking the total 
of not placing the cash register 
slip in the sack or carton or among 
the packages. Our customers often 
want to re-check their purchases 
after they reach home when they 
are alone and have plenty of time 
in which to do the re-checking. 
Always and without exception 
must the cash register slip be in- 
cluded in the packages somewhere. 
Most good cashiers say at the close 
of the checking: “And now Mrs. 
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“Check the big pur- 
chases first. There 
is always a danger 
that these larger 
items may be over- 
looked and the cus- 
tomer not charged 
with them.” 








Making Change 


Customer, I’ll put your cash regis- 
ter slip here with this sack of nails 
or here with the pie pans.” They 
simply want to make sure that the 
customer sees that the slip is in- 
cluded and has not been neglected. 


Write the Total 


I think it is a mistake not to 
write the total on the sack or car- 
ton containing the several pack- 
ages. Write it on the outside in 
heavy black letters because the 
customer often changes her mind 
after the checking has been done 
and the articles paid for. Some- 
times she changes her mind before 
the purchases have been paid for 
but after the total has been struck 
and after the packages are packed 
for delivery. When I say the cus- 
tomer may change her mind I 
mean she may want to buy an 
additional item. She may know ex- 
actly where it is in the store. Un- 
less she asks the cashier to get that 
item for her it is always best to let 
her get it herself. Then she may 
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see still other things that she wants 
and, while in the buying mood, 
she may include a number of addi- 
tional items. This, of course, is 
what the merchant wants her to 
do. If she returns to the checking 
stand, or wrapping counter with 
several additional articles and the 


By HOWARD SNYDER 


first total is written in bold figures 
on her sack or carton or package 
it is easy to go on with the transac- 
tion. 


Don’t Be Annoyed 


Customers may also change 
their minds on what they have al- 








The author of this, the third 
of a series of four articles on 
“How to Minimize Errors in 
Making Change”, has had 25 
years of experience in operat- 
ing his own hardware store. By 
keeping a running record of 
the mistakes in making change 
that so frequently occur at the 
cash register of the cashier's 
window he has been able to 
suggest how such errors can be 
avoided. The fourth article will 
appear in the next issue of 
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ready bought after the total has 
been struck. Mrs. Customer may 
want to exchange the pressure 
cooker and take home an electric 
churn. Our cashier will not appear 
bored, irked, or grouchy about the 
matter but will say something to 
this effect: “Certainly Mrs. Cus- 
tomer, I'll be glad to take the 
cooker from your list.” Then the 
cashier will explain pleasantly that 
the management demands a signed 
voucher in such cases in order to 
make balancing the cash easy at 


the end of the day. 


Must See Everything 


Customers here again have a 
way of forgetting to take out of 
their package of various articles 
the one to be checked off. In other 
words they may get away with 
the article even after it is checked 
off the list. This means that our 
cashier must see everything and 
keep up with the minute details 
of the work in hand. A good cash- 
ier permits as nearly nothing to 
get away as is possible. This cus- 
tomer mistake occurs, as a rule, in 


hurried and very busy times. 


Checking Purchases 


Then we come to the matter of 
what item to check off first among 
all the various and diverse pur- 
chases a customer may have made. 
Let us suppose there are brooms, 
a tub, or a large kettle, maybe, or 
a mop, or a roll of poultry wire— 
something that is large and bulky 
and cannot be placed on the coun- 
ter with any convenience. Then 
there will be such an item as a pair 
of scissors, a box of cartridges, 
or any of a wide assortment of 
small articles. Which shall our 
cashier check first? I say, always 
those big unwieldy purchases. 
There is always the danger to the 
cashier that these large items may 
be overlooked and the customer 
not charged with them. Check 
them first. Check all small items 
next, and all breakable items such 
as dishes, light bulbs, etc., should 
be checked last. Many customers 
want these fragile items packed in 
separate packages or boxes. It is 
always to the interest of the store 
to pack such items with so much 
care that breakage is almost im- 
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possible. The customer never 
wants to take the blame for broken 
light bulbs, cracked dinner plates, 
or a damaged electric toaster. 


Call Them By Name 


Now comes a very elementary 
and simple error made by far too 
many cashiers. It is so elementary 
that it is almost going back to 
schooldays in the elementary 
schools to discuss it. I refer to the 
error or mistake of not addressing 
old and regular customers by their 
proper names. A cashier should al- 
ways address Mrs. Jones by her 
name. A good cashier remembers 
many, many faces and as many 


names as she does faces. Dale Car- 
negie says the one word every man 
loves best is his own name. Cer- 
tainly it is a mistake on the part of 
any cashier not to know the names 
of a very large percentage of her 
customers. And it is a still worse 
mistake for her not to address 
each and every one by the right 
name. 


Always Express Thanks 


A really good cashier will al- 
ways thank Mrs. Jones for her 
patronage and ask her to come 
back as the final act of Mrs. Jones’ 
shopping at the X Hardware 
Store. 





Keeping Store 


N certain totalitarian countries 

the citizens have long had the 
doubtful pleasure of shopping in 
government stores. That privilege is 
now, within limits, open to Ameri- 
cans. 

If you should approach the Navy 
Pier in Chicago, one of these fine 
December days, you would pass 
thousands of persons, headed in the 
other direction and bearing blan- 
kets, scrub-pails, GI brushes, meat- 
grinders, stew pots and numberless 
other items. 

These will be persons bearing 
away their purchases from the gi- 
gantic stock surplus disposal sale 
opened to veterans of World War II 
by the War Assets Administration. 

Joining the ever-thickening throngs 
headed for the pier, you would find 
yourself herded into a vast cheerless 
structure, graced with what is 
claimed to be the longest counter 
in the world. There you would find 
a scene surpassing the most over- 
drawn cartoon of a bargain base- 
ment during a clearance. 

Thousands upon thousands of 
people, not arranged in any sort of 
line, press against the counters in a 
weary, sweating mass. The mer- 
chandise is stacked, shelf upon shelf, 
ill lit, hard to discern; the only dis- 
play consists of a few sample items 
nailed to a sort of bulletin board 
high above the counter. 


A Depressing Scene 


The whole scene is infinitely de- 
pressing and chaotic—the sharpest 
imaginable contrast to a typical 
American department store with its 
tempting displays and manifold con- 
veniences. 


Admittedly this comparison is un- 
fair. The WAA staff who arranged 
this Veterans’ Store have been hand- 
icapped by shortage of help, lack of 
suitable shop facilities and the ter- 
rific rush of veterans, eager to get 
merchandise cheaply . . . a graphic 
reply, by the way, to those who think 
that Americans have lost interest in 
price-tags. 

Nevertheless a sample of the gov- 
ernment-store atmosphere is pro- 
vided as the setting for this moun- 
tain of merchandise—a minor mem- 
ber of the colossal mountain range 
of war material, whose total cost 
was estimated at $317,600,000,000. 


Results of Competition 


It is only as a result of competi- 
tion that one finds the niceties that 
make shopping a pleasure—infor- 
mative newspaper advertising, invit- 
ing window displays. cheery shop 
interiors, an ample sales staff, con- 
venient counter displays—all the 
devices for enabling the shopper to 
make an intelligent choice and to 
consummate his purchase with max- 
imum convenience. 

Napoleon once referred to the 
English contemptuously as a race of 
shopkeepers. Yet the English beat 
him at Waterloo. Shopkeeping de- 
mands sound organization, initiative, 
hard work and effective advertising. 
These are qualities superlatively 
supplied by competitive enterprise. 
You won’t find them in a govern- 
ment store. 


From Chicago Journal of Com- 
merce. Reprinted by special per- 
mission. 
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What the Enemies of Big Business 
Fail to Tell 


When Government and labor extrem- 
ists attack big business they are not ac- 
tually hitting at men of wealth but 
at 15,000,000 small investors whose 
savings of a lifetime are at stake 


By HENRY L. VONDERLIETH 


Executive Vice-President, 
Financial World 


L, would be difficult to 
find any important subject on 
which the majority of the people 
are so misinformed as they are 
on the matter of “Who owns Amer- 
ican corporations, and how much 
do the owners receive in divi- 
dends?” 

Communists, labor agitators and 
unscrupulous politicians have 
tried, over a period of years, to 
create the impression that the 
ownership of big business lies 
largely in the hands of a small 
number of very rich men. Anyone 
who wishes to learn the truth can 
readily ascertain the absurdity of 
this general impression. 


Pertinent Facts 
While there are thousands of 


rich men who still own stocks, the 
records show conclusively that 
most stocks today are in the hands 
of moderate-income individuals 
having’ only small stock holdings. 
One reason that many rich men no 
longer have their money invested 
in stocks is that the Government 
taxes the wealthy person’s divi- 
dends so heavily (75 to 90 per 
cent) that many large stockholders 


*From Financial World. Reprinted 
by special permission. 
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find it advantageous to confine 
their holdings to tax-exempt se- 
curities that have been  con- 
veniently provided by the very 
same politicians who for years 
have been attacking big business. 

When the Government and labor 
extremists hit big business today 
they are actually hitting 15,000,- 
000 small investors whose lifetime 
savings are at stake—people who 
have labored and scrimped for 
years in order to buy stocks to 
provide income for their old age, 
instead of asking the Government 
to take care of them. 

To show how surprisingly small 
are the so-called big profits of the 
“bloated rich stockholders” of the 
country, it is necessary only to 
contemplate a few significant 
figures: The workers now get 7] 
per cent of the total national in- 
come while stockholders get only 
2 4/5 per cent. In 1929 stock. 
holders received 7 per cent of the 
national income. 

According to the Department 
of Commerce, the total dividends 
received by stockholders in 1945 
amounted to $3,800,000,000. This 
appears to be a huge sum, but its 
distribution was not confined to 
a few thousand individuals; it 
went to the 15,000,000 stock- 
holders whose savings made pos- 
sible the plants and equipment that 
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are largely responsible for our 
present high standard of living. 
In other words, the average stock- 
holder received in 1945 a grand 
total of less than $300 from all of 
his stocks. 


Who Owns A.T. & T.? 


Of the 688,000 who own stock 
in the American Telephone & 
Telegraph Company only 44,000 
own as much as 100 shares. The 
remaining 644,000 stockholders 
own less than 100 shares each. 

Of the 44,000 stockholders own- 
ing 100 or’ more shares, many 
are insurance companies, invest- 
ment trusts and other fiduciaries 
representing large numbers of in- 
dividuals. It is evident,-therefore, 
as it is in the case of most of our 
American corporations of any 
size, that the lion’s share is owned 
by average citizens having small 
or moderate incomes. The pro- 
nouncements of the haters of big 
business would create the impres- 
sion that most of our large cor- 
porations are owned by a small 
number of immensely rich men 
whose profits are due entirely to 
the exploitation of their employees 
and the public. 

Here are more facts well worth 
pondering. The cry is again being 
raised that union employees 
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should have their compensation in- 
creased in order to meet the in- 
creased cost of living. We know 
that union members generally 
have received wage increases 
amounting to more than the in- 
crease in living costs, whereas 
unorganized workers and _ stock- 
holders are in many instances 
receiving little more than they re- 
ceived in 1941. This is an un- 
healthy situation since those whose 
pay has been increased substan- 
tially more than the.gise in living 
costs may eventually lose their 
jobs because of the lack of buying 
power on the part of the tens of 
millions of unorganized citizens 
whose total annual incomes are 
little more than they were in 1941. 

In most of our large corpora- 
tions the rates of union employees’ 
pay have been increased, since 
1941, from 35 to 50 per cent, 
whereas, according to Department 
of Commerce figures, the total of 
dividends paid to all stockholders 
in 1945 was $100,000,000 less 
than the amount paid in 1941. 

Stockholders also have to meet 
increases in living expenses, and 
rising costs create a particular 
hardship on the millions of widows 
and retired couples who are en- 
tirely dependent upon their small 
dividend checks. 


The Best Proof 


The best proof that business 
generally is not exploiting the con- 
sumer is shown by these telling 
figures—also from Government 
source: The average corporation 
profit per dollar of sales in 1944 
was only 3.9 cents. In 1945 it was 
3.8 cents. Does this indicate 
profiteering at the expense of 
either the employee or the con- 
sumer? 

Dividends per dollar of sales 
were, of course, much less than 
the profits per sales dollar, since 


‘most corporations pay out in divi- 


dends each year only about 70 per 
cent of their profits. The re- 
mainder provides reserves for ex- 
pansion and contingencies. 

Those figures have deep sig- 
nificance in the face of the claim. 
so often made, that businessmen 
can. make large wage increases, 
reduce prices to the consumer and 
still make a good profit. This 
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obviously is directly contrary to 
the facts. 


Correction Necessary 


Radical labor leaders and some 
reckless politicians are largely to 
blame for the misconceptions so 
many people have as to scores of 
important facts about the opera- 
tions of our corporations. It is 
regrettable that most corporations 
have utterly failed to tell their 
story, not only to their employees 
but to the public as well. We sug- 
gest that more corporation ex- 
ecutives emulate the splendid ex- 
ample of C. R. Hook, president of 
American Rolling Mill, and P. 
H. Taylor, president of Union 
Oil Company of California, 
whose literature and advertise- 
ments bring out important facts in 
graphic form. Many corporations 
fail to take their employees into 
their confidence on a number of 
these greatly misunderstood points, 





with the result that false state- 
ments by enemies of big business 
are widely believed. 

In a recent poll of railroad em- 
ployees the men were asked to 
state the percentage of return on 
investment that, in their opinion, 
the railroads were earning. The 
average answer was 27 per cent. 
Contrast this with the actual re- 
turn of 3 per cent earned by the 
railroads, on their invested capital, 
in 1945. 


Cannot Blame Employees 


Employees cannot be blamed 
for having an exaggerated idea of 
the earnings of the corporations 
employing them. The fault lies 


with the managements who fail to - 


educate their employees on such 
matters as the percentage of earn- 
ings on capital invested, and the 
portion of each dollar of sales 
that goes for labor, for manage- 
(Continued on page 92) 





Padlock This Breeder of Panic Chatter* 


rs definitely in the air—and it 
takes deeper than average 
thinking to immunize oneself from 
it: panic chatter. 

“Things are going to pot!” 

“Business is going to pot!” 

“The Country is going to pot!” 

“The World is going to pot!” 

“EVERYTHING is going to 

Hell in a hack!” 

Are you a party to this mimicry? 

Be assured, if we head into any 
serious business troubles, it will be 
via a thoughtless, vocally-greased 
toboggan. 

There’s a glib saying, “Talk is 
the cheapest thing in America.” 





On the contrary—talk is the 
most costly thing in America— 
costly to American and interna- 
tional economics, and to society. 

We hear preachments — “Sell 
everything” —“Buy nothing.” Let’s 
exercise, manifest, buy or borrow 
a gob of courage—and scuttle the 
ship of terror: or, we'll chatter our- 
selves into whatever you want to 
name it—a recession—a depression 
—or a panic. 

Check the statistics. If you 
haven’t them before you, get them. 
What excuse in heaven’s name is 
there for a depression, or even a 
long recession, with the country in 
its excellent position?—even fac- 
ing the eight-column headlines. of 
labor paralysis, vacations from 
work, strikes, or sitdowns. The 
answer to all that is standups; 
people with spines and good horse- 
sense. 

Let’s all do our part to look and 
work for the best, and put a stop to 
calamity yelping. 





*Extract from a recent editorial by 
D. Allyn Garber, editor Department 
Store Economist,” a Chilton publica- 
tion affiliated with Harpware Ace. 
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Expect Garden Department Sales to Total 
of Store’s Annual Volume 


Williams Hardware Co. year ‘round section 
carries everything from seeds to tools 
and helps build traffic for entire store 


20 Per Cent 








to 1945, the 


Williams Hardware Co., Williams, 
Cal., did a yearly garden depart- 
ment volume of around $3,000. 
Seventy-five per cent of this vol- 
ume came in the spring gardening 
months. Packaged and bulk seeds, 
sacked and commercial fertilizer, 
and small farm and home garden 
tools constituted the bulk of the 
sales, 

Each spring the department was 
set up in the front of the store. 
One open top display table 10 ft. 
long and 4% ft. wide was used, 
with packaged seed racks at each 
end. 

In 1945 a room 12 by 19 ft. 
in size was cleared and a sep- 
arate garden department installed. 
Full department management was 
turned over to Miss Evelyn Abel, 
who had had three years’ experi- 
ence in managing a seed and 
bulb store. 

The first move was to put in a 
full line of sprays, packaged and 
sacked fertilizer, plant foods, and 
insect killers. Circular letters an- 
nouncing the new department were 
furnished by a commercial fertil- 
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Miss Evelyn Abel, manager 
of the year ‘round garden 
department, checks up on 


some of her merchandise. 

























izer manufacturer. These were 
mailed to the store’s general mail- 
ing list and 1600 were mailed out. 

Next, a contract was signed 
with a nearby nursery company, 
whereby the company would ship 
direct on orders, and show the 
shipment from the Williams Hard- 
ware Co. The list included all 
types of trees, shrubs, flowers for 
setting out, and vegetable plants. 
The nursery furnished a small cat- 
alog, listing all nursery offerings, 
giving single and bulk price, and 
carried full instructions for set- 
ting out. Also best dates for that 
section, and full instructions. This 























catalog was also mailed Jo all Wil- 
liams customers. 

Next came the addition of a 
fairly complete bulb line. Bulbs 
were selected from locally popular 
leaders and particular attention 
was given to see that bulbs for 
both spring and fall planting were 
shown. Tulips and daffodils for 
fall, gladiolas for spring and fall, 
dahlia tubers for spring, lily bulbs 
for fall and spring and ranunculus 
for spring were stocked. 

Two price lists were made up on 
bulbs and tubers, one for retail 
sales and one for commercial 

(Continued on page 92) 
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Farm goods can be merely shown or neatly displayed and in this case it’s the latter. 

There’s a wide range of merchandise in this corner and it's all plainly price marked. — 
you ge 
volume 
Farm s 





in Thi W 
Sales in This HEN «da 
dealer can increase his volume 
and yet not boost his overhead 
to an appreciable degree he has 
New Farm Store something really worthwhile. Mal- 
colm Douglas, of the Douglas 
Hardware Co., in Janesville, Wis., 
did just that by opening a separate 
farm store in a building in back 
re of his long-established store. Janes- 
ville, with a population of about 
21,000, is the seat of Rock County, 
66 ee % an extensive agricultural and dairy 
Plus Business area, and is a shopping center for 
that district. Although the Douglas 
Hardware Co. has long enjoyed 
much farm trade that trade was 
not as extensive as “Mac” Douglas 
thought it could be. 


Douglas Hardware Co.'s separate store Surpassed Expectations 


furnishes fast service, largely upon Trade in the Douglas farm store 
a cash and carry basis, and requires has far surpassed what Mr. Doug- 


services of one man to operate it las had expected. It occupies an 
old mill building in back of the 


main store. Utilizing two floors 
of that 40 sq. ft. structure, it is 
located at the end of a side street 
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opening off that on which the main 
store is situated and is surrounded 
by ample parking space. Mr. 
Douglas says, “It appeals to the 
farmer in old clothes, who wants 
a place where he can get fast 
service, in an environment in 
which he feels at home. You can 
stifle trade by overdressing a hard- 
ware store. 


A Money Maker > 


“We went into some new farm 
lines when we opened the farm 
store, although ninety per cent 
of the merchandise displayed in 
it originally had been stocked in 
the main store. Many of the farm 
lines, however, were hidden. Since 
the new department has been 
opened the main store has held 
its volume and so the farm store 
is all plus business. It is making 
money and standing on its own. 
Space formerly occupied by farm 
goods in the main store is now 
taken up by other lines. Once 
you get a farm store going its 
volume is practically limitless. 
Farm store business is chiefly for 
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cash with the farmer picking up 
most of his own purchases. We 
have attracted many new farm 
customers and have already ac- 
customed our old farm line cus- 
tomers to trading in the new 
store.” 


Neat Throughout 


Although the new department 
has no display windows and util- 
izes old fixtures from the main 
store, it is outstandingly clean 
and tidy, in which fact its man- 
ager and sole salesman, Walter 
Klinner, takes great pride. The 
layout was provided by the Wis- 
consin Retail Hardware Associa- 
tion. Mr. Klinner hales from a 
farm town and thus speaks “the 





































farmer's language.” He likes farm- 
ers and they like him. 

Among the major units of sale 
not previously handled in the main 
store are farm trailers—eight of 
which were sold at $200 each last 
summer. Harness, in complete 
sets, is another productive line 
which was not in the big store. 
V belts, slow numbers in the main 
store, sell by the hundreds in the 
new department. 


Plenty of Space 


Wide aisles, open display 
throughout the department and its 
bright illumination—new fluores- 
cent units—make the new es- 
tablishment literally clean enough 
to eat in. The store was publicized, 
















Dairy supplies, shown above, get a 
good display here. Most of them 
were hidden when they were shown 
in the Douglas main store. 


last year, with one big newspaper 
ad, followed by a series of smaller 
ads and some radio spot announce- 
ments. The steady ‘increase in 
volume proves the wisdom of Mr. 
Douglas’ contention that neat and 
effective display “is ninety per 
cent of the sale.” 


Trailers are well featured in the new 
store and provide a fine market for 
a new unit. Bulky poultry supplies 
are advantageously shown and 
everything is well lighted. 
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Serves 500 Bottled Gas Accounts 


te bottled gas busi- 


ness is a profitable one for Law- 
rence Mattix of the L. Mattix 
Hardware & Furniture Co., Scott- 
ville, Mich. Mr. Mattix has more 
than 500 accounts to service in 
this area and finds that, in addi- 
tion to making a profit on the gas 
sales themselves, he is also able 
to get many prospects for sales of 
bottled gas stoves, as well as other 
appliances. 


Farm Fair Brings Trade 


Scottville, a town of 4,000, is 
located in a fine farming region 
of Michigan and enjoys an excel- 
lent rural business. There is a 
monthly farm fair held there 
which brings farmers to town 
from as far as 30 miles to buy 
and sell. On farm fair day it is 
difficult to get a parking spot on 
any downtown street and the 
stores are crowded with farmers. 
Many of these farmers buy bottled 
gas regularly from the Mattix 
store and come in to buy other 
items as well. 

To accommodate his trade, Mr. 


Mattix Hardware & Furniture Co. builds 
prospect list for equipment as well as 
for other classes of major appliances 


Mattix has a new light truck which 
is kept clean and painted at all 
times. Adequate lettering tells the 
name of the firm, the location, 
telephone number and the type of 
bottled gas sold. In addition, the 
store has a specially trained man 
who delivers to the trade regularly 
and who is qualified to make what- 
ever adjustments and repairs are 
needed on the stoves. These re- 
pairs for the most part, are made 
right in the customer’s home. 


New Display Room 


During the past year, Mr. Mat- 
tix has taken over another build- 
ing adjacent to his former store. 
In this new addition he stocks fur- 
niture and appliances and also has 
a fine display of bottled gas and 
other ranges which are visible 
from the street. Farmers like this 
new display room as is evidenced 
by their desire to purchase bot- 
tled gas ranges and other appli- 
ances. 


The two stores are connected by 
a wide center arch so that traffic 
can flow very easily from the staple 
hardware sections to the furniture 
and appliances division. The furni- 
ture section was formerly located 
on a second floor, and is now 
showing an increase in business in 
its new location. 


Improves Contacts 


Mr. Mattix says that the bottled 
gas service helps his store to main- 
tain and improve its contacts with 
city and rural residents and af- 
fords some outside solicitation, 
without a high selling cost, due 
to the fact that customers are con- 
tacted regularly on the service. To 
facilitate this bottled gas service, 
he has constructed a new loading 
dock near the railroad tracks 
where drums can be loaded and 
unloaded at near truck body level, 
so as to save too much lifting. This 
dock, has lowered handling costs 
to a considerable degree. 


The Mattix delivery truck is a profit-maker in its own right and is 
also a means of developing leads for the sale of other merchandise. 
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There are plenty of tools in this small section. Three lines of hand power 
tools, accessories and hand carving items are featured on top of the counter. 
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g costs 
Stebbins Hardware Co. features them up 


in front. Extensive lines and plenty of 
\ advertising combine to do a: sales job 

SK either the profes- 
sional mechanic or the homework- 


shop fan in and around Chicago 
for a good place to buy tools and 
Stebbins Hardware Co. will be one 
of the first stores he will mention. 
This is so because he will get ser- 
vice, information and a wide va- 
riety of his needs at this loop sec- 
tion establishment at 15 W. Van 
Buren St., Chicago, Ill. He has 
been exposed for years to Steb- 
bins’ advertising and _ brightly 
lighted window displays. 

Years before the war, hand tools 
and large power tools were a big 
drawing card for the store. The 
advent of hand power tool kits for 


grinding, drilling, polishing, carv- The large power tools are shown in the rear of the store. Possession 
ing, etc., in fairly recent years also of most of these units would mean much to any real homeworkshop fan. 
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THE HANDEE KIT 


Handee is the original tool of this 
type and it's today's finest. 't 
grinds, drills, polishes, routs, 


engraves, carves, sands -aws etc. 
Works on all materials. 25,000 
r. p.m. AC or DC. 


HANDEE KIT, complete... $27.50 
with 32 accessories 
Handee only with. 7 accessories, $20.50 


STEBBINS 


HARDWARE CO. 


15 W. VAN BUREN 
Harrison 8400 











Ads like this with illustration and 

brief descriptive copy help tell 

Stebbins’ story in the newspapers. 
This one appeared in 1946. 


found the Stebbins store on the 
job with such lines. In fact, they 
occupy a full 8-ft. case in front of 
a showing of hand tools and an 
open top counter of like size is 
frequently devoted to these popu- 
lar lines. Newspaper advertising 
and window display space also tell 
the story of these kits and acces- 
sories. Shown on these pages, are 
a pre-Christmas ad in the Chicago 
Tribune featuring one of the three 
lines of hand power tool kits of- 
fered by Stebbins, and a section 
of the hand power and hand tool 
‘display and major power tools. 

’ Although not all users of major 
power tools are natural prospects 
for hand power tool kits, or vice 
versa, users of one class of equip- 
ment often want and buy the other. 
Gerald Burton, manager of the tool 
department of Stebbins’ says, 
“Some customers start with the 
big items and then want the hand 
power tools. Then there are those 
who begin their shops with the 
purchase of the hand power kits 
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and later make purchases of a cir- 
cular saw, followed by a drill press 
and then a jig or scroll saw. We 
carry a representative stock of 
both hand power and _ larger 
power tools. 

“Our stocks of hand power tool 
kits—three lines—are priced from 
sixteen to twenty-seven and a half 
dollars. Demonstrations are not 
necessary on these kits for men 
come in and get literature, study it 
and homecraft magazines and then 
want the kits and additional acces- 
sories. They are good year ‘round 
sellers, for the customer’s own use, 
and also attract considerable atten- 


tion for gift purposes. Some users 
will have one kit for their own 
shop, at home, and another in their 
office. Although the kits include a 
variety of attachments there are 
also éxtra sales in a wide number 
of cutters, grinders, buffers and 
other items. The majority of our 
sales of these kits and accessories 
are to people living or commuting 
to Chicago, however, we have sent 
them for customers to far away 
places and have sold some to 
travelers who visit the store while 
in Chicago.” 

Through the years, the Stebbins 

(Continued on page 100) 





A Million New Homes 
To Be Started This Year 


HE outlook is favorable for thz 

nation’s construction industry to 
meet its 1947 new construction goal 
of $15 billion, 50 per cent more 
than in 1946, according to John L. 
Haynes, Chief of the Construction 
Division, Department of Commerce. 
During 1947 an estimated one mil- 
lion new permanent dwelling units 
should be started. 

In addition to the $15,000,000,000 
in new construction, it is estimated 
that from $6,500,000,000 to $7,000,- 
000,000 will be spent in repair and 
maintenance. This would make the 
year’s grand total of construction 
expenditures close to $22 billion, 
Mr. Haynes said. 

He emphasized that the 1947 con- 
struction outlook is based on the 
assumption that increases in the 
cost of construction will be mod- 
erate in 1947, and, that any increases 
in the materials price index and 
labor rates will be in part, at least, 
offset by the increased volume of 
building materials called for by the 
1947 Government program and the 
possibility of more normal opera- 
tions; that present remaining con- 
trols on nonresidential construction 
will be eased; and that there will be 
no general business recession in 
1947 severe enough to impede con- 
struction. 

In presenting a detailed break- 
down of the Department of Com- 
merce 1947 construction estimate, 
Mr. Haynes said that by far the 
largest amount spent in any one 
category will be in private residen- 
tial construction which is expected 
to total $6,000,000,000, not counting 
farm homes. This should permit the 
starting of approximately one mil- 
lion private permanent dwelling 


units and the completion of approxi- 
mately 900,000. In 1946, 675,000 
units were started and about 450,000 
were completed. 

Private construction will make up 
the bulk of the year’s new construc- 
tion total, amounting to $11,700,- 
000,000, or 49 per cent more than 
for 1946. 

During 1947 the outlook is for 
substantial gains in all types of con- 
struction, both public and private— 
except in three categories. These 
categories are public residential 
construction, which is expected to 
decline by nearly one-half from the 
1946 level to a total of $200,000,000; 
public industrial, which will prob- 
ably decline about one-quarter to a 
total of $60,000,000, and military 
and naval construction, which will 
probably decline 19 per cent to a 
total of $150,000,000. 

During the year there will be 
large increases in the construction 
of sewer and water systems, high- 
ways, school buildings, hospitals and 
other public institutions, as com- 
pared with 1946, Mr. Haynes said. 
Approximately $1,600,000,000 will 
be spent on new highways and $375,- 
000,000 on sewer and water systems, 
in both cases nearly double the 
amounts spent in 1946. About $225, 
000,000 is expected to be spent on 
school buildings, up 123 per cent; 
and $215,000,000 on hospitals and 
other public institutions, up more 
than 150 per cent. 

Private nonresidential building is 
expected to total almost $4,000,000,- 
000 in 1947. The relatively small 
increase from 1946 of only 17 per 
cent is attributable to the delayed 
effects of the restrictions which were 
instituted in March. 
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How Electricity Can Boost 
Farm Profits 













” 


It effects a notable saving as shown 

by experiment on test farm in Ohio 

where $535.24 invested in electrical 

equipment in 20 months increased the 

net earnings by $375.98 for a return of 
70 per cent on amount expended. 
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By W. D. HEMKER 
Supervisor, Rural Electrification Section 
Westinghouse Electric Corp. 
Pittsburgh, Pa. 
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The Joseph Motz farmstead, typical 
of northeast Ohio and 85 per cent 
of the farms of America that pro- 













duce half of our farm products. 





\ ITH plans already 


under way to rush electrification 
to a large segment of approxi- 
mately 2,800,000 un-electrified 
American farms and thus put agri- 
culture technologically in step with 
the nation’s other major indus- 
tries, a co-operative study of 
farm production methods foretells 
greater profits for electrified 
farms. 


The Doane Agricultural Service, 
reporting on a “test farm” project 
sponsored by Westinghouse, states 
that an investment of $535.24 in 
electrical equipment in just 20 
months already has boosted the 
net earnings of the Ohio farm by 
$375.98, for a return of 70 per 
cent on the amount spent. 


During the last 12 months the 
farm earned $445.85 more than it 
did during the previous year. 
Three-fifths of this extra net in- 
come was made possible through 
the use of electrical equipment, 
which paid $265.58 on the invest- 
ment during, the past year. Al- 
though the entire farm operations 
gave a labor return of 68.9 cents 
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per man-hour, electricity was 
“hired” for 19.3 cents per hour, 
for a saving of 49.6 cents each 
hour it was used. 


“Test Farm” Is Typical 


Located near Warren, Ohio, the 
test farm comprises 165.5 acres 
(somewhat less than average size) 
and is operated by Joseph Motz, 
his wife and an adult son and 
daughter. The electrification pro- 
gram, on a pay-as-you-go basis, 
is intended gradually to equip the 
farm with as much electrical 
equipment as is practical through 
a relatively low original invest- 
ment. Installing electricity in 
1944, Mr. Motz purchased a water 
pump, a tool grinder and a few 
other items. Since then he has util- 
ized the savings accrued through 
the use of these and other appli- 
ances to acquire new equipment, 
which he buys at normal retail 
prices. 


Proves Time Saver 


The 535 hours saved during the 
last 12 months covered by the re- 
port were distributed over five dif- 












ferent operations, two of them 
farm jobs and three household 
tasks. If only 535 man-hours per 
year of chore time are saved on 
every farm, over 3 billion man- 
hours per year would be released 
for constructive effort by Ameri- 
can farm families. By installing an 
electrical water pump which 
brought water into the barn, 175 
man-hours formerly spent carry- 
ing water to the dairy herd during 
five winter months were applied to 
other work. Year-around use of an 
electrical emery wheel for sharpen- 
ing tools netted a savittg of 132 
hours. 

In the house, an electric washer 
trimmed a total of 144 hours from 
the weekly washing job, while an 
electric iron eliminated 48 hours 
and electric lights cut out 36 hours 
spent cleaning and filling kerosene 
lamps. 

The records show that the time 
saved actually was put to good 
use. Practically the same number 
of man-hours of work was put in 
on the farm after applying elec- 
tricity as before. The dairy herd 
was increased from 16 head to 30 

(Continued on page 98) 
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This picture. taken 
when the moderniz- 
ing of the exterior 
was about half com- 
pleted. furnishes an 
excellent contrast of 
the old and new fa- 
cades. It speaks for 
itself — nothing more 
need be said. 





Texas Firm, Over 70 Years of | A 


Weakley-Watson-Miller Hardware Co., in Ow in years but which 


business for seven decades, went all out young in ideas might well sum- of Tt 
Sie te: eaeniiniaaaie ig marize the attitude of the manage- bratec 
; nn ary by modernining the ment of the Weakley-Watson-Mil- compl 
entire store — both exterior and interior ler Hardware Co., Brownwood, model 
Tex., retail and wholesale house store 
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plan of the hardware department of the modernized store. broke 
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The major portion 
of the completed 
store front as it 
now appears — 
quite a change 
from the old ex- 
terior that did duty 
for such a lengthy 
period of time. 


Age, Is Still Young in Ideas 


which is truly “deep in the heart 
of Texas.” The company cele- 
brated its 70th anniversary with a 
complete interior and exterior re- 
modeling project last year. The 
store which has for its slogan, 
“The Best in Hardware Since 
1876,” actually dates back to 
Brownwood’s log cabin days. J. C. 
Weakley, founder of the firm, went 
to Brownwood in 1876 from his 
Indiana home and with his own 
hands built a log cabin home and 
established the then small J. C. 
Weakley Hardware store. 

“Opening Day” for the remod- 
eled store was Nov. 23, 1946, when 
the firm received numerous floral 
tributes and entertained hundreds 
of friends to whom it served coffee 
and presented souvenirs commem- 
orating the occasion. Each adult 
visitor received a penny embedded 
in a white metal, which bore the 
company name and appropriate 
dates together with the legend, 
“Keep me and you will never be 
broke.” 
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The “face lifting” of the old 
building, erected in 1886, with its 
cumbersome and ugly cast iron 
and stone column supports, awk- 
ward doors and windows, was as 
delicate as a plastic surgery proj- 
ect and a far more prolonged 
process. Business continued unin- 
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terrupted during the alterations. 
The front of the building, which 
extends for a full city block, is of 
buff stucco and blue structural 
glass with aluminum trim. Al- 
though the show windows are not 
of the open back type, they permit 
full view of the interior from the 


And here is the floor plan of the housewares and gift departments. 








street because they have plate 
glass backs. 

The color scheme of the interior, 
like that of the exterior, is buff and 
blue, with bright fluorescent light- 
ing. Wal] fixtures in the modern 
fashion extend only to a height 
which those of average stature can 
reach. Top ledges are used only 
for the display of framed pictures 
and other bulky lines. In the 
housewares and gift sections the 
wide expanse of wall above the 
ledge is broken with deep blue fin- 
ish shadow boxes, lighted by fluor- 
escent units. 

Completely | departmentalized, 
the store has at the head of each 
department experienced and quali- 
fied employees, the present staff 
constituting 29 men and women. 
A sports enthusiast heads the 
sporting goods department. He is 
a man familiar with sports condi- 
tions in the area and is able and 
willing to listen to the tales of fel- 
low enthusiasts. Hunting and fish- 
ing licenses are available in the de- 
partment. which also offers com- 
plete repair and overhauling ser- 
vice for rods and reels. Informa- 
tion is freely offered the home 
decorator in the paint and wall- 
paper departments. For the gift 
seeker there is a free fancy gift 
wrapping service provided at no 
extra cost. City delivery, continu- 
ing throughout the day, is another 
service feature. An electric eleva- 
tor was installed to replace the old 
hand-operated unit and a complete 
intercommunication system has 
been installed in the store. 
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The face lifting job for the main 
building was supplemented with 
the construction of a wafehouse 
covering an entire lot adjacent to 
the store. The warehouse—a re- 
inforced concrete structure of ap- 
proximately 5000 sq. ft.—has a 
sunken ramp built to a proper 
loading depth and with adequate 
drainage facilities. At the same 
time, the store’s back yard was 
completely covered with reinforced 
concrete. A spur line from the 


A portion of the 
section devoted to 
housewares and 
gifts wearing the 
flowers received 
opening day. Note 
the closely spaced 
lighting units and 
shadow boxes. 
Aisles are wide 
and the columns 
are made attrac- 
tive by the use of 
auxiliary shelving 
and mirrors on 
four sides. 


Santa Fe Line is to be extened to 
the doors of the warehouse. 

The founder, Mr. Weakley, was 
joined in partnership in 1893 by 
Lee Watson, R. L. Miller joining 
the concern on the same basis in 
1909, when the firm’s present name 
was adopted. Mr. Weakley passed 
away in 1926, but Mr. Watson, at 
the age of 84, continues as active 
head of the firm. Junior partners 
are Mr. Watson’s sons, W. Lee and 
Walter Watson and C. Q. Davis. 








Chamber of Commerce Welcomes New Store 


When the Downing Hardware opened for business in Marshalltown, Iowa, 
last October it was welcomed by the Marshalltown Chamber of Commerce. 
A ribbon stretched across the doorway was taken down when the doors 
were officially opened. Left to right: Calvin D. Neve, secretary of the 
chamber; F. R. Downing; M. L. Svacine, chairman of the retail division of the 
chamber; Bernard E. Downing, and Lloyd Larson, president of the chamber. 
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cal dealer group, or both. For further 
information, write Trade Sales Pro- 
— gong? i pai PISTOL AMMUNITION HOW DO YOU SELL 
Yompany, Inc., Bridgeport 2, Conn. 

IN GREATER DEMAND 22 CAL. AMMUNITION? 


y AND NOW SiR Most ammunition buyers want power, 
MAY I SEE above all other things, in the ammuni- 
tion they buy. This is especially true in 

aka en 22”? ammunition. So, next time you 
































tell a customer about Remington Hi- 
Speed 22’s . . . remember, power is the 
thing to talk about. 





Remington Hi-Speed cartridges ad- 
vance the average rifle’s range of accu 
racy up to 100 yards farther than stand- 
ard cartridges are expected to perform. 


BRIDGEPORT, CONN., Jan. 30, 
1947. A marked increase in pistol 
target shooting throughout the coun- 
try has created an unprecedented de- 
| mand for this type of ammunition... 
| in 22, 38 and 45 calibers. And “‘Rem- 
| ington”’ is the brand shooters are call- 

ing for. The unsurpassed accuracy 

and controlled quality have made 
_ hosts of new friends. It’s a good idea 















the Na : ; : 
f the Hi-Speed is Reg. U.S. Pat. Off. by Remington | to put Remington pistol a 
aber. Arms Company, Inc. tion out where people can see it. 
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Wartime Appliance Repair Service 
Helps Them Sell New Equipment 


Good will built during war years by 
Nelson Hardware Co. is bringing in 
-old friends to buy new merchandise 


On. reason why the 


Nelson Hardware Co., Reed City, 


Mich., is enjoying an excellent ap- . 


pliance business subject to sup- 
plies these days, is that for a 
number of years the firm has 
maintained an efficient service 
department, capable of handling 
repairs on any makes of ap- 
pliances, including radios. 

According to Alvin Nelson, 
owner, his firm did service work 
for customers during the entire 
war period and built much good 
will and made many contacts with 
customers, 

“During wartime, we handled 
any make of appliance repair, in- 
cluding radios,” says Mr. Nelson, 
“It gave us a volume business. 
Now that we are getting some 
appliances to sell and service, we 
are trying to hold service down 
to our own appliances as much 
as possible. However, we will 
continue to help customers with 
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repairs on appliances which were 
not purchased at our store inso- 
far as we are able.” 

It was on radios especially that 
the Nelson Hardware did an ex- 
cellent repair job during wartime. 
The radio division, manned by 
A. R. Kreuzer, was one of the few 
shops in the city repairing radios 


A. R. Kreuzer spends the 
greater number of his 
business hours repair- 
ing and servicing all 
types of appliances. He 
is shown here engaged 
in checking a_ radio. 


and was busy all the time. From 
such contacts, were naturally ob- 
tained many leads and orders for 
radios, many of which resulted in 
early sales for the Nelson Uard- 
ware Co. during late 1945 and 
through 1946. 

Under the firm’s service plan, 
Mr. Kreuzer spends mgst of his 
time repairing radios and ap- 
pliances in the store. Another 
service man handles the deliveries 
of bottled gas, as well as instal- 
lations of stoves and ranges. If 
any washing machines or other 
heavy appliances need service that 
cannot be given in the home the 
service department brings the ma- 
chines to the hardware shop. 

Mr. Nelson says that he is proud 
of his repair department because 
of the profit it makes and because 
it is taking such good care of cus- 
tomers. 





Latin America Wants American Hardware 
Council Study Shows 


ORE than 20 per cent of all re- 
quests from Latin America for 
United States manufactured prod- 
ucts are for machinery of various 
types, according to a study of 2,725 
trade inquiries just completed bv 
the Council for Inter-American Co- 
operation, 57 William St., New York 
5, a non-profit organization sup- 
ported by American business con- 
cerns for the stimulation of inter- 
American trade. The survey was 
completed Nov. 23, 1946. 
The next largest need was for 
hardware, including tools, cutlery, 


and kitchen utensils, such as irons 
and toasters. There were 332 in- 
quires, or more than 12 per cent, in 
this category, according to Arnold 
Tschudy, Director of the Council. 

Construction materials, with 321 
inquiries, also totaled about 12: per 
cent, the greatest being for steel and 
iron bars, wire, metals, plumbing, 
sanitary ware and lumber. Electri- 
cal equipment totaled more than 11 
per cent, with radios, refrigerators, 
power generating equipment and 
motion picture apparatus ranking in 
that order of importance. 
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New Record 


Wolff, Kubly & Hirsig’s department in its 
new appliance and record store attracts 


all ages. Promotions help swell volume 


JANUARY 30, 1947 


In the center is 
Elliott Lawrence, 
Columbia artist, 
during a personal 
appearance at the 
branch store. This 
promotional event 
helped boost the 
volume of the rec- 
ord department. 


0 


Three of the young ladies who assist in the department. Record racks 
and two of the record playing booths are also shown in this picture. 


Shop Traffic Heavy, Steady 
And a Constant Source of Profit 


oe 

EOPLE really went 

for the record department from 
the very day it was opened,” says 
one of the employees of the new 
appliance and radio branch store 
operated by Wolff, Kubly & Hir- 
sig Co. of Madison, Wis. Located 
a few blocks from the company’s 
long established and large main 
hardware store, the new unit is 
all set for the time when appliances 
become available in better supply. 
Appliances are being sold in the 
new branch and more space will 
be devoted to them with the im- 
provement in supplies. It is plan- 
ned to include a fully working 
model kitchen in the future set-up. 
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Closeup of sound-proofed record playing booths and album display. 


In the meantime, records occupy 
a large part of the 60-ft. wide 
store. 


Easy Tratfic Flow 


The new branch is arranged for 
easy traffic flow and in such a way 
as to encourage plenty of self ser- 
vice among the record lovers. Bril- 
liantly lighted, the store is finished 
in blue, its four record booths in 
salmon and white. 

At present, the branch unit is 
staffed by the appliance manager 
and four young ladies, one of the 
girls being in charge of records 
and record players. Although 


‘63 cents, for 


many popular music fans are lov- 
ers of classical recordings, and 
vice versa, present sales are just 
about evenly divided between the 
two types of musical offerings. 
Records are offered in a wide 
price range, individual discs run- 
ning from a low of 37 cents to as 
high as $2.10. Albums run from 
the favorites of 
youngsters, to as high as $13 for 
the real record collector. 

Much of the branch’s volume 
is naturally with residents of the 
Madison area, however, the record 
department enjoys considerable 
business with out-of-town people. 





It is not uncommon for people 
from distant points to order rec- 
ords which are not in stock for 
mailing to their homes as the 
numbers become available. Stocks 
include a wide assortment of three 
principal lines of records and a 
number of recordings of more 
limited lines. 


Personal Appearances 


Early in its operation, the record 
shop capitalized on a personal ap- 
pearance plan. Elliott Lawrence, 
a Columbia artist, and two vocal- 
ists appeared at the store during 
the time of an engagement at a 
local theatre. Radio spot an- 
nouncements and an announce- 
ment from the stage of the thea- 
tre called the attention of fans 
to the extra appearances at the 
store, to the advantage of the 
artists and the store. 

Another successful promotion 
plan for the department was a 
tie in with Santa Claus during the 
1946 pre-Christmas season. Santa 
broadcast in behalf of the depart- 
ment and invited youngsters to 
write to him. 

Even without the above promo- 
tions the record department at- 
tracted considerable attention, on 
its own a fact attesting to the na- 
tion-wide and growing interest in 
music whether popular, classical 
or a revival of the music of by- 
gone eras. 


Department Background Aids Sporting Goods Sales 


BBOTT & SON, of Marshall- 

town, Iowa, has an attractive 
sporting goods department which is 
characterized by a knotty pine wal! 
background against which the dis- 
played articles stand out well and 
attract the attention of sportsmen. 
Sporting goods items, such as arch- 
ery sets are displayed at angles 
against the background and strike a 
different, attention-getting note at all 
times. 

The firm’s sporting goods depart- 
ment is well up-front, with outdoor 
clothing occupying considerable 
space near the display mentioned 
above. The ledge above the sporting 
goods section is also utilized very 
well by a showing of golf bags, arch- 
ery sets and other types of sports 
equipment. 


This recessed section naturally attracts the eyes of sports lovers. 


HARDWARE AGE 





a common link 


2 record 

onal ap- 

wrence, 4 : 

ing b d d | 

during etween dogs and logs... 

nt at a 

ot an- 

nounce- There’s a special Cleveland chain for every 

ie thea- ; : ee 

of fans purpose—from Sandy’s leash to logging chains. 

at the 7 m mo 

of the And every type of Cleveland chain is precision 
made for customer satisfaction. 

motion 

Rep Cleveland chains are attractively shelf packaged 

. Santa for certain buyer appeal. Heavier chains are shipped 

t- ° 

neg in neat, clean boxes, bags or sturdy kegs and barrels 
for easy handling. 

promo- 

ent at- * ' _ olen — From every angle Cleveland chain is a sure 

ion, OF ’ - 

a on source of profit for you. It’s competitively adver- 

rest in wits tised, packaged and priced to sell . . . and please 

lassical é 


our customers. 
of by- y : 


CLE VELAND CGHAIN 


THE CLEVELAND CHAIN & MFG. CO. + Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 5, Ohic 
¢ The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. ¢ 
Seattle Chain & Mfg. Co., Seattle 8, Wash. © Round California 
Chain Corp. Ltd., So. San Francisco and Los Angeles 54, Calif. 
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Their Appliance Potential is Limited 
Only By Availability of Supplies 











Demonstrating the “work center” theory of the modern kitchen, this attractive 
display will later be replaced by a complete, working all-electric kitchen. 


i years ago Charles 


Chouffet of the Oak Park Hard- 
ware, 9 Chicago Ave., Oak Park, 
Ill., started to sell radio sets—and 
they went over big. He then turned 
his attention to major appliances, 
temporarily limiting his major ap- 
pliance activities to gas ranges, 
successful handling of which led to 
a wide variety of both major elec- 
trical and gas appliances. Serving 
a trading area of about 90,000 
population, Mr. Chouffet now en- 
thusiastically says, “Our potential 
market for appliances, in this area 
is limited only by the availability 
of supplies.” 

The appliance department is set 
for real expansion — subject to 
supplies — but the plans for its 
operation are flexible. In fact, the 
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Oak Park Hardware is planning extension 
of lines, adding outside salesmen, holding 
demonstrations and expanding advertising 


Branch Fa 


Sales Off 
Home freezers, a range and table appliances attract attention in this 
section. The wall is a portable unit and permits future expansion. 
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“AMERICAN BRAND” ROPE, TWINE, OAKUM AND 
PACKING are distributed from three big mills, through a 
nationwide network of distributors, to farmers, ranchers, fish- 
ermen, ship operators, oil producers and all other industries. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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Here is part of the radio display. The glass case contains cutlery. 


very size of the appliance and 
radio showroom is flexible, for its 
rear wall is portable and may be 
moved back toward the rear of the 
stere or closer to the display win- 
dows as needs dictate. Receiving 
and repair departments are con- 
cealed by the portable wall. 


Full Vision Windows 


The department’s own show 
windows are of the full vision 
type and are part of the concern’s 
60 ft. of display windows, about 
half of that sweep being devoted 
to appliances and radios. Both 
fixed and portable walls of the ap- 
pliance section are decorated in a 
blue-green tint of the store’s own 
mixture. That same color scheme 
is used in the hardware depart- 
ments which adjoin the appliance 
section and run back about 120 ft. 
As the appliance department is 
now constituted, it is about 40 ft. 
deep. Fluorescent lighting keeps 
that section brightly illuminated. 


Outside Selling 


Outside selling, under the direc- 
tion of Herbert Erzinger, new 
manager of the appliance depart- 
ment, will be started just as soon 
as there is a better flow of appli- 
ances from the various companies 
whose lines are handled. Two out- 
side salesmen will be employed, 
on both cold canvass and follow- 
ing up of “red hot” leads, their 
compensation will include salary 
and commission. All paper on de- 
ferred payment sales for the de- 
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partment will be handled by the 
finance unit of an appliance manu- 
facturer. 


Advertising 


Advertising in a local weekly 
paper sometimes publicizes major 
and table appliances and radios. 
When more supplies are available 
that advertising will be expanded. 
Another big aid to the store’s mer- 
chandising plans will be the in- 
stallation of a complete all-electric 
kitchen. The sink will have run- 
ning water and all working units 
will be connected for complete 
demonstrations for invited groups 
and individual visitors. Included 
in the program will be kitchen 
planning service, cooking schools 
and dishwasher and ironer demon- 
strations. An electric hot water 
heater will be in operation to com- 
plete the story.» 

While waiting for the installa- 


tion of the complete kitchen, the 
store is still able to explain the 
theory of the modern kitchen with 
its scientifically arranged “work 
centers.” Two complete work cen- 
ters are now on display—the dish- 
washing center and cooking cen- 
ter between which is located a re- 
frigerator. The present kitchen 
set-up utilizes display units pro- 
vided by the manufacturer of one 
of its appliance lines. In addition 
to manufacturers’ display aids, 
Oak Park carries the visible sales 
story a step further. Price tags or 
labels on each major appliance in- 
dicate the selling price, installa- 
tion cost—if any—and the state 
sales tax. 


Variety of Lines 


Oak Park, like any other large 
community, has customers who 
are  price-minded, quality-con- 
scious or buyers who are com- 
pletely sold on a particular brand 
of merchandise. For these reasons, 
the store handles a variety of ap- 
pliance lines, including four lines 
of radios, two of electric refriger- 
ators, two home freezer lines, two 
of electric sinks and dishwashers, 
three of electric ironers, five 
makes of electric washers and a 
gas refrigerator as well as an auto- 
matic home laundry line. At pres- 
ent, every radio set in the store is 
ready for immediate demonstra- 
tion. Later, when the model kitch- 
en installation is put in, practically 
all major appliance units on dis- 
play will also be ready for instant 
working demonstration. 





“Cheap Hardware a Poor Investment.” 
Says University of Illinois Bulletin 


OOD hardware is an economy 
for the home builder and owner, 
says the Small Homes Council of the 
University of Illinois in a free cir- 
cular “Hardware for the Home,” 
just issued. Approaching the sub- 
ject from the viewpoint of persons 
planning to build or improve homes, 
the non-technical publication says: 
“Cheap hardware is a poor invest- 
ment—its failure to operate properly 
may cause insecurity or annoyance; 
it soon depreciates in appearance. 
Cheap hardware actually costs more 
in repairs and replacements than 


does hardware of a good quality. 

Several useful charts are in the 
8-page circular. One provides a sam- 
ple hardware check list for home 
planners; another indicates lock 
types and their uses; and a third 
lists base metals and finishes. Also 
discussed are door, window, cabinet. 
and miscellaneous hardware, and 
hardware style and design. 

Single copies of the circular 
“Hardware for the Home” can be 
obtained free from the Small Homes 
Council, University of Illinois, Ur- 
bana, Ill. 
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Feature Housewares and Radios 
In Late February Windows 
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RADIO MAGNIFICENT TONE 


WINDOW Seeae RADIO 


MERCHANDISE: NOW SHOWING 


Console model ra- 1947 MODELS 
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dio tubes, batteries, 
serial wire, etc. 


BACKGROUND: 


Center panels of 
light green corru- 
gated board or wall- 
board painted. Side 
Panel of light rose 
material. Cut-out let- 
ters in dark green 
and bright red ma- 
terial. 
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The Saw of tomorrow 
on the Way 


A totally new and different saw ai, 
the Saw of Tomorrow. A new staad 
to judge the other saws; now on 

in steadily’ increasing quantities, ab 


JANUARY 30, 


your. cus- 


“SANDVIK 280, the 


tomers are proud to own. 











Mirrors Reflect Added Profits 
For the Banks Hardware Oo. 


Mississippi firm has developed a demand 
for them as a result of displaying them 


cleverly and promoting them continually 


Displays like this attract the customer to mirrors when she had 
originally entered the store to purchase some other type of item. 


; or stock of 


high quality mirrors in assorted 
price ranges, backed by effective 
merchandising has proven one of 
the keystones in the selling struc- 
ture of the Banks Hardware Co., 
Columbus, Miss. Through effec- 
tive displays and constant promo- 
tions, the Banks firm has de- 
veloped a steady and profitable 
traffic in these items, which this 
year will approach their sales of 
china, glassware, kitchenware and 
other staples. 


They All See Them 


All mirrors are displayed where 
they may be seen by the greatest 
percentage of customers shopping 
in the store. Instead of being 
placed on low shelves, most of 
them are displayed on _ pillars 
throughout the store or high 


above the heads of customers on 
the walls. A quick impression is 
also gained that a large variety 
of mirrors are handled, since sev- 


eral types are conspicuously dis- ' 


played at prominent points 
throughout the store. 

R. R. Banks, owner of the store, 
has found that few mirrors are 
actually called for but are mainly 
purchased by persons coming into 
the store in search of something 
else. Therefore, he judiciously 
displays them beside fast-selling, 
hard-to-get items which receive the 
frequent attention of customers. A 
stock of small electric appliances 
or aluminumware, for example, 
often has one or two mirrors 
placed above it. In this way a 
large number of sales are secured 
that otherwise would never have 
materialized. 


The Fastest Sellers 


Mirrored medicine cabinets and 
small bathroom mirrors prove the 
fastest sellers. These are placed 
at eye level so that shoppers may 
see exactly how much of them- 
selves can be seen. In many in- 
stances, a sale is made in only a few 
minutes, despite the fact that the 
customer came into the store for 
an entirely different reason. 





What Is Buck Shot? 


ONTRARY to popular belief, 

“buck shot” is not one size of 
lead ball but today constitutes a 
term to designate five different sizes 
ranging from about a quarter to a 
third of an inch in diameter. 

Thirty years ago there were seven 
different sizes, but two sizes have 
since been abandoned because ex- 
perience shows there is no need for 
them, according to Jack Frost, tech- 
nical adviser of Western Cartridge 
Company. 

Buckshot gets its name from the 
fact that it was once used primarily 
against deer. However, paper mili- 
tary cartridges of the later Eight- 





eenth and early Nineteenth Cen- 
turies were loaded with buckshot or 
with a large ball and two buck shot. 

Today’s largest buck shot, No. 00, 
is .33 inch in diameter and 135 
balls make up a pound. The follow- 
ing table will make the distinction 


between buck shot sizes quickly 
understandable: 
Diameter Number to 
Size in Inches the Pound 
00 . 33 135 
0 By 4 145 
1 30 175 
3 25 300 
4 24 340 
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THIS SIMPLIFIED STOCK 


Only 27 Lengths (retail value $68.04) 


THIS BEAUTIFUL 
4 COLOUR 


DISPLAY 
CARD... 


TAKES és Here’s the counter edging 


THE CONFUSION OUT that can be installed per- 
fectly by any handyman 


OF SELLING ce” wv a Bees — 9) (or woman) as well as a 
KITCHEN TRIM MOULDING PE ie = | carpenter or mechanic. 
IN RETAIL 4,43; “a. 4) «Get in on this new line 
wets — 2 & j of merchandise that has 
HARDWARE STORES it ’ we" 2 ue been built up by persis- 
e fom we WOOD | TE 0 : is # tant magazine modern 
1 ei asdgy® kitchen Saslage. Other 
Only Two Popular Sizes : uses—for stores, oftices, showrooms etc. Makes 
in Stock excellent auto running board replacement strip 
and motor boat trim. We supply aluminum 
12 FOOT LENGTHS os finished escutcheon pins. , 


HERCULES Xifchen Trim Moulding 


THE KIND THAT BENDS AROUND CORNERS 


Our regular jobber does not handle this line, please forward 


Remember! This of counter ing represents 
+ ped —— JOBBERS the name of the nearest distributor. 


80% of all metal mouldings sold at retail hard- 

ware stores (according to our careful survey ), and Your accounts will 
there is no loss in leftovers and damaged pieces. want to know where Name .. 

The fibre tube keeps the stock straight, and we they may obtain this 

suggest that dealers sell this moulding in 4-6-8 line. 

and 12 ft. lengths, as a 4 and 8 ft. length is cut PLEASE WRITE US Address , 
from one piece, there will be no loss. Please cut out coupon and mail 


HERCULES MOULDING COMPANY @iatissukc Ny 


IN CANADA — GENERAL TOOLS & HARDWARE OF CANADA, 909 BLEURY ST., MONTREAL 
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Good Displays Increase Salesmen’s Efficiency 


ELL planned arrangements 

and displays of mer- 

chandise save time for both 
salesman and customers. Today, 
this is most important for it is 
necessary to increase the efficiency 
of store personnel in order that 
higher wages can be paid and a 
high type of employee attracted to 
the retail hardware store. 

Planned merchandise displays 
have related merchandise  to- 
gether. This is easy to achieve 
with study and practice. It simply 
means that in the paint department 
everything needed to do the paint- 
ing job should be on display in 
the department. Every paint sale 
provides opportunities for extra 
sales of paint accessories. Brushes, 
cleaners, thinners, sandpaper, paint 
removers and scrapers are good 
items to suggest when you have 
determined the type of job the 
customer is going to do. You can- 
not suggest all of the items. Sug- 
gest only those that fit the job and 
those you know the customer will 
need. 


Arrangement Aids Sales 


These extra sales can be made 
easily in a well arranged paint 
department. However, in the 
poorly arranged store, the sales- 
man will have to go to the base- 
ment for turpentine and pump a 
quart out of a tank. He will have 
to go to the rear of the store for 
sandpaper, across to the other 
side of the store for a package of 
brush cleaner, and to the extreme 
front of the store for a small 
scraper. With merchandise ar- 
ranged and scattered in this man- 
ner, the average salesman is not 
going to make or suggest many 
extra sales. It is just too in- 
convenient for him to do a good 


job under such conditions. The 
customer, in most instances, will 
not buy the items unless he sees 


them, so a poor arrangement of - 


merchandise results in a loss of 
considerable volume for all. 
Money invested in improving 
the equipment of the store and ar- 
rangement of merchandise in that 
equipment will pay big dividends 
to individual salesmen. They have 
the opportunity to increase their 
sales and the customers will help 
them do it if the merchandise is 
displayed in an interesting and 


attractive manner. It will also 
pay dividends to the owner of 
the business because as employees’ 
sales and earnings increase, his 
are certain to follow. 

Some designs of modern display 
equipment provide an increase in 
table top display space of 50 per 
cent. This is valuable in a small or 
crowded store where display space 
is at a premium. 

Every hardware merchant should 
analyze the present layout of the 
store with his employees to see if 
improvements are possible. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor; 
and 20 is very poor. Correct answers to these questions will be 
found on page 166. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Customer purchases inlaid linoleum for a kitchen 9 by 
15 ft., The material is 9 ft. wide and sells at $6 per sq. yd. 
Figure the cost of the job. 


2—Tire chains cost a dealer $3.85 per pair. He sells them 
at $5.75. Figure the margin in per cent of the selling price on 
the item. 


3—A dealer employs high school students on a part-time 
basis and pays them 45 cents per hour wages. New State 
Minimum Wage Order makes it necessary to pay these em- 
ployees at rate of 5714 cents per hour. Figure the percentage 
increase in wage rates for this class of employee. 


4—A customer wants to purchase a set length, hand lift 
pump for use in a well where the lowest water level is 28 ft. 
Can such a pump be used in this situation and why? 


5—Dealer sells a washing machine for $150. Down payment 

of $50 is made in cash, balance to be financed. Carrying 

charges are $9.50 and the balance is to be paid during a 10- 

month period. Figure the amount of the monthly payments. 
(Answers on page 166) 
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Different Weather-Exposed 


“ees” | WOOD 


Y PAI N TS | Wood is soft, nonuniform. It requires ALUMI- 
A ie e NUM HOUSE PAINT, an ideal primer, specially 
mend. ial formulated for new wood on homes. Combining 
iployees’ flexibility, toughness, and good adhesion to wood, 
ase, his it is also ideal for first-and-finish coats on farm 
and commercial buildings. 

| display 

rease in 

f 50 per 

rs Metal, Concrete and 


ay space 
bi MASONRY 


These hard surfaces require a different type 
paint. ALUMINUM METAL AND MASONRY 
PAINT is formulated specifically for this use. It 
dries to a hard, wear-resisting, brilliant finish. It 
should not be used on weather-exposed wood 
and heated surfaces. 


Interior Surfaces and Those That Are 


HEATED 


Heat-resisting, quick-drying, and easy to apply, 
ALUMINUM ENAMEL protects heated surfaces 
such as furnaces, ducts, and water heaters. Satin- 
smooth and chrome-like, it is also ideal for 
highly decorative interior uses. 
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REDUCES FRICTION ano WEAR . 
.-- IT’S WATERPROOF 





PREVENTS RUST and CORROSION 


STAYS PUT, LASTS LONGER 


There is areal need for LUBRIPLATE 
in every home, office and factory. 
It is nationally known for its su- 
perior lubrication and protection. 
Best for fishing reels, guns, tools, 
electric appliances, and other 
equipment with movable parts. 


LUBRIPLATE in small, handy, noz- 
zle tipped tubes is attractively 
packaged and presents “real 
point of sale’ appeal... it is 
nationally advertised and is de- 
manded by your trade... rapid 
turnover . . . stock it now. 





Write For Our Interesting Proposition 


LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


Since 1870 


TOLEDO 3, OHIO | 








| 
| 







What the Enemies of Big Business 
Fail to Tell 


(Continued from page 66) 


ment, to stockholders, taxes, ex- 
pansion and reserves. 

Most union employees are loyal 
American citizens who are simply 
looking for a square deal and will 
not make unreasonable demands 
if they don’t know enough of a 
corporation’s financial affairs to 
realize what is a fair request on 
labor’s part and what is an ex- 
tortionate demand. There is, how- 
ever, a powerful minority of union 
men whose unreasonable demands 
are solely inspired by a desire to 
wreck our whole economic and 
political system rather than to 
better the conditions of the work- 
ers. Hitler followed the same pat- 
tern of fooling the working men 
by pretending to be their friend, 
until he obtained the political 
power he coveted. After that goal 
was reached his former union 
friends became no better than 
Hitler’s labor slaves. 

We can defeat the scheming 
traitors who are trying to destroy 


| America if we educate the public 


in general, and corporation em- 
ployees in particular, as to the 
financial facts of life as they per- 
tain to the operation of our busi- 
ness corporations. 


Common Interest 


A long period of prosperity is 
within the reach of the people of 
this country if labor, management 
and stockholder will try to get 
the viewpoint of one another and 
work together for the common 
good. By mutual antagonisms 
they simply prevent economical 


production of goods, with the re- 
sult that the standard of living of 
everyone concerned is greatly re- 
duced and no one gains except the 
agitators; they make a rich living. 

We urge all business executives 
to realize their responsibility to 
tell fully the story of corporate 
ownership, business profits rela- 
tive to sales and payrolls, total 
number of stockholders, their ap- 
proximate holdings, dividends per 
average stockholder, and similar 
vital facts, so that misstatements 
on these subjects will no longer be 
believed by the public or by em- 
ployees. Every corporation ex- 
ecutive should join the crusade to 
save American prosperity and free- 
dom—with hard-hitting facts and 
then more facts. 

Note these timely comments of 
one of New York’s keenest adver- 
tising men: “If every corporation 
would bring home to its employees 
and the general public the real 
facts about the corporation’s small 
percentage of net profits, and show 
how little each of the thousands of 
owners of the business receives in 
dividends, it is a certainty that 
within six months no enemy of 
business would dare to repeat the 
old lies about how exorbitant 
corporation profits are and how 
they are largely paid to a small 
group of plutocrats.” 

The best antidote for misrep- 
resentation is the truth. Let’s 
smoke out the agitators with the 
searching light of publicity on 
corporation affairs and _ with 
figures and language that every- 
body can understand. 





Expect Garden Department Sales 
To Total 20 Per Cent of Store’s Volume 


(Continued from page 67) 


planters. The retail price list was 
mailed to names on the general 
customers’ list of the store. 

On the retail list, tulip bulbs 
were priced from 20 cents each to 
$9 per dozen; daffodil bulbs from 
10 cents each to $2.50 each; 
dahlia tubers from 25 cents up to 
$12.50 each, and ranunculus bulbs 
at $1 per dozen. 


“In promoting bulb sales,” Miss 
Abel explained, “it is important 
to have a wide selection and a few 
of the higher-priced bulbs in each 
line. Bulb buyers are an odd lot 
and once the hobby takes hold, 
they spend a great deal of money 
for the harder-to-get varieties.” 

Rose bushes were added to the 
department in 1946. Between 200 
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and 300 bushes were sold from 
January through June. It is ex- 
pected that this volume will be 
doubled in 1947. 


$2500 in Bulb Sales 


Bulb volume for the first six 
months of 1946 amounted to 
slightly over $2500, a‘figure just 
$500 less than the total amount 
received from the entire garden 
department before the new setup. 

“We have been greatly pleased,” 
owner E. A. Brim said. “In less 
than two years the garden depart- 
ment has been chanyea trom a 
small seasonal one to a_ year 
through leader. 

“We have been doing a total 
sales volume of around sixty thou- 
sand dollars a year. From present 
indications, it looks much as if 
twenty per cent of our last year’s 
volume will come from the new 
garden department. And volume 
from that department is growing 
each month. 

“Having the department has 
been a traffic puller for the whole 
store. The department brings in 
the better class of buyers. It makes 
our store headquarters for those 
interested commercially and as a 


hobby. 


Separate Department Helps 


“Having the department sepa- 
rated, and giving it the promotion 
which we have for nursery stock, 
bulbs and other items, has resulted 
in doubling our sale in garden 
tools and small farm tools. It is 
also bringing to us customers in- 
terested in larger equipment and 
power implements. 

“I feel that we are rightfully 
getting the full profit on a line 
which belonged with our garden 
department, but which we did not 
include. Before we enlarged the 
department and placed it under 
expert management, this profit 
was going outside our community. 
The volume was there but we were 
not getting it. 

“It is our belief that the Gov- 
ernment’s Victory Garden adver- 
tising has set the stage for the 
small town hardware store, and 
that a year-around garden depart- 
ment in nearly any location can 
be made to pay a good profit.” 
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That’s the number of 
years of good will built 
into the Lenk line of Sold- 
ering Irons, Solder and 
Blotorches. For 28 years 
the Lenk line has ranked 
first with men who de- 
mand reliable soldering 


equipment. 


Imitators come and go, but 
quality has given Lenk the 
selling power to stay out 
front. Feature and display 
the entire Lenk line for 


extra sales and profits. 











ELECTRIC SOLDERING 


Z SOLDERZ 


x* x 
THE MFG. COMPANY 


DEPT. B, NEWTON LOWER FALLS 62, MASS. 
x * Manufacturers of Soldering Equipment Since 1919 





























| PRUNING SHEAR.. 


just what you and 
your customers have 
been waiting for! 






A big money-maker for a 
big market: home gardens, 
orchards, farms, nurseries, 
vineyards, orange groves. 
Long, narrow, “easy feel” 
hard grip for hard-to-get- 
at-places. Safe: No pinched 
hands while using; hidden 
springs. Easy operating 
safety lock keeps closed 
when not in use. Steel 
blade holders; lock nut 

keeps blades in line; no 

spreading. Cutting blade, 

hardened, tempered, 
leaves perfect cut. Light 
weight (only 14 ounces). 














U.S. 










2287303 


BARCO 


MACHINE 
PRODUCTS 


~ COMPANY 


1975 EAST 65TH STREET 
CLEVELAND 3, OHIO 







SALES OFFICES: 








94 


YWIC0~ ALLIGATOR * 















Patent No. 


"\, Sold only through wholesalers 4% 


WESTERN RESERVE BLDG. + CLEVELAND 13, OHIO | 







LARGE amount of bulk garden 

seeds is sold each year at the 
Blow Hardware, Waupun, Wis., due 
principally to the fact that a special 
display rack is used for the showing 
of the line. This rack, 12 ft. long 
and 5 ft. high, has a number of cut- 


Easy for customers, this rack also simplifies the salesman’s task. 


Seed Rack Catches Eyes of Customers 












2. To 



















out drawers which pull out easily. 
Not only that, but the drawers have 
low fronts which permit customers 
to view the seeds in the filled draw- 
ers. Labels pasted on the front tell 
customers at a glance just what 
types of seeds they contain. 






































MAN-DAYS LOST » 1946 


DUE TO STRIKES (THROUGH OCT. 31st) 
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THIS MEANS 
THAT FOR 
EVERY WORK DAY 
LOST IN GT. BRITAIN 


SOURCES: U.S. DEPARTMENT OF LABOR AND 
BRITISH INFORMATION SERVICE 
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Some Ammunition 
For Insulation and 
Weatherstripping Sales 


HE average home contains open- 

ings equivalent to a kitchen sink 
through which pour dust, cold wind 
and winter soot, with many home- 
owners never realizing it, according 
to A. A. Emrick, chief engineer of 
the United States Radiator Corp., 
Detroit, Mich., in a statement issued 
recently. This condition was high- 
lighted by Mr. Emrick in urging 
home-owners to winterize houses to 
achieve heating efficieney and avoid 
fuel waste. 

A crack running around a window 
between the sash and pane is equiv- 
alent to the size of a brick, and mul- 
tiplied by 22, since the average home 
contains that number of windows, 
the total space amounts to 22 bricks, 
or the size of a kitchen sink, Emrick 
said. 

“These cracks,” Mr. Emrick said, 
“cause loss of heat, put greater 
stress on heating equipment, and 
initiate fuel waste.” 

The way to avoid this condition, 
according to Mr. Emrick, is to 
weatherstrip all windows and doors, 
and to caulk cracks around them. 





Just Among 
Ourselves 


(Continued from page 54) 


It was manifestly unfair for 
OPA to approve prices for 
new merchandise and deny 
increases to the good old re- 
liable firms who made his- 
tory in our nation, 

“For illustration: one 
manufacturer, who had been 
in business about a year, 
called on us with food chop- 
pers, meat grinders and 
other kitchen gadgets manu- 
factured from aluminum. In 
checking this manufactur- 
ers OPA approved prices, I 
found them to be 40, 60 to 
100 per cent higher than 
like merchandise purchased 
from a well known manufac- 
turer in and prior to 1942. 
I informed this manufactur- 
er his prices were very much 
out of line and we could not 
take on his merchandise as 
there would come a day 
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Howard Peterson at the organ 
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For many Keystone dealers this new radio program is further establishing 
RED BRAND fence in the minds of their customers. It is ‘paving the way” 
for greater fence sales. The program is entertaining and informative. It is 
appearing on an important list of stations. ‘ 

In addition, Keystone continues its half hour program on the WLS National 
Barn Dance, The Renfro Valley Barn Dance over WHAS, Louisville, Every- 
body’s Farm Hour over WLW. 











Red Brand fence success stories also regularly 
appear in leading farm publications. Attrac- 
tive literature and dealer helps are available. 
In the coming months and years, it will pay 
more than ever to be a Keystone Dealer. 

















KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 


: mT 108 BEA ARESTONE To 


























PITTSBURGH 


when OPA would be out of 
existence and old manufac- 
turers would be back in pro- 
ductior and to them we 
owed an obligation. I am 
sure that many of the new 
manufacturers in their dis- 
appointment put out state- 
ments that old wholesale 
hardware houses and retail- 
ers were not keeping up with 
the parade in distribution 
and were, therefore, letting 
others steal the business. 

“In checking with our 
auditors we have deter- 
mined that many of the new 
manufacturers are under- 
financed and those who pur- 
chased from them, in mak- 
ing remittances find they 
cannot mail payments as the 
accounts are assigned to 
banks and finance compa- 
nies. This I can substantiate 
as I have in my office the 
names of 15 or more manu- 
facturers who have been in 
business not to exceed one 
year; the wholesale firm 
who buys from them should 
think carefully as there is 
an element of risk. I believe 
we are both of the opinion a 
substantial number of this 
new type of manufacturer 
will fade out of the picture. 

“The old-line manufac- 
turers have the knowledge 
and the ‘know-how’ of pro- 
duction at fair prices to the 
consumer. The spirit of 
competition will definitely 
enter the picture. It is my 
firm opinion that the major- 
ity of newcomers will liqui- 
date and go into the hands 
of receivers or bankruptcy 
courts and the old - line 
manufacturers who have 
been in business from a half 
to a century will meet sup- 
ply and demand. 

“Should you care to use 
any part of this letter, 
please omit our firm name 
as I am writing to you in 
confidence.” 
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How Electricity Can Boost Farm Profits 


(Continued from page 73) 


—almost 100 per cent—during the 
20 months, but the additional 
work caring for the herd was han- 
dled by letting electricity do part 
of the job. 

The dairy, which brings in two- 
thirds of the cash income or 37.1 
per cent of the profit, is the most 
important enterprise of the test 
farm. Practically all of the crops 
produced on the farm are fed to the 
dairy herd. The dairy is more than 
four times as large as any other 
operation in terms ef labor re- 
quirements. In 1944 the dairy 
gave a return of only 36 cents per 
hour of labor, but in the past year 
the return of 57 cents per hour 
represented a 58 per cent increase. 

In the first full year of electri- 
fication, the dairy required 141 
fewer hours of work although the 
number of cattle was increased by 
36 per cent. This time saving was 
equivalent to eliminating 32.5 
minutes for every 10 gallons of 
milk produced. Total milk produc- 


tion rose 14,404 lbs. and cows av- 
eraged 348 more pounds of milk 
and 17 more pounds of butterfat. 

The report suggests that the 
dairy profits can be further in- 
creased by installing a milking 
machine, an automatic feed grind- 
er and a portable elevator. These 
additions are planned to be in- 
stalled as soon as possible and, it 
is believed, will drastically cut the 
amount of dairy labor, which con- 
sumed 43.8 per cent of the 


6,9734% man-hours that went into 
last year’s farm work. 

The Motzes are finding, as the 
electrification of their farm pro- 
gresses, that a higher income is 
but one of the many considera- 
tions that favors electricity. The 
various labor-saving devices al- 
ready have removed considerable 
drudgery from their farm work 
and allow them more leisure and 
comfort. Mrs. Motz, like many 
other farm wives who have access 
to electric power, now enjoys an 
increasing number of modern con- 
veniences. 





$50 Paint Sales the Customary Thing 
(Continued from page 61) 


like to shop in the neat and clean 
section, with merchandise so ar- 
ranged that they can read labels 
and folders easily. 

The ledge above the wall shelv- 
ing is also used effectively for 
the display of gallon cans of paint 
and large signs furnished by 
various manufacturers. The signs 
and the mass displays of paint 


help to make the section much 
more attractive and appealing. 

The store has excellent traffic 
due to the fact that it has a gas 
and electric light bill station. 
Many people from considerable 
distances go there to pay their 
bills. Practically all of them see 
the paint display and many of 
them make purchases. 








FORECAST FOR 1947. 


© A few of the sales and profit- 
a _ building tackle items in the 
> mew H-1 dine for 1947. 


There’s always been a great demand for H-I fish- 

ing tackle. But, we confidently predict that during 1947 more 
fishermen—lots more—than ever before will ask for and buy it. 
Why? Because great new H-I rods, reels, lines, lures—‘for every fisher- 
man and every kind of fishing’—have a new eye and buy appeal that will 
lure both fish and fishermen. And .. . all outstanding sales and profit- 
building items in the new H-I line will be featured in one of the most 
extensive, attention-getting advertising campaigns in the history of the 
Industry. Watch for these new H-I sales-building advertisements, starting 
in March and continuing throughout the fishing season, in the leading 
outdoor publications. 




























HORROCKS -IBBOTSON 
UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 











Old Hi's Hi-Test Fly Rod 


















Gold Seal 
Anti-Backlash 
Reel 








Hi-Test Silk 
Casting Line 








a Dolphin Salt 
Water Reel 


Tubular Stee! Casting Rod 












The Sarasota Rod 
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RIDE.... to (3 PROFIT 
on | eonr PRobDUCTS 


REC.Y.S. PAT. OFF. 





THE NEW 
Still Further 1947 MODEL 


ware / \ BILLY BOY 
_ ) PEDAL-CAR 


NEW! 


Swivel Steering 


NEW! 


Streamlining 





ALL METAL 


Three toned baked enamel N - W ! 


finish — Red, Blue, Cream ; 
Stamped Stéering Post 

















SEE IT ON DISPLAY! 
National Sporting Goods Assn. 
16th Annual Ganeetten J J O B B E R S : 
Booth 31 Hotel New Yorker 
Assure Early 1947 Profits 














February Ist-7th 
ORDER TODAY! 


WE SELL ONLY TO JOBBERS 
RETAILERS: SEE YOUR JOBBER 
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(mua) §=6QAKLAND ENGINEERING COMPANY, Inc. 





331 Breslin Hotel S800 - 100TH AVENUE DAKLAND 3, CALIFORNIA 
New York City 
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The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-! 
Job Training Manual 





Arblished by WAROWARE AGE- 





This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
a new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 


Capitalize on 
The Huge Post-War 








4 Building Boom! 

Order your copy now! 
Peeeeneeeeeeeeeeeaeasaesaaan ct 
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Builders’ Hardware Quiz 


Speco these questions over and then try to answer them for yourself with- 
out referring to the answers. It will be excellent practice for you and 
will serve to help you brush up on your knowledge of builders’ hardware—a 
mighty good thing to know in the days to come. These questions are based 
on information contained in “Taking the Mystery Out of Builders’ Hardware” 
by Adon H. Brownell. 
CHAPTER 37—ADVANCED COURSE 
Floor Hinges, Concealed Closers and Thresholds 


1. Name the five types of closing devices. 

2. Are floor hinges made for single acting doors as well as double-acting 
doors? 

3. How heavy a door may be successfully hung on standard floor pivots? 

4. Can factory recommendations as to the size of a closer for a given size 
of door be taken literally? 

5. What two types of threshold tops are popular? 

6. What is an important detail to watch when furnishing fastening for 
thresholds? 

7. Why is a cement box necessary? 

8. Good hardware practice on high doors equipped with floor hinge calls 
for what other hardware item? 

9. On closers concealed in head jamb what must architect watch? 

10. On batteries of doors with no mullion what type of floor hinge should 
be used? 

CHAPTER 38—ApDVANCED COURSE 
Master-Keying Problems 

1. What is one of the greatest services you can render on a public 
building? 

2. Does master-keying a lock provide greater security? 

3. What is the function of the sixth tumbler on a cylinder? 

4, What is meant by the Maison system? 

5. Is there any charge for grand master keying a cylinder over the extra 
cost made for master keying? 

6. Can bit key locks be grand master keyed? 

7. If future additions are contemplated for buildings, for which hard- 














ware is now being furnished, why should you notify the factory? 

8. On a basis of 10,000 key changes—(A) how many master key sys- 
tems and (B) how many grand master key systems are shown on the chart in 
Chapter 38? 

9. Is there a charge for keying cylinder locks alike? 

10. How is master keying done on cylinders? 

CHaptTerR 39—ApvaNncep Coursr 
Fire and Panic Exit Devices 

1. What is more to be feared than fire in a public building? 

2. Give two methods of fastening a pair of exterior doors with panic 
bolts. 

3. Give four methods of fastening a single door with panic bolts. 

4. How can panic bolts be held in a retracted position? 

5. What three types of meeting rail conditions are in common use? 

6. If panic bolts are supplied by one manufacturer and cylinders by 
another, what information must you give the panic bolt manufacturer? 

7. How can you overcome threshold troubles? 

8. Name 10 important items of information required for ordering bolts. 

(Answers on page 142) 


They Sell Hand Power Tools Because They 
Keep Them Where They're Seen 


(Continued from page 62) 





Hardware has constantly promoted 
interest in homeworkshop aetivi- 
ties and has in the past sponsored 


numerous attention-getting proj- 


ects of interest to this class of fans. 
In normal times, when supply is in 
better balance with demand, im- 


mediate delivery of even the larger 
and more expensive power tool 
units is made from the store’s 
stocks. The situation isn’t that way 
at present yet representative stocks 
continue to be the rule at the big 
store. 
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ASSETS LIABILITIES 





A Modern Plant, with the lat- ee NONE 
est improved machinery for 


tempering, grindingvand pol- 
Hai. $$$$$$$$$$ 





Accounts Payable — Cur- 
rent, always paid within ten 


days from date of invoice...... $$$$$$$$$$ 


Capital Stock: 
Preferred Stock ................ 47,400.00 


Common Stock .................. 






































Employees, who are part $$$$$$$$$$ 
the highest wages in the Cut- 
ED Earned Surplus, seventy 
: years of experience and 
Raw Materials, purchased (oe “Know-How” upon which to 
from the best manufacturers Sg Eee $$$$$$SS$$ 


in the field, such as American 
Brass Company, Crucible 
Steel Company, Monsanto 
Chemical Company .............. 





EX, $$$$$$$$$$ 








Material Stores, a minimum 


of three months’ supply al- 
ways on hana ...........jccceees a SS$S$SSS$$5 


Supply Stores, a mii 
three months’ sup 


v v y 
EER AEE RE ARDS ee $$$$$$$$$$ 


A Quality Line, of fast-selling 
design and necessary utility.. $$$$$$$$$$ 


Modern Packaging and 
Displays, to lessen physical 
work and expense for jobber 


IIE os hsccntesitnietadaceede $$$$$$$$$$ 


An Alert, Aggressive Sales 
Force, with a sales policy that 
is fair and equitable to job- 


ber, dealer and consumer ...... $$$$$$$$S$$ 


A Progressive Manage- 
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Good Will, the cooperative 
and understanding help of 
employees, executives and a 











host of friendly customers...... $$$$$$$$$$ CAMILLUS 
$$$$$$SSSS CUTLERY 
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New York 17, N. Y. 
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SOUTHERN CONVENTION, 
PALM BEACH, IN APRIL’ 


American Hardware Manufacturers and South- 
ern Wholesale Associations will Meet Jointly, 


April 


14-17; Central States Hardware Club 


Planning Special Train From the Midwest 


American Hardware 
Manufacturers Association and 
the Southern Wholesale Hard- 
ware Association will hold a 
joint convention in Palm Beach, 
Fla., the week of April 13, with 
headquarters at the Palm Beach 
Biltmore. 

It will be the 92nd _ semi- 
annual convention of the manu- 
facturers’ association and the 
56th annual convention of the 
jobbers’ association. 

The American Hardware 
Manufacturers Association, 
through its executive secreiaty, 
Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., 
is urging its members to ar- 
range at once for transportation. 
Although Pullman diagrams for 
April probably will not be 
opened until the latter part of 


The 


be filed upon receipt, and assign- 
ments made as soon as the dia- 
grams are opened. 


Those planning to go to Palm . 


Beach via New York City are 


advised by A.H.M.A. to address 


requests for transportation and 
reservations, according to pref- 
erence, to the following offices: 

Atlantic Coast Line R.R.: 
R. C. Nerland, General Eastern 
Passenger Agent, 16 E. 44th St., 
New York 17. 

Seaboard Air Line R.R.: S. B. 
Murdock, General Passenger 
Agent, 12 W. 5lst St. New 
York 20, N. Y. 

The Central States Hardware 
Club is attempting to arrange 
a special train service from Chi- 
cago. It will require at least 
100 reservations to make this 
possible, so all interested in 
making the trip on this train 
are requested by the Central 
States Club to contact its sec- 
retary, Ben Leve, 3630 S. Iron 
St., Chicago 9, Ill. 

The Pennsylvania R.R. has 
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offered the Central States Club 
the choice of two trains. One 
would leave Chicago at 11 a.m., 
Central Time, Friday, April 11, 
going by way of Indianapolis, 
Louisville, Nashville, Birming- 
ham, Montgomery, Jacksonville 
and arriving at West Palm 
Beach at 10 p.m., Eastern Time, 
Saturday, April 12. Connections 
will be made at Indianapolis 
with sections from Chicago, 
Cleveland and St. Louis. 

The second suggested train 
will leave Chicago at 1 p.m., 
C.T., Friday, April 11, and ar- 
rive at West Palm Beach at 7 
a.m., E.T., Sunday, April 13, 
making stops at Cincinnati, At- 
lanta, Albany, Ga., and Jackson- 
ville. Passengers coming from 
St. Louis, Richmond, Ind., and 
Cleveland will make connection 


February, requests for space will | with the second proposed train 


at Cincinnati, if this train proves 


‘to be the most popular of the 
two. 


GILLEN CO. APPOINTS 
J. E. LEDGER GEN. MGR. 


The appointment 
Ledger as general manager of 
the J. L. Gillen Co., Dowagiac, 
Mich., 
matic oil burning water heaters 
and furnaces, was announced re- 
cently. Mr. Ledger was formerly 


sales manager of the Universal | 


Engineering Co., San Diego, Cal., 


prior to which he was secretary | 


and general manager of the Gem 


Metal Shield, Inc., Dayton, Ohio. 


KINSEY NEW HEAD OF 
VA. WHOLESALE FIRM 


New officers of the Charles 
Leonard Hardware Co., Inc., 
wholesale hardware firm of 
Petersburg, Va., were elected 
at a special directors meeting, 
called to effect a reorganization 


4, E. | 


manufacturers of auto- | 





as a result of the recent death 
of the president, Frank M. 
Hobbs. 

The new officers are: C. How- 
ard Kinsey, president, who was 
formerly vice president; E. O. 





Talmage, vice president, for- 


merly secretary; K. E. Collier, 
and H. L. Rogers, 


secretary, 
treasurer. 


JAMES H. RASMUSSEN 
EXEC. V.P. OF VARLAR 


James H. Rasmussen has been 
appointed executive vice-presi- 
dent of Varlar, Inc., a division of 
United Wallpaper, Inc., 3308 W. 
Fillmore St., Chicago 24. 

Mr. Rasmussen will continue 
as executive vice-president of 
Trimz Co., Inc., another division 
of the parent company, and also 
as vice-president in charge of 
sales and merchandising for 
United Wallpaper. John E. 
Williams will continue as vice- 
president in charge of sales for 
Varlar, Inc. 

Mr. Rasmussen joined United 
on Sept. 1, 1945, after five years 
as general sales manager of 
Crosley Corp., Cincinnati. Prior 
to that he was assistant general 
manager of Zenith Radio Corp., 
for six years. 


JAMES H. RASMUSSEN 


| Ind. 


Varlar, Inc., produces Varlar, 
the new stainproof wall cover- | 
ing, which is expected to begin | 
reaching the market early in 
1947. 


W. S. LEWIS ELECTED V.P. 
OF SARGENT & CO. 


Wilfred Sargent Lewis, secre. 
tary, since 1941, of Sargent & 
Co., New Haven, Conn., hard- 


w. S. LEWIS 


ware manufacturers, and grand- 
son of the late George H. Sar- 
gent, one of its former presi- 
dents, has been elected a vice 
president. 

Mr. Lewis, an architect who 
practiced in Philadelphia and 
New York for many years, was 
secretary of the New York City 
Tenement House Department in 
1933, and executive secretary of 
the New York City Housing Au- 
thority from 1933 to 1938. 

He became a director of Sar- 
gent & Co. in 1938. Three years 
later he was elected secretary, 
and in 1942 he was named man- 
ager of Sargent’s Product En- 
gineering and Research Depart- 
ment, 


* PIERSON-LEWIS CO. 
IN NEW QUARTERS 


The Pierson-Lewis Hardware 
Co., distributors of builders’ hard- 
ware, is moving to new and much 
larger offices and warehouse, con- 
taining over 12,000 sq. ft. of floor 
space, located at 2926-28 E. 
Washington St., Indianapolis 4, 
The building has a large 
loading dock. 

The firm has announced that it 
is increasing its line, and is send- 
ing additional salesmen on the 
road. 
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R. S. Cornell Retires as Stanley Manager 
In New York Area; Succeeded by Chas. Pincus 


The Stanley Works, New Brit- 
ain, Conn., has announced the 
recent retirement of Richard S. | 
Cornell, as manager of hardware 


York Chapter of the Producers’ 
Council. 
Appointed to succeed Mr. Cor- 


| nell as manager of hardware 


| sales for Stanley in New York is 





R. S. CORNELL 


sales in the New York area, and 
as manager of the Stanley 
Works’ New York office at 100 
Lafayette St. Mr. Cornell was 
employed by Stanley in 1920, 
having been previously associ- 
ated with Sargent & Co., and 
Russell & Erwin Mfg. Co. Con- 
sidered an expert among build- 
ers hardware specialists, Mr. 
Cornell is a member of the 
American Society of Architec- 
tural Hardware Consultants and 


a past president of the New 








CHARLES PINCUS 
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Charles Pincus. He has been a 
member of the New York sales 


| staff and a Stanley employee for 


more than 35 years. 


VACULATOR CO. HAS 
NEW SALES MGR. 


Jon Zitz, who joined the Vacu- 
lator Co., 311 N. Desplaines St., 
Chicago 6, IIl., in 1941, has been 
appointed general sales manager. 
It was his fourth promotion since 
he joined the firm as advertising 
manager. 

Mr. Zitz takes charge of all 
field sales activities, and export 
sales of both commercial and do 
mestic coffee-makers. 

Milton K. Grey, vice-president, 
also ‘announced other sales ap- 
pointments. Art Hoover is now 
assistant sales manager in charge 
of the home model division; 
Sylvia Schwartz as assistant sales 
manager of the commercial divi- 
sion, and Luella Damhesel as 
head of customers relations. 





COMER SALES MGR. 
OF CUPPLES CO. 


The appointment of Francis B. 
Comer as vice-president and gen- 





Mr. Comer had been serving 
Eastern division sales man- 
He has earned a national 
an authority on 
of canning 


as 
ager. 
reputation 
the subject 
supplies. 
The appointment of the new 
sales manager marks a radical 
change in the sales distribution 
plans of the Cupples organiza- 
tion. In the past the 96-year-old 
firm carried on a sales plan cen- 
tered around certain major line 
products. Under Mr. Comer’s 
leadership the sales efforts will 
on these lines 
formulated re- 


as 
home 


be intensified 
through a newly 


gional sales division plan. 





FRANCIS B. COMER 


Comer will work closely 


Mr. 


eral sales manager of Cupples| with the recently-created new 


Co., 7th and Spruce Sts., St.| products 


of 


division 


Louis 2, Mo. Mr. Comer, who| headed by Richard D. Hughes. 


has served with the company for | 


30 years, was also made a i 
rector. 


The new department will intro- 
duce several new products manu- 
factured by the company. 








1947 National Hardware Show, Oct. 15-18; 
New York Event to Have Greater Space 


The 1947 National Hardware | 
Show will be held Oct. 15-18, at 
the Grand Central Palace, New 
York City, according to Frank | 
Yeager, managing director, 33] | 


Madison Ave., New York City. | 


| Plans for the 1947 show call for | 
| more floors at the Grand Central | 

Palace due to the great demand 
for space from exhibitors at last! are now available also. 





year’s show who have doubled 
their space and due also to re- | 
quests from manufacturers who | 
will exhibit for the first time. 

Floor plans for the first three | 
floors are now ready and may | 
be secured at the show head- 
quarters, 331 Madison Ave., New 
York. Partial lists of exhibitors 


the firm, | 


| 
| 







CHARLES H. GODDARD 
PROMOTED BY 
SYLVANIA ELECTRIC 


Charles H. Goddard, assistant 
general sales manager of the 
Lighting Div., Sylvania Electric 
500 Fifth Ave.. 


Products Ine., 





GODDARD 


CHARLES H. 


New York 18, N, Y., 
pointed general manager of the 
Fluorescent Fixture Division, 
Jan. 1. He has headquarters at 
the Ipswich, Mass. plant. 

Mr. Goddard first became as- 
sociated with Sylvania in 1944 
as merchandise manager of the 
Fluorescent Fixture Division. 
Last September, he was made as- 


was ap- 


| sistant general sales manager of 


| lighting products. 


Mr. Goddard is treasurer of 
the Illuminating Engineering So- 
ciety and represents Sylvania in 
the Lighting Fixture Section of 
the National Electrical Manu- 
facturers Association. 

Before joining Sylvania, Mr. 
Goddard was vice president of 
the Pittsburgh Reflector Co. 


MASBACK FRANCHISED 
BY GENERAL MILLS 


Masback, Inc., 330 Hudson St., 
New York 13, N. Y., wholesalers, 
has been appointed a distributor 
of General Mills Home Appli- 
ances. Distribution is now being 
made on General Mills “Tru- 
Heat” Irons in specified terri- 
tories. Expansion will be in- 


| creased steadily until June. 
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AT LAST—IT’S HERE! 


For the first time, housewives 
can have an ironing board 
cover that is actually burnproof! 
Safer, longer-lasting, washable, 
elastic binding for easy fic! Easier 


Unfortunately, for the pres- 
ent, only a limited supply of 
these covers and pad sets are 
available. 

#*Reg. U. S. Pat. Off. 
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TEXTILE MILLS 
2637-69 West Polk Street, Chicago 12 @ New York Office: 200 Fifth Ave. 
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David R. Lasier Again Heads Hardware 


Manufacturers’ Statistical Association 


DAVID R. LASIER 


The Hardware Manufacturers’ 
Statistical Association, at its an- 
nual meeting, Jan. 16, at the 
Yale Club, New York City, re- 
elected David R. Lasier of Nor- 
ton Lasier Co., Chicago, Ill., as 
its president. All other officers 
were reelected, the vice-presi- 
dents being: H. J. Hendricks, 
the H. B. Ives Co., New Haven, 





Conn.; R. G. Plumb, the Eagle 
Lock Co., Terryville, Conn., and 
Walbridge Parsons, the Shelby 
Spring Hinge Co., Shelby, Ohio, 


HAROLD A. PARKS 


Harold A. Parks, New Haven, 
Conn., continues as_ secretary: 
treasurer of the association. 








HENRY WOLFF SEEKING 
LINES TO REPRESENT 


Henry Wolff, who was in the 
retail hardware trade for about 
20 years at 1250 W. i03rd St., 
Chicago, IIl., until about a year 
ago when he became a manufac- 
turers’ representative, is seeking 
lines for presentation in the 
Chicago area. Mr. Wolff is lo- 
cated at 10440 Church St., Chi- 
cago 43. 


AMERICAN-MARIETTA CO. 
ADDS 15th PLANT 


Another step in the expansion 
of the American-Marietta Co., 
paint manufacturing group, has 
been made with the purchase of 
the Charles R. Long Jr. Co., 
Louisville, Kentucky. This acqui- 
sition increases American-Mari- 
etta’s nation-wide chain of man- 
ufacturing plants to 15. The 
Long company is currently cele- 
brating its 50th anniversary. 


G. R. WATROUS RETIRES 
AT WINCHESTER ARMS 


George R. Watrous, 69, dean 
of the Ammunition and Hard- 
Industry Committee on 
“Simplification,” which reduced 
the number of paper shotshell 
loads from an estimated 14,383 
to 137 in the last quarter cen- 


tury, has retired after 46 years | 


with the Winchester Repeating 
Arms Co., New Haven, Conn. 

Starting as a temporary em- 
ployee in the cartridge division 
of Winchester in 1900, Mr. 
Watrous rose to superintendent 
of that division in 1916, and di- 
rected the company’s ammunition 
production program during 
World Wer I. Three years later 
he became superintendent of the 
production scheduling depart- 
ment and in 1930 became man- 
ager of the merchandising plan- 
ning department which he 
headed until his retirement 
under the company’s pension 
plan. 


GEORGE R. WATROUS 
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MILWAUKEE STAMPING | 
BUYS PRECISION 
METAL WORKERS 


Purchase of the Precision | 
Metal Workers, a 35-year-old | 
Chicago stamping firm, by the 


RALPH ROBINSON 


Milwaukee Stamping Co., 824 S. 
72nd St., Milwaukee, was an- 
nounced recently by Ralph Rob- 
inson, president of the Milwaukee 
firm. The firm was bought from 
its founders, Carl E. Carlson and 
Albert C. Grunwald. 

Occupying a 62,000 sq. ft. 
floor area at 3100 Carroll Ave., 
Chicago, the Precision Metal 
Workers manufactures special 
stampings to customer specifi- 
cations, as well as a variety of 
other metal items. Most of these 
are larger stampings than those 
produced by the Milwaukee 
Stamping Co., They include 
pressure cookers, dispensers for 
both paper and cloth towels, 
metal office posture chairs, cases 


During the war the company 
was the first plant in the coun- 
try to pioneer in training blind 
workers into production person- 
nel. The firm is enlarging and 
improving its program for blind 
workers. 


WILLIAMS CO. ELECTS 
MALAMBRE PRESIDENT 


William H. Robbins became 
chairman of the board of the 
Williams Co., London, Ohio, 
makers of Sun Ray Steel Wool 
Products, on Jan. 1. Succeeding 
him to the presidency is I. S. 
Malambre, who has been vice 
president for the past five years. 

The company has completed 
a big addition to the factory 
and offices, which increases the 
steel wool manufacturing ca- 
pacity and provides much addi- 
tional office space. Much new 
and modern machinery has also 
been installed. 


VALJEAN PROMOTED 
BY DUO-THERM 


Duo-Therm Div., Motor Wheel 
Corp., Lansing, Mich., has ap- 
pointed Theo Valjean assistant 
service manager. 

Mr. Valjean joined the Duo- 
Therm engineering department 
in 1937 and in 1942 he was ap- 
pointed a Duo-Therm field engi- 
neer. In this capacity he worked 
with Duo-Therm dealers and dis- 
tributors on installation and ser- 
vice problems. 








Read this dealer's experience with Automatics 
during the 4 tough war years when he had plenty 
of washers to repair, but no new washers to sell, 


The new post-war Automatic 
Duo-Disc Washers are even 
more trouble-free and depend- 
able for efficient, long-lasting 
service. Automatic’s exclusive 
‘*Stokes’’ Patented Ball-Bear- 
ing Transmission, and the Au- 
tomatic guarantee, mean a 
minimum of service calls fcr 
you and ‘‘more profit that you 
can keep.’’ Remember, too, 
only Automatic Washers have 
the DUO-DISC feature! 


for calculating machines, cof- 
fee maker parts and lavatory and 
toilet bowls for Pullman. cars. 
The firm employs about 200 
people. 

Athough the Precision Metal 
Workers will become a division 
of the Milwaukee Stamping Co., 
its personnel and line of prod- 
ucts will remain unchanged, Mr. 
Robinson pointed out. 

The Milwaukee Stamping Co.. 
which has been in business in 
Milwaukee for 53 years, has 
been expanding its list of prod- 
ucts ever since Mr. Robinson 
became president in 1944. Most 
recent of these is the Milwau- 
kee automatic record changer 


became man- 
ndising plan- 
which he 
; retirement 
ny’s pension 


THEO VALJEAN 








In his new position, Mr. Val- 
jean will assist A. R. Frantz, 
Duo-Therm service manager, 
and the Milwaukee sash balance. | with Duo-Therm’s expanded ser- 
Other items include the Bathe-| vice operations. In addition to 
Rite prefabricated shower cabi- | handling all service correspond- 
net. Milwaukee builders hard-| ence, he will have charge of the 
ware and Milwaukee luggage | Duo-Therm service school for 
hardware, Ferrometal toilet par-| dealer and distributor training 
titions and production items|on installation and _ service, 
made to customer specifications. scheduled to begin soon. 





Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 
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STOVE OUTLOOK GOOD DESPITE 
EXPECTED MARKET CHANGE-OVER 


M. F. COTES HEADS STOVE MAKERS ASSN. 


Convention receives statistical reports indicating that 
current production of several major types of stove 
products is well ahead of last prewar year. Substan- 
tial gains in gas range and oil-burning space heaters. 


of the Institute of Cooking and 


) 


At the 14th annual convention | 


Heating Appliances Manufactur-. | 


ers held Dec. 2-4, 1946, at the 
Netherland Plaza Hotel, Cincin- 
nati, Ohio, stove men. were told 
that the future outlook for con- 
sumer hard goods industries is 
very good in spite of the fact 
that some time during the year 
manufacturers may face a _ sud- 
den change-over from a seller’s 
to a buyer’s market. Institute 
president, Henry H. Morse, in 
his report to the association, said 
that he considered this change 
over an asset rather than a lia- 
bility, because it again put the 
industry on its mettle to improve 
selling techniques, reorganize 
sales departments, and generally 
increase the quality and value of 
stove products. 

Statistical reports distributed 
at the meetings indicated that 
current production of several 
major types of stove products is 
well ahead of the last prewar 
year. Steel shortages caused a 
slight curtailment in September 
but substantial gains were again 
reported in October, particularly 
in gas ranges and _ oil-burning 
space heaters. 

A new product division of the 
Institute was formed in connec- 
tion with the recent convention. 
The division, made up of gas 
space heater manufacturers, will 
be under the chairmanship of 
J. E. Wyatt, Jr., sales manager, 
Dearborn Stove Co., Dallas, Tex. 

As governmental contacts re- 
duce in number because of the 
elimination of price controls and 
the gradual dropping of priori- 
ties, the Institute’s Board of 
Trustees decided that primary 
emphasis in the new year ‘should 
be placed on the association’s 
efforts to improve the industry’s 
labor relations. Included in this 
work will be monthly summaries 
of wage rates, a digest of labor 
contracts throughout the indus- 
try, a regular reporting service 
on wage and other labor de- 
mands for the new year, and a 
bulletin service on labor cases 
decided by the NLRB and the 
Federal Courts. 

The Institute has no idea of 
recommending any specific pro- 
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gram of labor relations for any 
single company or any group of 
companies, but will merely serve 
as a clearing house for up-to- 
date information on this vitally 
important phase of the stove in- 
dustry’s operations in 1947. 

The ‘second new phase of the 
association’s program will be a 
study of production, shipments, 
and inventories with particular 
emphasis on distribution statis- 
tics both on domestic and export 
sales. Studies of salesmen’s com- 
pensation plans, advertising ex- 
penses, and other types of sales 
and merchandise problems will 
be undertaken if and when in- 
terest in these subjects is evi- 
denced by the manufacturing 
members of the Institute. 

Three additional activities are 
being developed at the present 
time: (1) special organization 
for the credit managers in the 
industry: (2) studies of im- 
proved cost accounting proce- 
dures; and (3) the publication 
of a Patent Digest covering all 
new design and construction pat- 
ents on cooking. heating, and 
water heating equipment. 

During the calendar year 1946, 
the Institute’s membership rolls 
were increased by a net of 18 
companies, bringing the total to 
155 active member plants and 22 
associate members. 

The Institute Board of Trustees 





at its meeting elected M. F. 
Cotes as president for 1947. Mr. 
Cotes is vice-president in charge 
of the Duo-Therm Division of 
Motor Wheel Corp., Lansing, 
Mich. Other officers are: 

Secretary-treasurer, chairman 
of finance committee, Jennings 
B. Gordon, president, Southern 
Co-Operative Foundry Co., Rome, 
Ga.; vice-president, chairman of 
executive committee, R. T. Fra- 
zier, vice-president, Cavalier 
Corp., Chattanooga, Tenn.; vice- 
president, publications, Stanley 
E. Little, vice-president, Ameri- 
can Stove Co., Cleveland 3, Ohio; 
vice-president, memberships, Neil 
H. Cargile, president, Allen Mfg. 
Co., Inc., Nashville, Tenn.; vice- 
president, meetings, Albert M. 
Kahn, vice-president, The Estate 
Heatrola Division, Noma Electric 
Corp., Hamilton, Ohio. 

Trustees and their alternates 
are: Atlantic seaboard group of 
states: Walker Leach. treasurer, 
Glenwood Range Co., Taunton, 
Mass.: J. W. Barker. president, 
Andes Range & Furnace Corp., 
Geneva, N. Y... and their alter- 
nates, J. W. Slattery. president, 
J. B. Slattery & Bro., Inc., Brook- 
lyn, N. Y., and Nathan R. Klein, 
president, Caloric Stove Corp.. 
Topton, Pa. 
states: C. 
Agri- 


Southern group of 


Ackerson, vice-president, 





cola Furnace Co., Gadsden, Ala. 
Foskett Brown, president, Gray 
& Dudley Co., Nashville, Tenn.; 
R. T. Frazier, vice-president, 
Cavalier Corp., Chattanooga, 
Tenn.; R. B. Hurt, vice-presi- 
dent, Hardwick Stove Co., Cleve. 
land, Tenn., and their alternates, 
Jennings B. Gordon, president, 
Southern Cooperative Foundry 
Co., Rome Ga.; Neil H. Cargile, 
president, Allen Mfg. Co., Nash- 
ville, Tenn.; R. H. Brown, sec- 
retary-treasurer, Brown Stove 
Works, Inc., Cleveland, Tenn.: 
J. L. Raulston, general manager, 
United States Stove Co., South 
Pittsburg, Tenn. 

Mid-Central group of states, 
Sheldon Coleman, executive vice- 
president, The Coleman Co., Inc., 
Wichita, Kan.; M. F. Cotes, vice- 
president, Duo-Therm Division, 
Motor Wheel Corp., Lansing, 
Mich.: Albert M. Kahn, The 
Estate Heatrola Division, Noma 
Electric Corp., Hamilton, Ohio; 
Stanley E. Little, vice-president, 
American Stove Cleveland. 
Ohio, and their alternates, B. A. 
Nagelvoort, president, Renown 
Stove Co., Owosso, Mich.: Wen- 
dell L. Smith, executive 
president, A-B Stoves Division, 
Detroit-Michigan Stove Co., Bat- 
tle Creek, Mich.; Alan P. Tap- 
pan, The Tappan Stove Co., 
Mansfield, Ohio; James Mitchell 
president, Cleveland Co-Opera- 
tive Stove Co.. Cleveland, Ohio. 

Pacific Coast group of states; 
Clarence A. Miller, president. 
Kresky Mfg. Co., Inc., Petaluma: 
Calif., and alternate, Ralph T. 
Montag, general manager, Mon- 
tag Stove and Furnace Works, 
Portland 3, Ore. 

Samuel T. Dunckel is manag- 
ing director of the Institute of 
Cooking and Heating Appliance 
Manufacturers with headquarters 
at the Shoreham Hotel, Washing- 
ton 8, D. C. 


Co., 


vice 








DAZEY HONORS FIRST EMPLOYEE AT DINNER—Fred Kublin, the first employee 


ever hired by the Dazey Corp., Warne and Carter Aves., St. Louis 7, 


o., was presented 


with a watch in appreciation of his 40 years of service to the company at the annual Dazey 


Christmas dinner. 


Six other members of the company’s staff, each of whom has been em- 


ployed by Dazey for 25 years or more, were similarly honored. The men (left to right) are: 
William Farley, Harry Schaefering, Lee Fogg, J. P. Dazey, president; Fred Kublin, Henry 
Kleine, Robert Carr and William Stevens. 
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Ebony black porcelain 
enameled NON-BOIL OVER 
cover — cool white plastic 
knob. 








Heavy gauge steel spark- 
ling white porcelain enam- 
eled inside and outside. 
Easier to keep clean and 
sanitary. 


Preferred consumer acceptance resulting 
in steadily expanding sale volume means a prom- 
ising future for many independent MEMCO 
dealers. Each utensil is permanently branded on 
the bottom to facilitate consumer identification. 

Percolators have non-fall-off covers with patented lock-on 
glass knob to prevent broken cups and saucers resulting 
from pouring. No hard to clean hinges. Repeat match-up 
sales is definitely assured backed by the adequate number 
of utensils comprising the distinctive MEMCO line. 





The MOORE 


ENAMELING & MANUFACTURING COMPANY 


WEST LAFAYETTE, OHIO 
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Great! 


Five-in-one cooker--5 gen- 
erous size utensils in one. 
Smart looking very prac- 
tical too. 








Flat bottoms—black porce- 
lain enameled. More eco- 


nomical. Heat conductiv- 
ity increased. More durable. 





MEMCO 


Porcelain Enameled 
MATCHING UTENSILS 


DRIP COFFEE MAKER 
62142005 Se 
DOUBLE BOILER 
LIPPED SAUCE PANS 
BAIL HANDLE KETTLES 
SIDE HANDLE POTS 
PUDDING BAKE PANS 
5-IN-ONE COOKER 
OVAL DISH PAN 
ROUND DISH PAN 
WATER PAIL 








Immediate 
delivery! 


in Any Quantity 
Lasting R-700 


ROOF, BARN 
& INDUSTRIAL 
PAINTS 


Definitely durable, high quality exterior paints made of 
weather-resistant oils and top grade pigments to give 
moximum protection at reasonable cost. Contains no 
resin, gloss oils or other inferior materials. 


APPLICATION: By brush or spray. Brushes easily Will not sag or run. Covers 
in one coat over most surfaces. 


DRYING: Like other top-quality oil paints, R-700 dries overnight to a high gloss 
finish. Produces an elastic, weather-proof film. 


FLEXIBILITY: Will not harden, crack or peel. Withstands all weather conditions 
and temperature changes. Retains its flexibility throughout the life of the paint 
film. 


COVERAGE: Lasting R-700 Paints cover approximately 250 to 300 feet per 
gallon per coat over average painted metal or wood surfaces. 


DURABILITY: Actual field tests and accelerated Weatherometer tests have 
proven conclusively that Lasting R-700 Paints are equal or superior to much 
higher priced paints. These paints assure dependable protection as well as 
good appearance. 


EXCELLENT FOR: Tinner's Red Paint, Metal Roofs, Industrial Structures, Ware- 
houses, Tanks, Ventilators, Barns and Farm Buildinys, Fences, Garages, Fabri- 
cated Steel, etc. 


COLORS: Red, Black, Green, Slate Gray. Please specify colors desired. 


DEALERS & DISTRIBUTORS 


There's an excellent opportunity for you in this fine quality, quick delivery paint 
product. Write today. 


JOBBERS, CHAIN STORES 


Lasting R-700 can be furnished with your 


PRIVATE LABEL 


Manufacturers of Quolity Paint Products 


FRANKLINTOWN ROAD BALTIMORE 23 
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W. A. LEINDECKER 


BMC MFG. CORP. NAMES 
NEW VICE PRESIDENTS 


BMC Mfg. Corp., Binghamp- 
ton, N. Y., has announced the 
elevation of its works manager, 
W. A. Leindecker, to vice-presi- 
dent in charge of manufacturing, 
and its sales manager, H. V. 
Curll, to vice-president in charge 
of sales. Both men have been 
with the firm since the start. 

The promotions were an- 
nounced after the first annual 
sales convention, held from Dec. 
18 to 21, at the Binghampton 
plant. 

Saul W. Botnick, president, 
announced at a recent banquet. 
at the Arlington Hotel, Bing- 
hampton, attended by 50 sales- 
men, department heads and 
foremen, that the company ex- 
pects to double its business in 
1947. He reported the sales of 
over a million wrenches in 1946. 

Three new products, a heavy 
duty pressure lock wrench, an 
automobile trouble light which 
plugs into the cigarette lighter 
of any car, and scissors with 
changeable blades were an- 


| nounced. 








H. V. CURLL 


NA-MAC PRODUCTS HAS 
NEW SALES DIRECTOR 


John Amy, active for the pag 
20 years in the sale and promo. 
tion of major appliances on the 
West Coast, was recently ap 
pointed sales director of Na-Mac 
Products Corp., 1027 N. Seawood 
St., Los Angeles, manufacturers 
of the “Dripcut” server and other 
houseware items. 


HARTFORD PRODUCTS 
ADVANCES VON CULIN 


Ray Von Culin has been ap. 
pointed sales manager of the 
Hartford Products Corp., 308 W. 
Washington St., Chicago. 

Mr. Von Culin, who was 
formerly Eastern sales manager 
of the company, joined Hart 
ford Products in 1944 after serv- 
ices with the Air Transport Serv- 
ice in the Pacific during the war. 


RAY VON CULIN 


Before the war he spent eight 
years with E. I. DuPont de 


Nemours and Co. 


UNITED SASH & DOOR 
TREASURER RETIRES 


United Sash & Door Co, 
Wichita, Kans., honored Sherman 
Culbertson, director and trea- 
surer, on his retirement after 51 
years of service, with a banquet 
at the Lassen Hotel, Wichita, on 
Jan. 10. Mr. Culbertson was pre 
sented with a 21-jewel Hamilton 
watch by C. H. Hoult, president. 

Harry W. Constant, vice-presi- 
dent, was toastmaster, and Elmer 
Garrison, Sr., Wichita, was the 
principal speaker. 


REINHARD-McCABE CO. 
HAS BIGGER PLANT 

The Reinhard-McCabe Co. 
manufacturers, recently occupied 
a new building at 123 Four- 
teenth Ave., S., Minneapolis, 
which affords about six times a8 
much space as its former plant. 
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T. J. KENNA IS PROCTOR’S 
CENTRAL REGION 
SALES MGR. 


T. J. Kenna, formerly Chicago 
district manager, was appointed 
central regional sales manager 


ae 


T. J. KENNA 


for the Proctor Electric Co., ef- 
fective Jan. 1. 

Mr. Kenna joined Proctor in 
1939 as district manager of the 
Baltimore territory. Except for 
the war years of 1942 to 1944 
when he served as Pennsylvania 
State Fuel Rationing Officer, he 
has been continuously in the em- 
ploy of the company. 

Other Proctor regional sales 
managers are Oswald McCarthy 
with headquarters in New York 
and Charles P. Culbert in Los 
Angeles. The Proctor Chicago 
office is located in the Merchan- 
dise Mart. 

Robert M. Oliver, vice presi- 
dent, also announced the follow- 
ing new district managers: J. L. 
Blaylock, to Detroit; D. C. John- 
son, to Minneapolis; W. H. 
Bond, to Chicago; W. H. Kelly, 
to Baltimore; T. P. James, to 
Philadelphia, and Paul S. Cool- 
idge, to New York district man- 
ager. 

Mr. Coolidge replaces D. W. 
Thompson who has resigned. Mr. 
Thompson plans to establish a 
retail electric appliance business 
for his three ex-G. I. sons. 


SPEED-MEAL CORP. 
IS NEW FIRM 


A new company, known as 
Speed-Meal Corp., a Delaware 
Corp., with plant and offices at 
Racine, Wisc., has been organ- 
ized and financed by William 
Blair & Co., investment bankers 
of Chicago. 

The new company has taken 
over the assets and patents of 
the former Speed-Meal Corp. of 
Illinois, as well as manufactur- 
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ing facilities and machinery of | 
Nelson Bros. & Strom, Racine, | 
Wisc., formerly devoted to the 
manufacture of Speed-Meal 
Cookers under contract. 

The move was necessitated, ac- 
cording to the new firm, by a 
need for additional manufactur- 
ing capacity because of the in- 
creased consumer demand for 
the pressure cookers. Produc- 
tion will be expanded immedi- 
ately. 

Officers of the firm are: Henry 
P. Bruner, Racine, president; 
John M. Cotter, Oakes & Co., vice 
president, and George E. Bil- 
lett, secretary and treasurer. 


| 


Oakes & Co., 650 S. Clark St., | 


Chicago, will handle all sales. 


HEXACON ELECTRIC 
HAS LARGER PLANT 


Hexacon Electric Co., Roselle | 


Park, N. J., has completed a new 
addition to the factory. 

A. L. Johnson announces that 
his larger plant was required to 
house increased facilities based 
on a new record demand for 
Hexacon industrial soldering 
irons. The new factory, adjoin- 
ing the old plant, adds 7,000 
sq. ft. 


GARRISON PROMOTED 
BY CONRON, INC. 


Roy Garrison, who has been 
a member of Conron, Inc., 
wholesale hardware firm of Dan- 
ville, Tll., since 1942, has been 


appointed merchandising man- 


ager. 


Garrison spent a short time in 
various departments and_ then 
took over a territory in Central 
Illinois. In July, 1944, he be- 
came buyer of housewares and 


ROY GARRISON 


electrical supplies. Before join- 
ing Conron he had many years 
of experience in the merchan- 
dising field, mostly in the major 
appliance line. 


After joining the company Mr. 





| Think 
This 
Makes Sense 


In these days it doesn’t 
take ingenuity to raise 
prices ... but it does take 
ingenuity to be able to 
maintain prices and im- 
prove the quality at the 
same time." Let me show 
you what our ingenuity 
has accomplished in 
our NEW line of 1947 
PAINT BRUSHES. Why 
not take a moment and 
drop us a line... 


President 


*FOR OVER A QUARTER CENTURY 
OUR MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED PAINT BRUSHES FOR THE HARDWARE TRADE 


COLONIAL 


BRUSH MANUFACTURING COMPANY, INC. 
60 THAYER STREET - BOSTON 18, MASS. 
TELEPHONE HUBBARD 3588 








Stanley Works Makes Sales Changes 
In Chicago Territory; Areas Outlined 


L. S. Pickup, manager of the 
Chicago office of the Stanley 
Works, New Britain, Conn., has 





LOWELL S. PICKUP 


announced moves to improve 
customer service. 

Over a period of years, by in- 
crease in number of items, and 
by acquisition of plants, such as 
North Brothers and Russell Jen- 
nings, both the hardware and 
tool lines have grown to such an 
extent that it is no longer rea- 
sonable for salesmen to handle 
more than one line, or to serve 
as many customers. 

The following salesmen _ will 
cover hardware sales for Stanley 
in the Midwest: 

E. I. Stevens will have Michi- 
gan as his territory. He is a 
member of the American Society 





of Architectural Consultants. He 
has been a member of the Stan- 
ley organization since 1936. 

H. H. Coridan will cover Indi- 
ana and Illinois, with the excep- 
tion of Chicago and suburbs. 
Mr. Coridan has been with Stan- 
ley since 1913. 

J. Homolka will have as his 
territory Iowa, Wisconsin, Min- 
nesota, North Dakota and South 
Dakota. Mr. Homolka joined 
Stanley in 1926. 

C. E. Stafford has been as- 
signed Texas, Oklahoma and the 
city of New Orleans. Mr. Staf- 
ford has been with Stanley since 
1936. 

R. J. Isaacson has just been 
assigned to Mississippi, Arkan- 
sas and Louisiana. Mr. Isaacson 
has been with Stanley since 
1929, 

E. A. Pinnegar will cover Chi- 
cago and suburbs. He has been 
connected with Stanley since 
1935. 

E. T. Dorpols will have as his 
customers, accounts in the city 
of Chicago and suburbs. He has 
been with Stanley since 1921. 

P. T. Gibbons will continue to 
call on his customers in Miss- 
ouri, Nebraska, Colorado, Kan- 
sas, Wyoming and the city of 
—— selling the hardware 
ine only. Tool sales will be 
handled by Joel Molchan. Mr. 
Gibbons has been with Stanley 
since 1912. 

These men will be the tool 
salesmen, representing Stanley 
Tools, Stanley - Atha Tools, 





“Yankee” Tools and Russell 
Jennings Bits: 

J. J. McHugh will cover Mich- 
igan and Indiana, and certain 
accounts in Chicago. Joe Mc- 
Hugh has been selling for Stan- 
ley since 1919. 

I. E. Dyer will have Wiscon- 
sin, Iowa, North and South 
Dakota, Minnesota and the up- 
per peninsula of Michigan. He 
has covered this area for Stanley 
Tools since 1935. 

E. A. Petty will handle tool 
sales in Illinois including Chi- 
cago, Evansville, Ind., and Padu- 
cah, Henderson and Owensboro, 
Ky. Ed Petty has been with 
Stanley in Chicago since 1926, 
and has been on the sales force 
for eight years. 

J. Molchan, new member of 
the Chicago sales force, will 
travel in Missouri, Kansas, Colo- 
rado, Wyoming and Nebraska. 
He started with Stanley Tools 
in New Britain in 1936, and re- 
cently completed five years’ ser- 
vice with the Army. He takes 
over this territory after coniplet- 
ing special assignments from the 
New Britain plant. ; 


ALBRECHT HDWE. CO. IS 
NEW OHIO BUSINESS 


The Albrecht Hardware Co., 
under the management of Elmer 
F. Albrecht, is successor, as of 
Jan. 1, to the Builders Hardware 
Division of Springfield Planing 
Mill & Lumber Co., 721 W. 
Columbia St., Springfield, Ohio. 
The new firm will be distributors 
of Yale locks and hardware. 


SALES EXECUTIVES OF LANDERS, FRARY & CLARK conducted three regional 
meetings with distributors of Universal major appliances during January. About 200 dis- 
tributors’ representatives attended each of the conferences at San Francisco, Chicago, and 
Hartford, Conn. Distributors from all states as well as from Central and Latin American 
countries, Mexico and Canada viewed the new 1947 models of home laundry equipment, 
ranges, water heaters, vacuum cleaners, electric blankets and many small appliances and 


housewares. 


The Universal sales executives, shown as they left for the conferences, are, left to 
right: Front row: W. J. Russell, H. M. Parsons, B. C. Neece, general sales manager; E. L. 
Farquharson, E. J. Van Buskirk. Rear row: W. J. Cashman, Stanley Fisher, Lee Moss, 


A. S. Bross and Hardy Payor. 
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C. B. LANSING, JR., MADE 
TREASURER FERRY CAP, 
SET SCREW CO. 


Charles B. Lansing, Jr., for- 
merly asst. secretary and asst. 
treasurer of the Ferry Cap & Set 


CHARLES B. LANSING, JR. 


Screw Co., Cleveland, Ohio, was 
elected treasurer at a recent di- 
rectors meeting. 

Mr. Lansing has been with 
Ferry Cap for the past 12 years, 
having joined the company Jan. 
1, 1935, as cost clerk. He gradu- 
ated from the Sheffield Scientific 
School of Yale University in 


1934. 


CLEVELAND CHAIN SENDS 
ANSINK TO CHICAGO 


Appointment of John F. An- 
sink as Chicago district manager 
of the Cleveland Chain & Mfg. 
Co., Broadway & Henry Sts., 
Cleveland 5, Ohio, was an- 
nounced recently. 

A member of the sales depart- 
ment in the company’s general 
offices in Cleveland for the past 
11 years, Mr. Ansink will super- 
vise sales of the entire line of 
welded and weldless Cleveland 
Chain through hardware, mill 
supply, and automotive parts dis- 
tributors. 

David J. Gemmell, .vice presi- 
dent in charge of sales, also an- 
nounced that Robert Farring- 
to:: will move from the com- 
pany’s Cleveland headquarters to 
serve as assistant to Mr. Ansink 
in the Chicago district office. 

The Chicago office and ware- 
house of the company and its 
associate firm, David Round & 
Son, are located at 650 W. Lake 
St. Sale of the latter organiza- 
tion’s line of chain hoisting 
equipment in the Chicago area 
will continue under the manage- 
ment of H. G. Fergus, who has 
served with the Round organiza- 
tion 12 years. 
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It's hard to believe that the 1947 
VIGORO ADVERTISING can be more 
powerful than the successful 

Beauty Plan campaign 


... BUT IT WILL BE! 


WE ARE CONTINUING WITH 


VIGORO BEAUTY PLANS 


OUR FULL 


ae GARDEN MAGAZINE s=*# 
= Goce AMERICAN WEEKLY 


recent di- 

‘ae sor WES WITH ITS 9,000,000 HOME CIRCULATION 

a Jan | AND FOR 1947 WE ARE ADDING 

e gradu- : ? 

a 3 LIFE with 22,000,000 readers—52% in 
family-owned homes . . . and full-color 

—_— F advertising in Sunday newspapers with a 

oe total of over 10,000,000 more circulation. 

ses Actually—85 out of 100 people in your 

1 & — community are exposed to this big Vigoro 

nry Sts., ey ° 

— =~ advertising campaign. 

s depart- 
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VISION PRODUCTS COMPANY, INC. - NEWARK 2, N J. 








S. B. WILLIAMS JOINS 
SYLVANIA ELECTRIC 
S. B. Williams is the new man- 
ager of customer relations for the 
Lighting Division of Sylvania 
Electric Products, Inc., 500 Fifth 


8. B. WILLIAMS 


Ave., New York 18. For the past 
eight years he has been editor of 


| Electrical World. 


Mr. Williams is well known 
in the electrical publishing field 


| | having spent most of his editorial 


career with McGraw-Hill Publish- 
ing Co. He previously was editor 
of Electrical Record and editor 
and general manager of Electrical 
Contracting. 

Active in the public utility and 
illuminating branches of the elec- 
trical industry, Mr. Williams is a 
member and a past president of 


the Illuminating Engineering So- | 


ciety; a member of the American 
Institute of Electrical Engineers; 
a past chairman of the New York 





Business Paper Editors’ Associa- 
tion; and a former director of 
the Chicago Business Publishers’ 
Association. For several years 
past, he has served as secretary 
of the Committee of Awards for 
the James H. McGraw Awards 
for Electrical Men. 


PRATT & LAMBERT 
HONORS EMPLOYEES 


Parties were held recently in 
the Buffalo, N. Y., home office, 
and the Chicago and Long Island 
City offices of Pratt & Lambert, 
Inc., paint and varnish makers, 
at which service awards were 
made. 

At the home office, 75 Tona- 
wanda St., Buffalo, Harold E. 
Webster, president, addressed the 
party, and presented watches for 
20 years’ service and platinum 
pins and cuff links for 10 years’ 
service. In keeping with a Christ- 
mas tradition, each employee of 
the firm was given a turkey. 

C. D. Sproule, vice-president, 
made similar awards at the Chi- 
cago office, and C. W. Brown, 
vice-president, made the presenta- 
tions at the Long Island City 
party. 


‘JUICE KING’ ADDS 
TO SALES FORCE 


The National Die Casting Co., 
Touhy Ave. at Lawndale, Chi- 
cago 45, Il, has made two ap- 
pointments to its “Juice King” 
sales force. Art Evans will con- 
tact jobbers and retailers in the 
Illinois, Michigan, Minnesota, 
Wisconsin, North and South 
Dakota area, while Cliff Glader 
will travel the Ohio, Indiana and 
northern Kentucky territory. 


fo! PhRilé 
ROBERT A Ghia» 
4 


ane PaaE 
AM CHIAPRE 


WINNERS OF THE “BONUS BONANZA,”’ the sales con- 
test recently completed by district sales managers of the 
Silex Co., Hartford 2, Conn., were: Robert A. Graham, Buf- 
falo office, first prize of $300; A. H. Chiappe, Chicago, second 
prize $200; Paul Curtis, Hartford, third prize, $150; and 


Fletcher Harper, Maryland, fourth prize $75. 


The contest 


resulted in the sale of 735,566 “Lox-in” Glass Filters in 53 


working days. 
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CORY ADDS FOUR 
TO SALES FORCE 


Four appointments to the Cory 
national sales force were recently | 
announced by Cory Corp., 221 
N. LaSalle St., Chicago 1, manu- | 

| 


| 


F facturers of Cory all-glass coffee 


brewers. These men will be em- 
ployed in eastern states to assure 
closer contact between Cory, its 
jobbers and dealers. 

J. T. Williamson has been as- 
signed the western Pennsylvania 
territory. He has spent many | 
years in the electrical appliance 


field. 


Henry A. Deigel will represent 
Cory in New Jersey. His expe- 
rience started with General Elec- 
tric Supply Corp., New York 
City, where he was assistant to 
the traffic appliance sales man- 
ager. At the end of the war he 
went to work for Joseph Kurzon, 
Inc. 

Clifton B. Myers will work in 
Connecticut. He spent two years 
with Carrier Corp. before he en- 
tered the army and previous to 
that he gained selling experience 
with several companies located 
in Syracuse, N. Y. His army 
service was with the Air Force. 











| 
. S. T. RATTER, JR. 
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H. A. DEIGEL 





Cc. B. MYERS 


Another vet to join Cory’s 
sales force in the Chicago ‘ter- 
ritory is Scott T. Ratter, Jr. Mr. 
Ratter served four years in the 
U. S. Marine Corps. 





INTERMOUNTAIN ASSN. 
ELECTS OFFICERS 


At the recent annual conven- 
tion of the Intermountain Asso- 
ciation at the Hotel Boise, Boise, 
Idaho, the following officers were 


| elected: President, L. W. Mor- | 


Burley, | 


gan, Morgan Hdwe., 
Idaho; first vice-president, E. L. 
Ames, Salt Lake City; second 
vice-president, J. W. Weeks, 
Caldwell, Idaho. Directors elected 
were: J. C. Baldridge, Boise; 
D. E. Crosier, Salina, Utah; 
Ralph Hollingsworth, Ontario, 
Ore.; C. W. Lilenquist, Tremon- 
ton, Utah; Wilson N. Lunt, 
Cedar City, Utah; J. W. Parkin- 
son, Rexburg, Idaho; R. J. 
Schwendiman, Twin Falls, Idaho; 
W. A. Spear, Provo, Utah; Rob- 
ert Stubblefield, Parma, Idaho; 
Al Thiel, Montpelier, Idaho, and 
George Watkins, Idaho Falls, 
Tdaho. Leon L. Weeks, Chamber 
of Commerce Bldg., Boise, is 
secretary of the association. 



















Gets Live Inquiries! 





Requests constantly pour in for “‘Fish 
Line Facts,’”’ the free booklet offered 
in Gladding advertisements. This book- 
let on the selection, use, and care of 
fishing lines, attracts Jive prospects for 
Gladding lines! 






Sends Customers to Your Store! 


These inquiry-pulling advertisements 
reach right into your neighborhood. 
Appearing in the favorite magazines 
shown at right, they pre-sell new pros- 
pects, re-sell old friends among the 
including hun- 











millions of readers... . 
dreds of neighbors of yours. 








Order Gladding Lines Today! 


These live prospects, these neighbors, 
will expect to buy Gladding lines from 
you. Profit handsomely by supplying 
them. Gladding Invincible lines have 
new plastic spools, are beautifully 
packaged in gold boxes to sell on sight. 
The profit. margin is substantial, the 
demand the biggest in our 130-year 
history. Ask your jobber about Gl&ad- 
. today. 

















ding lines. . 


























Gladding’s Sligo 


Excellent quality— 
moderately priced. 
Genuine lrishlinen, 
special Cuttyhunk, 
25’s lea yarn, ex- surfaced. Does not 
pertly laidand require use of dress- 


twisted. ing! 
=o 


Gladding’s Dauntless 
Nylon Fly Line. A 
positive floater! 
Completely oil 


Gladding’s Invincible 


Casting Line in 
nylonor silk. World 
famous. Permanent 
waterproofing. Pre- 
cision braided of 
uniform threads. 
Tough, durable. - 









tempered, satin- 
























FREE! 


New illustrated book- , 
let showing Gladding's 


complete line. 


|B. F. GLADDING & CO., INC. 


SOUTH OTSELIC, NEW YORK 





















EDWARD ANDERSON 


Knapp & Spencer Co. 
Forms Five Departments 


Knapp & Spencer Co., whole- 
sale hardware firm of Sioux 
City, Iowa, has departmentalized 
its business, and now has five 
departments, each with its own 
manager. 


LOUIS J. LARSON 


The general hardware depart- 
ment is headed by Edward 
Anderson, vice-president, who 
has been with the company for 
41 years. He was elected a vice- 
president in 1940. 

Victor A. Gunn, who came 
with the firm about two months 
ago, is vice-president in charge 
of sales and purchases. Mr. 
Gunn was a district manager for 
the Sheffield Steel Corp., Kansas 
City, Mo., with offices in Des 
Moines, for the past 12 years. 
He has travelled extensively 
throughout the Midwest and is 
widely known in hardware and 
steel circles. He started in the 
hardware business with the 
Luthe Hdwe. Co., Des Moines. 
He also has had considerable 
road experience, having sold 
manufacturers lines to the hard- 
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VICTOR A. GUNN 


ware trade in the Midwest. 

Charles W. Marshall, manager 
of the major appliance depart- 
ment, has been associated with 
the jobbing business since leav- 
ing school. For the past five 
years he has been a specialty 
salesman with Knapp & Spencer 
in major appliances. 

Louis J. Larson is manager of 
the paint, floor covering and 
roofing department. For the past 
15 years he has been associated | 
with the above lines and has 
wide experience in both retail 
and wholesale fields, with a wide 





acquaintance among manufactur- 
ers and their representatives. 
Ed. J. Smith recently joined | 
the organization as manager of | 
the sporting goods department. | 
He has spent practically all of 
his business career in retail 
sporting goods, and his hobbies 
are fishing, hunting and trap 
shooting. 


CHARLES W. MARSHALL 


Dale L. Maxfield, who man- 
ages the gift and toy depart- 


ment, has been associated with | 


the company for the past ten 
years and has wide experience 
in the gift and toy field, and 


ED. J. SMITH 


with manufacturers and their 
representatives. This is one of 
the major departments of the 
business. Permanent displays 





DALE L. MAXFIELD 


are maintained, and mid-summer 
showings are made in the vari- 
ous sections of the firm’s terri- 
tory. 


LINCOLN ELECTRIC CO. 
HAS NEW LOCATIONS 


The Lincoln Electric Co, 
Cleveland, Ohio, manufacturer of 
electric arc welding equipment, 
has announced new locations of 
its branch offices in San Fran- 
cisco, Los Angeles and Birming- 
ham. 

The new location of the San 
Francisco office and warehouse is 
at 1302 Stanford Ave., Emery- 
ville 8, Cal., under the direction 
of L. P. Henderson, district man- 
ager and welding engineer. 

The Los Angeles office and 
warehouse is now located at 1500 
Calzona St., P. O. Box 7336, Sta 
tion L, Los Angeles 23, Cal. J. B. 


| McCormick is district manager 
| and welding engineer. 


The Birmingham district office 
has its new location at 113 N. 
9th St., Birmingham, with J. E. 
Durstine the district manager and 
welding engineer. 








‘ 


THE LOGAN-GREGG HARDWARE Co, Pittsburgh wholesale firm, celebrated its 


115th anniversary with a Christmas party for all its employees, including the travelling 


men. The 


firm's president, Cyrus Lewis, who has served the company for over 57 years, 


was presented with an engraved Hamilton watch. The watch was the gift of the firm 


and was presented by the vice-president, J. 


M. McClelland. A similar gift was presented 


to the dean of the travelling force, Frank F. Schade, who has been with the company for 
half a century. The presentation was made by the sales manager, Harvey S. McMillin. 
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ure tension and 
torsion strength 
of American 
Screws and Bolts. 

















..-here’s another reason why 


AMERICAN SCREWS & BOLTS 


PROVIDE THE No. 1 LINE FOR YOU 
AND YOUR CUSTOMERS 


For certain extra testing processes beyond the regular routines, American 
Research Engineers have developed special machines and procedures to 
get final assurance of physical fitness in every shipment of American Screws 
and Bolts. This is one of many points in American quality-control which 
all add up to one thing: A higher perfection-percentage in every gross of 
American products. ; 

And keep in mind another advantage that stems from American Research. 
Here’s the “Information Center” to bring your customers for the right 
answer to any fastening problem..,involving any type of screw or stove 
bolt, in any type of metal (as listed at left, below). This service gives you 
an added sales advantage ... and still another answer as to why more 
and more screw-buyers, a// the time, are marking their orders: “American 
brand only. Don’t substitute!” So line up with the No. 1 line, today. 


AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 





... and here’sthe Trade-Tested 
Package for STOVE BOLTS!” 


Users and dealers alike have 
put a big OK on this unique 
partitioned package, origi- 
nated by American. This box 
keeps bolts and nuts separate 
... helps dealers in stock- 
keeping ... frees users from 
chore of turning nuts off 
bolts. 











JANUARY 30, 1947 

































































TO RAZOR 
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Exclusive 
3 Angle Bracket 
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PROMOTE ALL THREE SWING-A-WAY KITCHEN KINGS 


Discard all your pre-conceived ideas of Knife Sharpeners...here’s 
something so new and better that it is destined to take the market 
by storm. With a gentle, honing action, the SWING-A-WAY 
Edgemaster brings any knife to a swift certain sharpness. Finest 
carving knives to rough-work kitchen knives are sharpened 
without the slightest scuffing or marring of the knife sides. 
Edgemaster by its patented construction, only hones the sides 
of the knife edge. Fully guaranteed...and naturally, with all the 
famous SWING-A-WAY features. 


= a 
KNIFE 
SHARPENER 





JAR OPENER 


Vem OPENER 


4 TT : | 5" Reg. U. S. Pat. Off. | 


STEEL PRODUCTS 


1439 Merchandise Mart, Chicago 54, Illinois 
Canadian Address: P.O. Box 330 Port Credit, Ontario, Canada 












GREEN THUMB INC. BUYS 
HENRY A. DREER, INC. 
One of the oldest seed busi- 


nesses in the country, Henry A. 
Dreer, Inc., Dreer Bldg., 1306 





JOHN N. EUSTIS 


Spring Garden St., Philadelphia, 
was acquired on Jan. 10 by John 
N. Eustis, New York business- 
man, in association with George 
E. Perry and Robert R. Deutsch. 

Established in 1838, the gar- 
den house has announced that 
it will engage on a more exten- 
sive scale in all branches of the 


seed, garden and equipment 
field. 

Mr. Eustis originated the 
“Green Thumb” prefabricated 


steel Seed Bed and is president 
of Green Thumb, Inc., which 
manufactures and distributes it. 
Green Thumb will continue to 
originate and distribute garden 
specialties. 








GEORGE E. PERRY 


George E. Perry, for 17 years 
an executive of Henry A. Dreer, 
Inc., and since 1942 with Vaugh- 
an’s Seed Store in New York, 
is vice-president and _ general 





| standing salesmen, 







Robert R. Deutsch, associated 
with Mr. Eustis in Green Thum) 
and who served with him in th 
War Dept., will be active jy 
Dreer affairs. 
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E. R. McKNIGHT FINISHES 
| 45-YEAR SALES CAREER 


| The United States Hardwan 
| and Paper Co., 2522 So. Soto St, 

Los Angeles 54, Cal., hardwar 
| wholesale firm, has announced 
the retirement of one of its out 
Eugene R 
| McKnight, who began his 
as a traveling man, in Missoum 
in 1902. 

In 1916, Mr. McKnight join 
the R. L. Craig Co., of Los 
geles, as a salesman in the hou 
wares department. When R. 
Craig, Jr., retired and dissol 
the business in 1938, the enti) 
sales force went to work for U.§ 
Hardware and Paper Co. 
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EUGENE McKNIGHT 


Mr. McKnight was guest. of 
honor at a party tendered by Sam 
Abrams, president of U. S. Hard- 
ware and Paper Co., which was 
attended by 100 employees and 
customers. He was presented 
with a 23-jewel gold watch, ap- 
propriately engraved. 


W. S. MANCHESTER CO. 
HAS SALES MEETING 


The W. S. Manchester Co, 
manufacturers’ agents, 43 Leon 
St., Boston, Mass., recently held 
its annual sales convention at 
the Hotel Kenmore, Boston. The 
guest speakers included Alex- 
ander Goulard, president of 
Goulard & Olena, Skillman, 
N. J.; H. C. Laird, S. D. Wood- 
ruff & Sons, Orange, Conn., and 
Messrs. Louis Podell, Gordon 
Polesie, John Peterson and 
Thomas Hanlon of the Spar-Tex 


E. A. M 
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SAMUEL H. HARPER 














d by members of his family. 
Death was attributed to a heart 
ttack. He had not been in 
oor health, Mr. Harper was 
he grandson of the founder of 
he wholesale hardware company. 
He became president of the firm 
n 1941, succeeding W. P. Myers 
yho retired. 

He entered business with the 
Harper-McIntire Co. after com- 


William Henry Lobb, Jr., 
5202 Washington St. The firm 


ware Co. The deceased had been 
in business on Washington St. 
for 30 years. 


GORDON S. NEWTON 


Gordon S. Newton, 70, north- 
ern and central New York State 


Worthington Co., of Cleveland, 
Ohio, hardware wholesalers, died 
recently in a Cleveland hospital. 
A resident of Watertown, N. Y., 
for the past 15 years, Mr. New- 


while attending a sales repre- 
sentatives conference. He 


30 years. 


WALTER S. MILLS 


Walter S. Mills, 71, president 
of H. W. Mills & Co., Inc., hatd- 
ware retailers in Paterson and 
Passaic, N. J., and also presi- 
dent of the Banister & Geyer 
Div., H. W. Mills & Co., Inc., 
Newark, N. J., died Jan. 15. 





EARL M. HART 


Earl M. Hart, 58, a buyer for 
the Brown-Camp Hardware Co., 
Ist & Elm Sts. Des Moines, 
Iowa, hardware wholesalers, was 
recently found dead in bed. A 
buyer of floor coverings and 


















leting his education, and upon 
he death of his father, Clarence 
Harper, in 1936, became vice 
resident. 

His wife survives him, as do 
three sons, Sam, Jr., who is with 
@ army in Japan, and Terry 
nd Mickey, at home. He was 
ctive in civic life in Ottumwa. 
e had served on the board of 
he Chamber of Commerce, the 
alvation Army and the Ameri- 
an Red Cross. He was a flying 
nthusiast, owning his own plane 
ind was about to receive his 
olo license, 





E. A. MOSELEY 


Edward Allen Moseley, 76, 
ho for 25 years managed the 
ld Wilson Hardware Co., Beau- 
mont, Texas, died at his home in 
Dallas, Dec. 28. 





WM. HENRY LOBB, SR. | 
William Henry Lobb, Sr., 67, | 
of 3302 Georgetown, Houston, | 
exas, died at his home early in 
anuary. He was engaged in the 
tardware business with his son, | 
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toys, he had been with Brown- 
Camp Co. for 12 years. 





FRED ANDERSON 


Fred Anderson, 85, hardware 
retailer who had been in busi- 
ness in Lindsborg, Kans., for over 
50 years, died at his home, Jan. 
7. He had been ill for several 
weeks. Mr. 
this country from Sweden 
1884. 


in 


RAYMOND L. HAGEN, SR. 


Raymond L. Hagen, Sr., 50, 
assistant office manager 


town, N. Y., hardware firm, died 
suddenly of a_ heart 
recently. 








NEW STORE IN 
MUSKOGEE, OKLA. 
The Gibson-Gage Hardware 
and Supply has been opened in 
Muskogee, Okla., by E. S. Gib- 


son and C. A. Cage who formerly | 
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operated a ranch near Gore and 
at one time were in the banking 
business in Bristow. 


Anderson came to | 


of | 
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attack | 
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Although the demana for Shears and Scissors 
is far greater than our production capacity, we 
are participating in National Sew and Save Week. 

This is because today confidence is vital. 
Women are getting to know good shears and 
scissors again. Acme Shears 
are built to provide the finest 
cutting instruments it is pos- 
sible to produce. It is only 
natural that demand is so 
great that some delay in de- 
livery is inevitable. 

Just as you want women 
to keep on asking for Acme 
quality, so we suggest that 
you keep on asking your 
wholesaler for Acme goods. 
There is no substitute for 
Acme Shears ard Scissors! 


FREE—a newspaper mat (6 in. x 2 columns) suitable for 
use in connection with Sew & Save Week. Write us today. 


SHEAR & SCISSORS TIPS 





ACME suear co. 


BRIDGEPORT 1, CONNECTICUT 


Makers of 
ACME + EVERSHARP + PURITAN 
WINDSOR «+ KLEENCUT + AMERICUT 
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BURHANS & BLACK 
PROMOTES LYNCH 
Edgar A. Lynch, who 
sented Burhans & Black, 
133 Richmond Ave., Syracus 


pres.; Harry McKinstry, Mack & 
Mack, 2nd vice pres.; Earle J. 
Hopwood, Olds & Whipple, Inc., 
secretary-treasurer; E. C. Sul- 
livan, Sullivan Tool & Supply, 
assistant treasurer; and new di- 
rectors, F. J. Trieber, Clark Bros. 
Bolt Co.; George Ellis, Hartford 
Belting Co. E. A. Lawrence, 


E. INGRAHAM HEADS 

CONNECTICUT MFRS. 

Edward Ingraham, president 
of the E. Ingraham Co., Bristol, 
Conn., was recently elected presi- 








Hdwe. Mutual Casualty Co.; R. 
Swigney, Wood Alexander Co.; | 





ELWOOD M. JONES, JR. 

Manila, P. I., and was educated 
| in California, being a graduate 
| of the University of Southern 
California. He joined Rubberset | 
Co. in 1937 as a salesman, and | 
in 1945 became vice president in | 





EDWARD INGRAHAM EDGAR A. LYNCH 


dent of the Manufacturers Asso- 
ciation of Connecticut. 

The E. Ingraham Co., founded 
in 1831, are world famous manu- 
facturers of clocks, watches and 
timing devices. 


NUTMEGGERS INSTALL 
CRYNE AS PRESIDENT 


” 


The “Nutmeggers,” Connecti- 
cut hardware salesmen’s group, 
installed its 1947 slate of of- 
ficers at a meeting held, Jan. 8, 
at the City Club, Hartford, Conn. 

The following were installed: 
George Cryne, Briggs-Maroney 
Co., Inc., president; Douglas 
Arnout, Clemens Bros., Ist vice 





GEORGE H. CRYNE 


Harry Friend, W. O. Barnes Co., 
Inc., and Ray Rose, Benj. Moore 


Co. 


RUBBERSET PROMOTES 
E. M. JONES, JR. 


Elwood M. Jt. 


Jones, was 


elected a member of the board 
of directors of Rubberset Co., 


brush manufacturers, with head- 
quarters in Newark, N. J., at a 
meeting of the stockholders, Jan. 
13. Mr. Jones was born in 





charge of sales. He resides in 

Westfield, N. J. 

SEATTLE RETAIL GROUP 
ELECTS RILEY 


Charles Riley of the North 
End Hardware has been re- 
elected president of the Seattle 
Retail Hardware Association. 
Others named in January were: 
Ron Warburton, of Warburton’s 
Hardware and Appliance shop, 
vice president; D. D. Stewart, 
reelected secretary - treasurer; 
and J. D. Broman, of McFarland 
Lumber Co., H. C. Morris, Fre- 
mont Furniture and Hardware 
Co., and F. M. Lark, of Lark’s 
Hardware, trustees. 








A NEW $150,000 BUILDING which will be used exclusively by its appliance depart- 
ment, has just been completed by the May Hardware Co., wholesalers, 1054 31st St., N. W., 
Washington. The two-story building which has offices, display and sales rooms and ware- 
house, is located on Kansas Ave. at Blair Road, N. W. It has 20,000 sq. ft. of floor space 
and is adjacent to the main line of the B. & O. R.R. 

he Appliance Dept., which is operated as a separate integrated unit of the company, 
is managed by Shober E. Sapp, who has had 22 years’ experience in the appliance field. He 
is assisted by Reuben Acton, Jr., Robert E. Lancaster, Leo J. Maloney, Donald L. May and 
Lee J. Wilson, three of whom have had over 20 years’ experience in the appliance field. The 
firm has established franchised dealers in the District of Columbia, Maryland, Virginia and 


West Virginia. 


The department has been operating for many years, selling to the appliance dealer and 
to contractors, but not before operated as a separate entity. 
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N. Y., wholesale hardware fim) 


| in Northern New York state fa 


six years, has been promoted } 
sales manager. 

Mr. Lynch has been with th 
firm since leaving school abou 
12 years ago. He served in th 
Army for three years. 


E. L. WILLIS JOINS 
HINDS & STAFF 


E. L. Willis, formerly of U. § 
Ordnance, has been named é 
rector of the Import and Export 
Division of E. Sherman Hinds! 
Staff, 119% N. Virgil Ave., Ls 
Angeles, Cal., exporters of lum 
ber, cement, plumbing supplies 
machinery, tools, grading aml 
plumbing equipment. 


LENK MFG. CO. KEPT 
GOING AFTER FIRE 


When fire damaged the plant 
of the Lenk Mfg. Co., Newton 
Lower Falls, Mass., last Oct. 3 
its only effect on the Lenk or 
ganization was a brief pause it 
operations. Before Newton fir 
department officials had declared 
the fire under control, Col. D. 
Allen Lenk and his associates 
had located temporary quarters 
for the firm and exactly 23 days 
later the plant was back in pre 
duction. 

A letter to this effect was rt 
cently sent to customers ani 
suppliers by Col. Lenk as an er 
pression of appreciation of the 
patience and co-operation th 
company was shown during the 
days immediately following th 
fire. 

The firm manufactures ele 
tric soldering irons, blowtorches 
blowtorch fuel and a line of # 
der. 
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FRENCH-STYLE FRY PAN: Smooth 
rounded sides permit foods to slip 
from pan to plate easily. Bake 
lite handles. Two sizes, 8” and 9”. 





COVERED SAUCE POTS: Recessed 
rim retains moisture. Inside wa- 
ter gauges. Comes in four sizes, 
4 qt., 6 qt., 8 qt., 10 qt. 








\. LYNCH 








> hardware fim 
v York state fr 
sen promoted | 


¢ : 
PUDDING PAN: For puddings, NS 


macaroni dishes, soufflés, gelatins, COVERED CHICKEN FRYER: Beau- 
or general storage. Three sizes, tifully balanced, extra-heavy 
1% qt., 2 qt., 3 qt. gauge. Moisture-seal cover. Bake 
lite handle. 
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beef? Nut cakes? The fast-selling 
Reynolds Lifetime Heavy Aluminum 
Utensil Line has just the right pot or 
pan for every cooking need. 


y:. soup? Fried chicken? Roast 






















OVAL ROASTER: Convenient size 
for roasting poultry, lamb or beef. 
Moisture-sealing cover. Over-all 
dimensions: 1642” x 7” x 8¥”. 


DOUBLE BOILER: Broad well- 
balanced base. Double use... 
either as boiler or two separate 






The line now includes twenty-three 
different styles and sizes . . . all newly 
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For further information about the 
Reynolds Lifetime Heavy Aluminum 
Line, and the nationally advertised 
Reynolds Lifetime Triple-Thick Line, 
write Reynolds Metals Company, 
Housewares Division, 2008 South 
Ninth Street, Louisville 1, Kentucky. 


9; 
CH 
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we e 
REYNOLDS TS OUIIIVE HEAVY ALUMINUM UTENSILS 






























Straight-side cov- 
ered Sauce Pans, 

2 qt. and 3 qt.; 
Bake-Storage pan; 
Cooky sheet; Nest- 
ing Sauce Pans, 
with or without 
covers, 1 qt., 1¥% qt., 
2 qt., and 3 qt. 

Fry pans, 7” and 10”. 
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WALTER M. FLOTO 


WALTER FLOTO AGAIN 
HEAD OF CENTRAL 


STATES CLUB 
The Central States Hardware 
Club, at its annual meeting, 


held Jan. 6, at the Bismarck 
Hotel, Chicago, reelected Walter 
M. Floto, American Steel & 
Wire Co., as its president. The 





A. R. MEYERS 


dinner meeting was attended by 
152 members and guests. Six 
acts of professional entertain- 
ment followed. 

Other officers elected were: 
Andrew R. Meyers, General 
Hardware Co., vice president; 








BEN LEVE 


Ben Leve, Carborundum Co., 
secretary, reelected; and James 
A. Billings, Payson Mfg. Co., 


Feddery, Harpware AGE chair- 
man of the board of directors, 
reelected. 

The following new directors 
were elected: A. J. Eggleston, 
Richards-Wilcox Co.; Mr. Leve, 
and E. J. Flood, American Chain 
& Cable Co., Inc. 

The membership is now 375. 
New and larger permanent club 
rooms will be opened in Feb- 
ruary, in Suite 359, LaSalle 
Hotel. 





WESTERN SALES 
REPS. MOVE 


Collins, Groth & Johnson, 
Western sales representatives for 
a number of the leading gift and 
housewares lines, has announced 
the moving of its main offices 
and showrooms from 324 5th St., 
San Francisco, to Space 212 of 
the Western Merchandise Mart. 
The company maintains branch 
offices and showrooms in Los 
Angeles, Portland and Seattle. 
Ten salesmen are in the field 
covering the 11 Western states. 
The three partners in the busi- 
ness are: George H. Collins, Rus- 
sell C. Johnson, and Maynard B. 
Groth. 


NEBRASKA FIRM HEADED 
BY CLYDE DEMPSTER; 
SUCCEEDS BROTHER 


At a recent director's meet- 
ing of the Dempster Mills Mfg. 
Co., Beatrice, Nebr., Clyde B. 
Dempster was elected president, 
filling the vacancy created by 
the recent death of his brother, 
the late Harry L. Dempster. 

S. C. Waugh, of the First 
Trust Co., Lincoln, Nebr., was 
elected a member of the board 
to fill that vacancy. 

Elected vice president was L. 





WILL J. FEDDERY 





treasurer, reelected; and Will J. 


company for 41 years, since 1935 
as its secretary. From 1918 to 
1935, he was general manager 
of the Florence Table & Mfg. 
Co., Memphis, Tenn., the Demp- 
ster wood work manufacturing 
and distribution subsidiary. 

J. H. Thomsen, present assist- 
ant to the general manager, was 
elected secretary to succeed Mr. 
Fite. 

A. W. King was reelected 
treasurer, and Miss Ardeth M. 
Wells assistant secretary. 





BRAUN REPRESENTING 
REMINGTON IN TEXAS 


Major D. Lee Braun, who has 
been a sales representative for 
Remington Arms Co., Bridge- 
port, Conn., for the past 11 years, 
with the exception of 44 months 
spent as an aerial gunnery in- 
structor in the A.A.F., has been 
appointed to succeed the late 
Addison B. “Bill” Leftwich as 
Texas district sales manager. 
Mr. Leftwich died on Dec. 16. 

Major Braun, who is well 
known to the trade in the Texas 
territory, is one of the country’s 
outstanding skeet and trap shots. 





R. R. OSBORN GIVING 
HIS FULL TIME TO 
TURNBUCKLES, INC. 


R. R. Osborn who, since 1937, 
had been in charge of the Chi- 
cago district office of the Cleve- 
land Chain & Mfg. Co., Broad- 
way & Henry Sts., Cleveland 5, 
Ohio, recently tendered his 
resignation in order to devote 
his full attention to his own 
business, Turnbuckles, Inc., 650 
W. Lake St., Chicago 6, Ii. 
Mr. Osborn is serving Cleve- 
land Chain & Mfg. Co. in an ad- 
visory capacity for 12 months 
and mail will reach him through 
the Chicago office, 650 W. Lake 
St., Chicago 6, IIl. 


BERKEBILE LEAVES 
BETHLEHEM STEEL 


Kinter Berkebile, of the Chi- 
cago sales office of Bethlehem 
Steel Co., Bethlehem, Pa., has 
retired. Mr. Berkebile had been 
in charge of wire and wire prod- 
ucts sales in addition to super- 
vising the large special accounts 
of farm and carbuilding equip- 
ment since 1923. 





GOODRICH CO. OPENS 
CINCINNATI OFFICE 


A new district office of the In- 
dustrial Products Sales division 
of the B. F. Goodrich Co., Akron, 
Ohio, has been established in 
Cincinnati and John S. Gulledge 











Mr. Gulledge has been jp} 
dustrial product sales since 
joined the company in 1923, 
served as manager of the 
Louis district from 1939 , 
called to A.A.F. service in { 
war. Since rejoining the cg 
pany he has served as aetj 
manager of the Denver distrie, 





TOASTMASTER MAKES 
SALES APPOINTMENTS 


Appointment of Edson Beg 
Thompson as domestic repreg 
tative for the Cleveland-Pit 
burgh territory and of Will 
S. Maclear as the Kansas 
Twin Cities territory represen 
tive was recently announced 
Toastmaster Products Divisi 
McGraw Electric Co., Elgin, I 








E. B. THOMPSON 


Prior to service as a Navy Ki 
Corps pilot, Mr. Thompson 

employed by the Clevela 
branch of Graybar Electric 
He will continue to make 
headquarters in Cleveland. 
Mr. Maclear will make 
headquarters in Minneapolis. Hf 
has contacted Toastmaster # 
counts in the Chicago area du 
ing the past year. 











E. Fite, who has been with the 





appointed district manager. 





WILLIAM 8S. MACLEAR 
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Dow Production: 


As a major producer of ingredients necessary 
in the preparation of quality weed killers, 
The Dow Chemical Company is preparing 
plans for expanded producti to supply 
the huge 1947 weed killer market. To insure 
adequate stock, make your plans and place 
your order early! 








Dow Advertising: 
Millions of readers of many national and 
trade publicati will b more and 
mere familiar with all of the Dow weed 
killers this year. Schedules include SATUR- 





BE READY TO MEET THE DEMAND: 


The market for Dow Weed Killers this 
year will be enormous—farmers, lawn 
owners, ranchers, fruit growers— 
maintenance managers of golf courses, 
estates, parks, camps, schools, rail- 
roads, highways, cemeteries—and a 
host of others will be coming to you 
for chemical weed killers. 


Be ready with 2-4 Dow Weed Killer 
(powder and liquid), Esteron 44, Dow 
Contact Weed Killer and Dow Selective 
Weed Killer—manufactured by The 
Dow Chemical Company—foremost 
producer of tested and proved chemi- 
cals, 25c and $1.00 sizes. Write for 
literature, discounts, shipping weights! 


VARIETY OF PRODUCTS: 


grain fumigants, and many others —including 
plant hormones. Decide now to share in the 
1947 profits—get the facts. 


DAY EVENING POST, BETTER HOMES AND 
GARDENS, AMERICAN HOME, COUNTRY 
GENTLEMAN. and many, many others which 
your customers read. 


Dow's expanding line of agricultural chemi- 
cals includes weed killers, DDT formulations, 
insecticides and fungicides, seed protectant, 





Dow Merchandising Helps: 


Write at once for complete details of Dow's 
merchandising kit for weed killers—including 
free window and counter cards, counter 
displays, mats for use in local ads. Be 
ready to use this valuable point-of-sale 
assistance. It is yours for the asking! 


Ask About the 
Complete Dow Line! | 
Wire or write today! 





—~ DOw_ 


CHEMICALS INDISPENSABLE 
TO INDUSTRY AND AGRICULTURE 


AGRICULTURAL CHEMICAL DIVISION 
THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN 


New York © Boston « Philadelphia « Washington « Cleveland * Detroit « Chicago « St. Lovis 
Houston * San Francisco « Los Angeles « Seattle 
Dow Chemical of Canada, Limited, Toronto, Ontario Mee Meek Fore ee Ie i 
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Large Hand Tool Inventory 
Now on Surplus Sale 


The government’s largest in- 
ventory of surplus hand tools of 
all kinds was offered to whole- 
salers, exporters, and large and 
small retailers at a fixed price 
sale from January 15 to February 
10, War Assets Administration 
‘has announced. The San Antonio 
WAA Regional Office is offering 
its entire inventory of new hand 
tools, acquired during the war 
at a cost of more than $7,000,000. 

Large quantities of wrenches 
including box, socket, open end 
and speed wrenches, calipers, 
chisels, files, hammers, mallets, 
pliers, screwdrivers, both regular 
and Phillips types, mechanical 
fingers, electric soldering irons 
and thickness gages are included. 

Inspection of the surplus tools 
may be arranged by contacting 


the San Antonio Regional Office. | 


In addition, samples will be dis 





and San Francisco WAA re- 
gional offices. Catalog price list- 
ings are being mailed to thou- 
sands of prospective buyers or 
may be obtained upon request 
from the San Antonio, Boston, 
New York, Chicago, San Fran- 
cisco and Los Angeles WAA re- 
gional offices. 

All orders should be sent to 
War Assets Administration, San 
Antonio Regional Office, Transit 
Tower Corner, South St. Mary’s 
and Villita St., San Antonio 5, 
Texas. 

All buyers may submit orders 
concurrently and those of pri- 
ority claimants will be filled in 
the following order: (1) certi- 
fied veterans of World War II; 
(2) Reconstruction and Finance 
Corporation for small business; 


| (3) state and local governments; 


played at the New York, Chicago | 


(4) non-profit institutions. 








WIRE NAIL PREMIUMS 
MAY STOP MARCH 31 
(Washington Bureau 
of HARDWARE AGE) 

Premium payments for wite 
nail production are not likely to 
be continued beyond the sched- 
uled expiration date of March 
31, according to sources within 
NHA. An official decision will 
not be announced until after a 
final review of the situation is 
made and further consultation 
with the industry. 

Present indications are that con- 
tinued bonus payments through 
March will maintain monthly 
output at the 77,000 ton level or 
better, thus requiring an average 
production of only 71,000 tons 2 
month for the remainder of the 
year in order to meet estimated 
1947 requirements of 866,000 
tons. 

Production goals of 77,000 
tons monthly were set for the 
industry when the NHA pre- 
mium payment plan became ef- 
fective last October. 

At a recent meeting of the 
CPA steel industry advisory 
committee, the group went on 
record as opposing premiums of 
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any kind but conceded that 
bonuses for nails should be con- 
tinued through March because of 
probable commitments under the 
plan. 


LIFT RESTRICTIONS ON 
SURPLUS SALES OF 
BATTERY-LEAD SCRAP 


Sales by War Assets Adminis: 
tration of surplus battery-lead 
scrap, antimonial lead, and 
solder, formerly restricted to 
smelters and refiners, may now 
be made without restriction, the 
Civilian Production Administra- 
tion said recently. 

This action was taken by revo- 
cation of Direction 15 to Pri- 
orities Regulation 13, which was 
issued last March because most 
of these metals in surplus were 
not usable under existing CPA 
restrictions, without first being 
reprocessed into other forms. For 
example, much of the solder in 
WAA stocks was high tin-content 
solder which, under CPA regula- 
tions, was not permitted for most 
uses, 

With the recent lifting of CPA 
lead controls and the granting 


} 





of many appeals for employing 


50/50 solder (50 per cent lead | 
| amendment was necessary he 


and 50 per cent tin) for electri- 
cal uses, the restriction on WAA 
sales is no longer necessary, CPA 
said. 


CPA TIES UP USES 
OF AGAVE FIBER 


Restrictions on the use of 
agave fibers have been tightened 
by the Civilian Production Ad- 
ministration, which limited sisal 
fiber to the manufacture of rope 
seven-eighths of an inch in diam- 
eter (2% inches in circum- 
ference) and smaller. At the 
same time, CPA relaxed end-use 
limitations.on spinnable Manila 
fiber (abaca) to permit its use 
in the manufacture of all sizes 
of rope for any end use. 

Action was taken by an amend- 
ment to M-84, the cordage order 





originally issued February 29, 
1942. CPA explained that the 


cause of reduced receipts of 
agave fiber. 

By this action, CPA expects to 
save agave fiber for the manu 
facture of binder twine, baler 
twine, and yope. The amend 
ment does not prohibit the sale 
delivery, or acceptance of any 
rope made of agave fiber which 
was put into process prior to 
January 16, 1947. 

Processing quotas remain un- 
changed by the amendment, CPA 
explained, and the Reconstruc- 
tion Finance Corporation will 
continue the importation of all 
agave fibers and the production 
and importation of Central Amer. 
ican abaca fibers for allocation 
by CPA. Processors’ inventories 
of spinnable Manila fibers still 
are limited to 90 days’ needs. 








Increase in Motor Output Sends 
Appliance Production to New Peak 


Production of household ap-) quarter of 1947. 


pliances and home heating units 
will be materially increased hy 
a 182,000 November increase in 
the production of electrical frac- 
tional horsepower motors suit- 
able to these products, to a new 
post-war peak of 1,157,000 units, 
according to the Civilian Produc- 
tion Administration. 

Total output of all types of 
fractional horsepower motors in- 
creased 125,000 in November, 
also to establish a new post-war 
production high of 2,261,741. 
The record November output 
brought the first reduction since 
V-J day in the huge number of 
unfilled orders for these motors. 

While the increased output 
will aid in alleviating the criti- 
cal supply situation in fractional 
horsepower motors above the 
fleapower size (1/20th of a horse- 
power and under), CPA said 
that priority users of the type of 
motors used for warm air fur- 
naces will require 90 to 95 per 
cent of the anticipated produc- 
tion of this group during the first 


Month 





Shipments 
Units 


All furnace 
manufacturers, CPA added, are 
currently receiving a fair share 
of the available supply, although 
not as many as they desire. 

Contributing to the mounting 
output was the industry’s virtu- 
ally complete reconversion from 
war to peacetime production. 
This reconversion represented 2 
change-over from production of 
direct to alternating current mo- 
tors, which are required in re 
frigerators, washing machines 
and other peacetime products. 

CPA priorities assistance, 
started in January, 1946, on pro- 
duction materials and capital 
equipment, helped the industry 
reach its high output. 

Production of fractional horse 
power motors during the last 
three months covered by CPA 
reports is shown below. 

CP Apredicted a dip in De 
cember output to around 2,000, 
000 units because of the shorter 
work month, but forecast a fre 
turn to the 2,250,000 production 


level in January. 
Unfilled Backlog* 
Orders, Units 

89,684,941 

41,886,662 

89,767,881 


be 
*Backlog is based on the respective month’s rate of shipments. 
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f 
free service. Non-breakable brass head. Still at 


moderate price! Order from jobber. 


“POPPY SPRINKLER” 









Perfect sprinkler for large or small areas; drench- | 


g spray or low, even sprinkle. Proved by years 


use. Built for smooth operation and trouble- | 





Throws drenching but gentle spray. 
No twisted, broken arms because 
head and arms are cast in one rugged 
piece. Guaranteed to stand hardest 
use and wear! Ask your jobber for 

i k-selling “Poppy” Sprinklers. 
Order today! 














R. MFG. CO. 
PEORIA, ILLINOIS 


its DIFFERENT 


THE 









GROUND TO 
A SHEARING 
EDGE 


WILL LAST 
A LIFETIME 


This Store Dem- 
onstration seldom 

fails to make a 
SE! |... 

PLACE EDGER ON COUN- 
TER. HOLD PIECE OF PA- 
PER BETWEEN CUTTING 
TEETH AND TURN ROLLER 
IN CUTTING DIRECTION. 


SEE HOW IT CUTS! 
ft 
























GRASS EDGER 


Cuts like a 
Pair of Shears 

























EASY TO OPERATE 
























ORDER A GROSS TCDAY AND = 
! 
SEE HOW QUICKLY THEY SELL! anne 









If your leading jobber does \ BEEN SOLD 
not carry AYERS EDGERS in stock, \ 

send orders to us direct together 
with name and address of your 


local jobber. 


@ 
GEO. E. AYERS COMPANY 
2606 DUNLAVY HOUSTON, TEXAS 















































FOR ‘SURE 
z, EASY TRAPPING 
OF MOLES 


For golf courses, gardens and lawns. 
The favorite of veteran greenkeepers. 


E-Z TRIP MOLE TRAP 


@ Effective in any type soil. 

@ Sensitive, positive action trigger activates two sets of jaws 
that catch moles coming from either direction. Movement of 
1/16” trips trap. Two powerful 34” oil-tempered springs. 

@ Simple and easy to set. When trap is sprung, trigger rises 
to signal catch. 

@ 14-gauge steel, rust resistant finish. 

@ Overall length 17”; inside width 5%”; opening of trap 
in mole runway when set 3”. Instructions attached to each trap. 

@ Shipping wt. cartoned, 2 doz. 18 Ibs. 

@ Sold exclusively through independent hardware jobbers. To 
be retailed at $1.80. Customary trade discount. F.O.B. fac- 
tory. Catalog 
pages, literature 
and electrotypes 
furnished on re- 
quest. If your 
jobber can’t sup- 
ply you, write di- 
rect, giving job- 
ber’s name. 


E-Z TRIP 
MOLE TRAP CO. 


4809 N. Detroit Ave. 
Toledo 12, Ohio 




































JANUARY 30, 1947 


SHEER Stoem Heat 


TRACTOR EXHAUST PIPE COVER... 


ws ylomatic / 










































FITS MOST TRACTORS 

@ Adjustable for pipes up to 
31,” diameter 

@ Installed in a ‘“‘jiffy’’ 

@ Made of die cast aluminum 
—won't rust 












Every tractor operator needs and wants one. LIST PRICE 
Keeps rain out of tractor exhaust pipe and 4 oO 







muffler. Stops rusting valves and rain flooded 
pistons. Keeps out irt and aids easier start- 
ing after rain storms. Deflects fumes from 






operator. Eliminates ‘‘tin can" ners. Noth- Com- 
ing to replace or go =e. A red hot item plete 
for quick, easy selling. Liberal dealer dis- 






count. Jobber inquiries invited. ORDER TODAY 














H. M. SHEER COMPANY © 3"* sunenc 











T.F.E. This Advanced Idea in 
Fastener Merchandising Can Mean 


Lower Sales Expense For You 


You may be hearing a lot about “T.F.E.” It’s an 
RB&W sponsored idea that can help you get the 
maximum profit out of your fastener line. 

“T.F.E.” stands for True Fastener Economy — 
the lowest total cost for specifying, purchasing 
and using fasteners. It is explained in the RB&W 
ad reproduced on the opposite page, now run- 
ning in a long list of business magazines. 

You benefit from “T.F.E.” in these ways — 

1. The customer who wants True Fastener 
Economy rather than just Low Initial Cost will 
continue to buy a quality line — good times and 
bad. 


Russell, Burdsall & Ward Bolt, and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Philadel- 
phia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


2. The customer who standardizes on fewer 
types and sizes will buy in larger quantities less 
frequently, saving you paper work and shipping 
room expense. 

3. The customer who insists upon quality is 
less likely to burden you with the costs of com- 
plaints and returned goods. 


To make the most money on the important 
and profitable volume item of fasteners, promote 
“T.F.E.” to your customers... call on us when- 
ever it would be practical to have our engineer- 
ing staff help the customer to standardize on 
purchases and to engineer better fasteners. 


DEPENDABLE FROM COAST TO COAST 


RB&W bolts, bought at random from distributor 
stocks in Boston and Chicago, will be identical— 
the same clean-cut heads, accurate well-finished 
barrels, perfect threads, high physical properties. 
That’s why—when you offer the RB&W Brand, you 
offer an opportunity to achieve True Fastener 
Economy. Every shipment can be depended upon 
for the accuracy, strength, uniformity and finish that 
keep the cost of using fasteners to a minimum. 


TheCo mplele Quality Line 








BURDSALL & WARD BOLT & NUT COMPANY 
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It is the many costs of using a fastener that count e°@ 

. - nct just the initial price. True Fastener Economy is 
the lowest total cost for fastener selection, purchase, 
assembly and performance. 
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of initial cost, by specifying correct type and 
size of fasteners 





1. Reduce assembly time to a minimum by sav- 
ings through use of accurate and uniform fasteners 






6. Simplify inventories by standardizing on 
fewer types and sizes of fasteners 


2. Make your men happier by giving them fast- 
eners that make their work easier 








3. Reduce need for thorough plant inspection, 
due to confidence in supplier’s quality control 


4. Reduce the number and size of fasteners by 
proper design 
5. Purchase maximum holding power per dollar 





7. Save purchasing time by buying larger quan- 
tities from one supplier’s complete line 






8. Contribute to sales value of final product by 
using fasteners with a reputation for dependa- 
bility and finish 















RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 






102 years making song 
the things lhal make America shong 


















Piants at Port Chester, N. Y., Coraopolis, Pa., Rock 

‘alls, Ill., Los Angeles, Calif. Additional sales offices at 
Philadelphia, Detroit, Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast tu coast. By ordering 
through your distributor, you can get prompt service 
for your normal from his stocks. Also—the in- 
dustry’s most complete, easiest-to-use catalog. 


















102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


JANUARY 30, 1947 





Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 
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standard rails, carbon bars, tin plate, 
other tin mill products, plates and struc- 
tural shapes. More recently, delivered 





prices must now compensate for the 





ADVANCES 


Some door closers. Some night latches. Pipe and tubing. Extras on nails. first. 
Fence wire. Barbed wire. Sheet zinc. Zinc oxides. Kraft container board. 


freight rate increase effective January 
As of Dec. 28, National Tube 
Company advanced pipe and tubing 








Door closers—In recent weeks 
some manufacturers of door closers ad- 
vanced prices about 10 per cent. 

* *¢ « 

Builders’ hardware— As of 
Jan. 1 a leading manufacturer, ad- 
vanced prices on various builders’ hard- 
ware items ranging from 10 to about 
25 per cent. Last month the company 
also issued advances on rim night latch 
and rim deadlock lines, advances being 
about 10 per cent. 

* * ~ 

Floor hinges, screen door 
hinges—Some lines of floor hinges and 
screen door hinges were advanced about 
15 per cent late in December. 

* * «© 

Night latches—E. T. Fraim 
advanced night latches about 16 2/3 per 
cent late in December. 

cos a a 

Kraft container-board — On 
Dec. 20, International Paper Co. raised 
the price of Kraft container board to 
$100 a ton, effective January 1, from the 
former $84 a ton, in effect since Dec. 1. 
The rise at that date had been $10 a 
ton from the old price. The company 
said the increase was necessitated by 
higher production costs. Kraft con- 
tainer board is used in the manufacture 
of corrugated shipping containers. Other 
major producers of this type of material 
have announced no immediate move to 
increase their prices. 

ie a ” 

Two important rulings—Rub- 
ber manufacturers no longer will be re- 
quired to obtain permission to consume 
natural rubber, butyl and “GR-S,” the 
general purpose synthetic. They will be 
free to determine what permitted prod- 
ucts they will make from the quantities 
of these materials they obtain, CPA 


126 


recently ruled, 
order R-l. 
sors’ permitted inventories of spinnable 
manila fiber (abaca) from 120 to 90 
days, by amending order M-84, effec- 
tive immediately. 


among the steel products advanced, and 


prices, varying by item, but averaging 
about $6.50 per net ton on oil country 
tubular goods; $7.30 on seamless stan- 
dard and line pipe; $9 on buttweld 
pipe, and about 10 per cent on boiler 
tubes. The adjustments were intended 

“partially correct price inequities.” 
The new prices are about 8 per cent 
above the 1937 published prices, it is 
stated. Effective for shipments begin- 
ning Jan. 6, the steel and tube division 
of the Timken Roller Bearing Co., in- 
creased its base prices on seamless car- 


in amending rubber 
CPA has reduced proces- 


* * * 


Steel products prices—Since 
the OPA expired on Nov. 10, 1946, 


previously reported, have been hot 
rolled sheet and strip, galvanized sheets, 








Wholesale Hardware Sales‘ 
By Geographic Divisions, for November, 1946 


SALES REPORTED | SALES YEAR-TO-DATEb 


| 








| 

Percent Change 
GEOGRAPHIC | November 1946 Amount (Add 000) 

DIVISION 5 | 
Eleven | Eleven 
| Months | Months 

| Nov. Nov. | Oct. lb 1946 1945 
| 1946 1945 1946 945 |(Add 000)|(Add 000) 








$74,151 $636,977 
1,324 14,447 
0,609 


U.S. TOTAL.... $67,797 
New England 

Midd'e 

East North Central... . 
West North Central... . 
South Atlantic 

East South Central. . 
West South Central. . 
































Bureau of the Census Current Wholesale Trade 
a Includes 39 reports received too late to be incorporated in Census Bureau published releases. 

b Includes reports received too late for inclusion in previous monthly totals. 

c Number does not apply in all cases to the year-to-date figures. 





States comprising regions: 
New England—(Conn., Maine, oh N. H., R. L., Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(lil., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 8. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 
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442,604 


The Ceiling Is Off! | 


JANUARY 


30, 


1947 


sgl Z 


i 


ASSOCIATES 
131 STATE STREET, BOSTON 


Sales Representatives 








Saar = 
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® This line of household items 


consisis of funnel combinations, ) 


fruit juicers, shaker sets, sink 
strainers, tumblers, tumbler 
sets, etc. They are uncommonly 
smooth and free from molding 
marks, laminations and defects 
of any kind. Of beautiful, lustrous 
finish, they are also highly dur- 
able. Colors: solid red and white. 
© They are made only of virgin 
materials and molded with ex- 
treme care. They are backed by 
six years of plastic experience. 
Ask for folder A-l and prices. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


CLEVELAND 4, OHIO 


3001 EAST 87th STREET 











Wholesale Hardware Inventories* 
By Geographic Divisions, for November, 1946 








END-OF-MONTH INVENTORIES (Cost) STOCK-SALES-RATIOS b 





Percent Change 
GEOGRAPHIC November 1 
DIVISION vs. 


Amount (Add 000) 





Nov. 


32 


Nov. Nov. Oct. 
1946 1945 





U. S. TOTAL 


New England 
Middle 
East N 





+4+4+4+44+444+ + 
ESNNOONOOGa a 











$71,230 | $50,152 
1,936; 1,389 
6,476; 5,077 
14,187| 8,838 
15,556 | 11,344 
4,201; 2,721 
2,225| 1,482 
9,652| 6,441 


1,084 
15,913 | 12,070 




















Bureau of the Census 


Current Wholesale Trade 


a Includes 19 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 








bon steel tubing, for mechanical and 
pressure applications, by 744 to 10 per 
cent. At the year-end a leading pro- 
ducer of wire products issued a new 
card of extras on common nails, averag- 
ing $5 a ton above previous extras. 
Among the extreme jncreases reported 
included in the new extras, was said to 
be a $22 a ton increase on % inch No. 
12 roofing nails. No changes in base 
prices are indicated on common nails, 
but now galvanized nails take the same 
base as bright finish. Increases of $5 
per ton in the base price of annealed 
and galvanized fence wire are also ef- 
fective. Annealed fence wire is now 
quotable at $3.75 and galvanized fence 
wire at $4.10, both base per 100 lbs., 
f.o.b. mill. Barbed wire has been in- 
creased $15 a ton, it is reported. 
- és 


Copper, lead and zinc—In the 
mid-January week, copper demand con- 
tinued strong, and prices were un- 
changed at 19% cents per pound, Con- 
necticut Valley base. Copper consum- 
ers, fearing allocations from the govern- 
ment stockpile may end by April, 
watched the fight shaping up in Con- 
gress over attempts to have the 4-cent 
copper tariff reduced or suspended. The 
price of lead advanced to 13 cents per 
pound, New York, and 12.80 cents, East 
St. Louis. CPA said “a small ton- 
nage” of stockpile lead will be released 
in January “to bridge the gap between 
the end of lead controls and resumption 
of private buying of foreign metal.” 
Zinc demand was exceptionally large 
and some traders said another price ad- 
vance might be in the offing. New York 
and East St. Louis prices remained un- 
changed at 11 cents and 10.50 cents per 


pound, respectively. The American 
Zine Institute reports December ship- 
ments totaled 89,574 tons. Production 
was 70,097 tons. Stocks of slab zinc 
were reduced to 176,328 tons at the end 


of the year. 
* * * 


Tin, terne plate—The Ameri- 
can Can Co. announced a price of $5.75 
per base box, for standard coke tin 
plate, and a price of $4.90 a base box 
for special coated manufacturers’ terne 
plate, both effective Jan. 1. 


*- + * 


The “non-ferrous” metals — 
Now that price control has been aban- 
doned on the major non-ferrous metals, 
and foreign producers are getting back 
into production, improvement should be 
noted in supplies for domestic consum- 
ers in 1947. Copper and tin are the 
“shortest” items in the supply picture. 
Definite improvement approaching ad- 
equacy within the year is foreseen on 
lead and aluminum, with zinc and 
nickel representing the only major non- 
ferrous metals really now in sufficient 
supply. Although world market prices 
have climbed above successive domestic 
price increases, following decontrol here, 
they are expected to stabilize as foreign 
producers get under way. 


* * * 


Sheet zinc—zinc oxides—Mat- 
thiessen & Hegeler Zinc Co. announces 
that, effective Jan. 2, its price for sheet 
zinc is advanced $2 per ton to the basis 
of 15.50 cents per pound f.o.b. mill. It 
is making no advance in ribbon zinc, 
which remains at the present level of 
14.50 cents. Matthiessen & Hegeler’s 
policy with respect to quantity discounts 
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a THE MEN WHO SELL THESE FAMOUS BRANDS 
box 
fa AND CASH IN ON THE “CP” PROGRAM 
“aes Ask your manufacturers’ local sales representatives 
ban- how the “CP” program will help you move higher 
tals, grade, profit-building, famous brand automatic gas A-B - CALORIC + DETROIT JEWEL 
rack ranges off your floor in volume to the 2 out of 3 of 
i be aed —_— who have gas ranges more than 10 ESTATE HEATROLA + GAFFERS & SATTLER 
ines, old. ° 
Find out why the “CP” trademark of the Gas g : 
na Appliance Manufacturers Association (GAMA) is GARLAND - GUENWOOD + GRAND 
, your customers’ double assurance that the brand WICK MAGIC. CHEF MOORE'S 
pe name automatic gas ranges they buy meet rigid high HARD : : 
convenience and performance standards set by - ‘ 
- GAMA on recommendations of leading gas range OCCIDENTAL + O'KEEFE & MERRITT 
‘ uf; ‘ ilities, h ists and 
ent on eee ga ee ee ee ET QUALITY . ROPER - SGE-ACORN 
wag Learn how to cash in on the 10 million dollar 
stic utility and manufacturer advertising campaigns SGE-ORIOLE « SPARK - TAPPAN - UNIVERSAL 
me, that are preselling your customers for you. “CP” 
ign is the only unbiased buying guide of its kind in the WEDGEWOOD - WESTERN HOLLY 
major appliance field and the soundest selling idea 
you can tie into. Here is the greatest profit oppor- In Canada — CLARE BROS. + MOFFAT 
a tunity in major appliance history. 
ces 
t 
o Get full details today from the representatives of the manufacturers’ lines you handle, or write 
It Gas Appliance Manufacturers Association, 60 East 42nd Street, New York 17, N. Y. 
- ( 
of 
r’s GAS THE WONDER FLAME FOR AUTOMATIC ‘ome men Gm. BC 
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Smooth, steady power for work on any metal, 
alloy, plastic, wood, horn, bone, glass, etc. 
the ideal tool for the home workshop, 
hobbyists, repairmen, mechanics. AC or 


25,000 r.p.m. Wt. 12 oz. 


A GOOD SELLER — THE HANDEE KIT 





Every man and boy wants this set. Handee and 
40 most popular accessories in steel carrying 
case. Nationally advertised at $27.50. Handee, 


with 7 accessories, $20.50. 


NEW PRECISION ATTACHMENTS 


They fit Handee only; 
enable novice or crafts- 
man to do precision 
operations not possible 
with any other tool. 
Set of 6 attachments 
with instructions, na- 
tionally advertised at 
$7.95. 







ACCESSORY 


inside for additional stock. 


Write today for special deal on Accessory Czse and contents 


















DISPLAY CASE 


Invite sales! Customer makes selections from 
complete, glass-covered display. Storage space 


has been changed, with discounts 
abolished and replaced by a scale of 
extras for less carloads. For carloads 
and over the customer pays the base 
price. Packing charges have also been 
revised upward. New Jersey Zinc Co. 
announced, effective Dec. 19, its car- 
load prices for 35 per cent and 50 per 
cent leaded zinc oxides were advanced 
to 10.50 cents and 11.12% cents respec- 
tively, representing increases of %4 and 
38 cent. The 5 per cent leaded grade 
continues quotable at 9 cents for car- 
loads. 
~ * a 


Lead products advanced—Fol- 
lowing the Jan. 7 advance in primary 
lead to a basis of 13.00 cents per 
pound, a leading manufacturer of lead 
products announced, effective immedi- 
ately, a new price for full lead sheets, 
140 sq. ft. rolls at 16.25 cents. Lead 
traps and bends, combination bends, 
and drum traps have been raised from 
“list plus 35 per cent” to “list plus 
38 per cent.” Leading sellers of lead 
oxides also advanced their prices 45 
points to compensate for the advance in 
primary lead from 12.55 cents to 13.00 
cents per pound. Litharge in less than 
5-ton lots is now quoted at 15.45 cents. 
Dry red lead in less than 5-ton lots at 
16.45 cents per pound, and Orange min- 
eral in carload lots is now 18.10 cents. 


* * * 


Resistance to lumber prices 
—Serious buyers’ resistance to what 
some call “ridiculously high prices” of 
lumber has developed in many sections 
in the last 60 days. The resistance has 


formed among dealers who refuse to 
pay the high prices at the mills, as well 
as among consumers, and it has reached 
a stage where it is reflected in a slump 
in sales. There is more wood in the 
yards now, than there was six months 
ago or even 60 days ago, but stocks still 
are not normally assorted — rather 
broken. Hardwood flooring, millwork 
and siding are still termed very scarce, 
along with shelving and plywood and 
wallboards. Now that more items are 
gradually becoming available, still many 
conservative dealers are refusing to buy 
at the current high market—taking only 
what they must have immediately for 
their customers, not for inventory. One 
Chicago expert remarked: “Lumber is 
not different from any other commodity. 
If high enough to discourage sales, it 
will price itself out of the market. We 
have recently experienced this in other 
commodities. I expect the lumber mar- 
ket to level off in from four to six 
months.” But most dealers agreed that 
the little house owner can walk into al- 
most any yard today and walk out with 
a piece of 2 by 4 if he has the price. A 
year go he would get only the old re- 
peated story—shortages. 
a * on 


Steel labor and production— 
Steel management and steel labor both 
would like to avoid a major steel strike 
in February, but for different reasons, 
according to the Jan. 16 issue of The Iron 
Age. Steel officials see ahead the chance 
to keep operations at peak levels for 
many months and thus realize what they 
consider to be a reasonable profit on 
their investment. Steel labor on the 








By Geographic Divisions, for November, 1946 


Wholesale Hardware Collections 
‘on Accounts Receivable’ 








ACCOUNTS RECEIVABLE 


Collection Percentages"b 





Percent Change 
GEOGRAPHIC November 1946 
DIVISION 


vs. 
Number 





Amount (Add 000) 





of 
Firms Nov. Oct. 
1945 1946 


Nov. Nov. Oct. Nov. Nov. Oct. 
1946 1946 946 
























































CHICAGO WHEEL & MFG. CO. 
Makers of quality products for 50 Yeare 


1101 W. Monroe St., Dept. HA, Chicago 7, III. 


U.S. TOTAL..... $62,437 $56,148 
New England......... 17 +57 +1 1,220 778} 1,207; 94 98 95 
Middle Atiantic....... 62 +62 +15 9,554; 5,888) 8,288 93 96 97 
East North Central... . 43 +85 +13 11,661 6,317 | 10,349] 103 107 108 
West North Central... . 36 +72 +14 11,500} 6,674; 10,123; 113 117 123 
South Atlantic........ 48 +77 +6 8,260; 4,674) 7,776| 101 96 102 
East South Central 14 +47 2,406| 1,637| 2,399 98 99 98 
West South Central 23 +43 +5 5,534; 3,864) 6,279) 112 108 113 
Mountain = 8 +60 +8 983 613 909 89 90 91 
PE ovcscosevcdses 25 +59 +15 11,319} 7,119] 9,818 91 95 94 

Bureau of the Census Current Wholesale Trade 


a Includes 37 reports received too late to be incorporated in Census Bureau published releases. 
b — a! are obtained by dividing the collections by the accounts receivable for an identical! 
group of firms. . 
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other hand, while aggressively seeking 
a substantial wage increase, neverthe- 
less would like to obtain this conces- 
sion without resort to a national strike, 
the result of which might be far more 
stringent controls over labor unions 
than is now proposed by Congress. 
Both sides are expected over the next 
month of negotiations to bend over 
backwards in order to reach a mutually 
satisfactory agreement. As a good send- 
off to the steel wage negotiations, the 
steel ingot rate this week is practically 
back at its postwar peak of 91.5 pct, 
up one point from last week. Although 
scrap supplies continue tight and pig 
iron production is being pushed to the 
utmost, it is believed that steel opera- 
tions barring a major shutdown will 
continue at current levels for some 
months to come. 
+” 





* * 





Sports equipment outlook — 
Athletic equipment generally will con- 
tinue to be in short supply for many 
months to come, leading sporting goods 
manufacturers say. They feel that pro- 
duction while gradually approaching 
pre-war levels, will be insufficient to 
meet pent-up and increased demand. It 
will probably take a year, before manu- 
facturers will attain a normal operating 
basis, with supply equalling demand. 
Christmas business of sporting goods 
stores generally was said to be the lar- 
gest in perhaps the last ten years, 
despite acute shortages in many lines. 
William F. King, vice-president, Wilson 
Sporting Goods, Co., said he was very 
optimistic over the prospects for 1947, 
both as to sales and the amount of 
goods that will be produced. He as- 
serted, however, that production will be 
insufficient to meet demand. Pent-up 
demand has reached such proportions 
that shortages will exist for many 
months. However, despite existing 
shortages, he said that buyers have be- 
come more selective, and are expressing 
a preference for quality goods. Dis- 
cussing specific items, Mr. King said the 
backlog of demand for golf equipment 
is so large that it will not be fully met 
next Summer, despite sizeable produc- 
tion. As contrasted to most lines, ten- 
nis equipment is in plentiful supply. 

* * * 


Vacuum cleaners — Breaking 
monthly records for seven months in 
succession, factory sales of standard- 
size household vacuum cleaners smashed 
through to still another all-time high 
in December and sent 1946 total sales 
to 2,289,441, or 37 per cent greater 
than the industry’s best pre-war year, 
1,670,129 in 1941, according to industry 
figures announced by C. G. Frantz, sec- 










retary-treasurer of the Vacuum Cleaner 
Manufacturers’ Association. December 
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“Never mind the money, Bud, just give 
me those Boss Gloves!” 























BOSS Jerzy 403— Outdoor work favorite 






Help! . . . Police! 
There aren’t enough Boss Work Gloves 
for customers who need them now. That’s why 

Boss is making every effort to unravel shortage problems 
and produce larger quantities. Meantime, you can 

count on your fair share of the allotments regularly 


shipped to your BOSS distributor. 


WORK GLOVES 


57 YEARS OF HAND PROTECTION 





THE BOSS MANUFACTURING COMPANY ¢ KEWANEE, ILL. 
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For man, woman or child 


YANKEE 


No. 41 Automatic Drill 





easiest to use... 
easiest to sell 





Push it! ... nothing 
could be easier or more 
attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 

. 4,6 to 114, inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
for you. 


YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 
NORTH BROS. MFG. CO. 


Division of The Stanley Works 
Philadelphia 33, Pa. 











sales were 265,364, compared to 260,572 
in November, and 142 per cent greater 
than 109,840 in the comparison month 
of December, 1941, final year of full 
pre-war production. 
* 2 8 

Paint — The Sherwin-Williams 
Co. is scheduled to produce 3,000,000 
gallons of top grade house paint for 
spring—a 50 per cent increase over the 
same period a year ago, Arthur W. 
Steudel, president, reports. Production, 
which is already well under way, calls 
for increased monthly gallonage through 
the spring season until the 3,000,000- 
gallon schedule is reached. In announc- 
ing the program, Mr. Steudel said: 
“House paint has been extremely 
scarce due to severe shortages in lead, 
zinc, titanium, linseed oil and packages 
which have prevented us from manu- 
facturing any appreciable quantity of 


| house paint for many months. In fact, 
| there is a backlog which represents 
| constant shortages during the war 


period with a consequently increasing 
heavy demand. While most of the raw 


| materials are still in severely short 
| supply, by careful planning and co- 
| ordinating, aided by slight improvement 


in incoming receipts of titanium and 
steel for packages, we can now see our 
way clear again to make SWP house 


| paint. In keeping with our policy, which 


was maintained throughout the war, we 


| will make only top quality.” Mr. Steudel 
| also revealed that the company has in- 
| creased its production schedule for 
| interior enamels and semi-gloss wall 
| paints 15 to 20 per cent above last year. 
| Kem-Tone flat wall resin-oil paint, too, 
| is in heavy production, having passed 
| the 37,000,000 mark in its five-year 
| production period, with the current 


year’s production schedule averaging 
over 250,000 gal. per week. Improved 
conditions further will permit the com- 
pany to resume the production of barn 
red and shingle stain, neither of which 
has been made for some time. 

* + & 

Construction—Investment com- 
mitments for residential construction 
reached an all-time high in the 37 states 
east of the Rocky Mountains during 
1946, it was reported today by F. W. 
Dodge Corp., New York City. The total 
valuation of contracts awarded for resi- 
dential construction last year in the 
37 states was $3,142,102,000 which com- 
pares with $2,788,318,000 for 1928, the 
last previous record-breaking year. 

* 2 & 

Other “looks-ahead”—Several 
interesting “outlooks” were prepared, 
and issued at the mid-winter “markets,” 
by the National Retail Furniture Asso- 
ciation. These included: 

Bedding—The country’s 2,800 manu- 


facturers plan to double the present pro- 
duction rate of innerspring mattresses. 
A shortage remains in wire for springs. 
Ticking is in fair supply. 

Floor Coverings—A shortage exists, 
but the supply is expected to improve. 
This year’s production probably will 
equal the high record established in 
1941. 

Sewing Machines—This year’s pro- 
duction will amount to only 51 per cent 
of the 1941 output because of the con- 
tinued short supply of casings, electri- 
cal parts, and lumber for cabinets. 

Refrigerators ~— Production soon 
should surpass the pre-war rate of 310,- 
000 units monthly, but production will 
not meet the demand chiefly because of 
the larger market being opened up by 
the rural electrification program. The 
production of ice boxes will be about 45 
per cent of the 1939 output. 

Washing Machines—Production this 
year will be at a monthly rate of 250,000 
units, an increase of 25 per cent above 
the 1946 output. The supply of steel 
and motors is inadequate to meet the 
industry’s full needs. 

Kitchenware—Metal, including alumi- 
num, will be available in sufficient quan- 
tities. This output will include pressure 
cookers, knives and forks. Enamelware 
probably will remain scarce because of 
the shortage of light gauge steel. 

Electric and Gas Range—No increase 
in output is expected because of the 
steel and enamel sheeting shortage. 

Radios—Production is geared to in- 
crease the output of radio-record player 
combination models and television sets. 
Table model production has increased 
100 per cent in the last 12 months. The 
potential production for 1947 is far 
above the 1941 output. 


*. + @ 


Electrical appliances — Pre- 
dicting the development of a buyer’s 
market in household electrical appli- 
ances about the middle of the year, with 
pent-up demand likely to be tempered 
by purchasers’ ability to buy and com- 
petition for the consumer dollar coming 
from other durable consumers’ goods, 
R. S. Edwards, president, National Elec- 
trical Manufacturing Association, is 
optimistic about the general outlook for 
the industry. He said that the demand 
for heavy equipment is particularly 
brisk, and “real” with backlogs which 
should carry the manufacturers well 
through 1947 at capacity levels. Manu- 
facturers of electrical materials for 
home building express the view that a 
huge backlog of orders is not “real” 
and that pyramiding of such orders had 
indicated a demand far out of ratio to 
actual demand. For example, one man- 
ufacturer said: “We hazard a guess that 
if we could accept and deliver all orders 
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Start off the 
New Year RIGHT! 








@ How did your 1946 sales chart look? Per- 
haps you thought your sales of nuts and bolts 
were not as great as they should have been. 
Well, here’s a tip. The circle ® line of fasten- 
ers means just one thing... greater volume all 
along the line. From cap screws to stove bolts 
every circle ® product has the same uniform- 
ity and quality that make for plenty of profit- 
able repeat business. Furthermore, the circle 
® line is widely advertised to your customers 
and prospects...creating a constant desire 
which you can profitably fulfill. Start off the 
new year right by stocking the money-making 
circle ® line of nuts and bolts. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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HOUSE NUMBERS 


that 
SELL! SELL! SELL! 
A Good 10c Worth 
GLEAMING 


BLACK PLASTIC 


NEAT—STURDY 


Display Box. 
_ Available Through Your Jobber 





PERMA- 
GLOW 


THE NUMBER 
THAT GLOWS IN THE DARK 


The Fastest-Selling Item 
In House Number History 


10 Doz. Assortments in Attractive 


Display Box 15c¢ fa-tielim elaia= 


Packed in Transparent Bag 
with Screws 
Available Through Your Jobber 


REFLECTO LETTERS — 


“411 East 101st St New York City 


10 Doz. Assortments in Attractive - 











that are offered us for home building 


| equipment, we would be furnishing 


more devices than enough for all the 
houses Wilson Wyatt ever talked about 
building.” Shortages of raw materials 
constituted a principal factor in retard. 
ing 1945 production, but the availability 
of copper, steel, lead, castings, nickel, 
cotton, and plastics may show some im- 
provement in 1947, even if not in suf- 
ficient supply to meet the demand. For 
the present, copper shortages are bother- 
ing even the largest and best manufac- 
turers. For example, one leading pro- 
ducer of small motors is being held 
to 40 per cent of its potential, by a 
shortage of copper magnet wire. “First 
we licked the steel shortage and then 
the castings,” said a spokesman. “Now 
we're stymied by the ‘copper situation.” 
Another company’s transformer division 
is having production troubles, due to 
copper shortages. This, in turn, affects 
the availability of fluorescent lighting 
equipment, as some parts are made in 
that company’s transformer factories. 


* * 8 


Huge glass demand — 1947 
prospects for the glass manufacturing 
industry are favorable, according to 
John D. Biggers, president, Libbey- 
Owens-Ford. He cited the outlook for 
greater automotive production and the 
great lag between demand and unfilled 
building volume, but commented that 
supplies of materials “are beginning to 
get to market in more satisfactory 
volume.” Mr. Biggers feels that in the 
automotive industry, the decision to 
continue many current models in 1947 
will tend more quickly to meet the 
backlog of demand for cars. “Glass for 
the building industry is in greater de- 
mand than we have ever known,” he 
said. “Distributors have been unable to 
accumulate stocks, and this means we 
will have to continue our efforts to see 
that the maximum supply of window 
glass goes into channels for veterans’ 
and other necessary housing. Indus- 
trial demand for glass has continued to 
grow, notably in the commercial re- 
frigeration field where multiple-glazed 
insulating window units have been in 
heavy demand.” 

+ * o 


Record plumbing outfit pre- 
dicted—That 1947 will set new high 
levels in the production of plumbing 
and heating materials is the forecast 
made by the Plumbing and Heating In- 
dustries Bureau. Already, production of 
many types of plumbing fixtures is 
greater than at any time in the history 
of the industry. The new year will also 
have special significance, the bureau be- 
lieves, in that manufacturers will broad- 
en their lines, a greater variety of styles, 


and models will be available, and 
colored plumbing fixtures will make 
their appearance. Some time in 1947, 
the bureau believes, most of the emer. 
gency housing for veterans will be com- 
pleted, and the plumbing and heating 
industries will be able to turn to the 
requirements of non-veterans. The bu- 
reau believes that these requirements 
are huge, and will tax the productive ca- 
pacity of the industries for several 
years. The backlog is large not only in 
residential, but also in other fields such 
as industrial, institutional, and com- 
mercial. To enable manufacturers to 
speed up their production, improve- 
ments are cited in manufacturing proc- 
esses, time-saving methods in the firing 
of pottery have been developed, and 
foundry processes for making cast iron 
fixtures, cast iron soil pipe, and boilers 
have been mechanized. In general the 
application of war-time “know-how” to 
peace time production will be a great 
factor in speeding the output of plumb- 
ing and heating materials. 
ad ~ * 


Large aluminum output ex- 
pected—United States aluminum pro- 
duction in 1947 may top 1,000,000,000 
pounds, or more than four times the out- 
put of any pre-war year, said G. R. Gib- 
bons, vice-president of the Aluminum 
Co. of America, in a recent business re- 
view. He said the 1946 production of 
aluminum will be almost three times 
the amount turned out in 1938, yet the 
1946 total represents only about two- 
thirds of capacity production. Mr. 
Gibbons "pointed out that only cteel is 
being produced in greater volume. 

+ o* * 


Other building items — Pro- 
duction of other major lines of build- 
ing materials and equipment in 1947 
should top all earlier levels, and a defi- 
nite improvement in supplies is expect- 
ed for the last half of the year, ac- 
cording to Robert R. Clegg, president, 
Chicago chapter of the Producers’ Coun- 
cil. He said that a recent survey of 
manufacturer members of the council 
had disclosed that most of them were 
planning increased production, but that 
even record output requires time to 
gain on the unprecedented demand for 
building materials. Comments follow 
from some of the important groups sur- 
veyed: Aluminum Co. of America— 
While aluminum items such as extru- 
sions, structural members and _ tubing 
are fairly good, by spring they will be 
better. Sheet delivery is still handi- 
capped but will improve by summer. 
Alcoa’s aluminum sheet fabrication 
plant, now under construction at Daven- 
port, Iowa, will be in production in 
approximately a year. There a 120-in. 
wide sheet can be turned out, the widest 
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The Hardware Store with EYE-APPEAL — inside and out — 










draws more customers — increases profits 





ss 
come more normal and competition becomes keen. It will be 
the hardware store with the best appearance—inside and out 
—that will have the most pulling power. Progressive mer- 
chants realize the value of modern, smart-looking stores. They 
make sure that they get the right kind of personality into 
their establishments by modernizing with Pittsburgh Glass 
and Pittco Store Front Metal. 

Your store will have greater profit-making possibilities if 
you follow the example of these thousands of other successful 
merchants. Investigate the advantages of remodeling now 
inside and out—with Pittsburgh Glass and Pittco Store Front 
Metal. Be sure to consult your architect for a well-planned, 
economical design. We will cooperate with you and with him. 
And if you want them, convenient terms can be arranged 
through the Pittsburgh Time Payment Plan. 

Our recently published booklet, containing valuable data 
and many interesting illustrations of Pittsburgh Glass and 
Pittco Store Front Metal installations, will show you what 
has been done. Send for your free copy today. Use the con- 
venient coupon below. 


Personality does count, especially when conditions be- 





LOOK TO YOUR FUTURE 
BY MODERNIZING 
YOUR STORE...NOW! 




















& MODERN HARDWARE STORE, like this one in Hickory, 
4. C., has magnetism. It draws passers-by . . . invites 
them to enter . . . increases sales and profits. Follow 
this example by modernizing your store now with 
Pittsburgh Glass and Pittco Store Front Metal. 

Architect: Robert L. Clemmer. 















































Pittsburgh Plate Glass Company 
2070-7 Grant Building, Pittsburgh 19, Pa. 


I’m interested in your illustrated brochure, “How Eye-Appeal—Inside | 
and Out—Increases Retail Sales.” Please send my FREE Copy. 


‘PITTSBURGH’ 


STORE FRONTS 
AND INTERIORS 


‘PITTSBURGH ston for Zualily Glass and Chiat? 
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EXTRA 
PROFITABLE 


HOUSEHOLD 
GLOVES 





No. 5315-5 


Individually 
boxed. Colors 
Red or Brown. 
Sizes 7, 714, 


Cash-in on the big demand for 
hand protection. Millions of 
housewives use latex gloves for 
dish washing and cleaning 
chores. Seiberling Gloves are 
today’s leading value attraction. 
They are tough, comfortable, 
good-looking—highly resistant 
to soaps, greases, and cleaning 
compounds — a fast-selling 
leader wherever displayed. For 
extra, profitable business order 
a supply, today. 


LATEX PRODUCTS CO. 


AKRON 9, OHIO 


200 Fifth Ave. Bidg. Merchandise Mart 
New York City Chicago 














ever rolled in aluminum. Armstrong 
Cork Co.—Expect felt base, linoleum, 
asphalt tile, rubber tile, Linotile, cork- 
board, mineral wool board, foamglass, 
insulating fiberboard and related prod- 
ucts, to be on an allocation basis 
throughout most of 1947. Production of 
practically all these is above last year, 
but the present demand continues to 
exceed output. Celotex Corp.—Acousti- 
Celotex (sound conditioning) now in 
stock for prompt delivery. Celo-Siding 
(a mineral-surfaced insulation board 
used as siding and sheathing combined) 
plentiful. The supply of roof insulation 
continues small in comparison to the 
demand, but increased production 
should remedy this situation by spring. 
Chamberlin Co. of America — Zinc 
weatherstrips, brass interlocking thresh- 
olds for doors and caulking now in 
stock. Regular and combination wood 
storm sash and all-metal frame storm 
sash five to six weeks’ delivery in this 
area. E. I. du Pont de Nemours & Co.— 
Paints will not be in plentiful supply 
the early part of this year, but material 
improvement expected in the last sev- 
eral months of 1947. Kawneer Co.—All 
aluminum store front metal is available 
in this area on 30-day delivery. Entrance 
doors and frames are on 60- to 90-day 
schedule with hardware the bottleneck. 
Possibly may have bronze and stainless 
steel items available by June 1. Kimsul 
(Insulation) Division of Kimberly Clark 
Corp.—Demand for Kimsul during the 
first half of this year will be two to 
three times production. Output in 1947 
will be at approximately the same level. 


* * ~ 


Further replies to survey— 
Mueller Brass Co.—Present deliveries 
on fittings are running four to six 
months and on copper pipe, 10 to 12 
months. Some improvement is now be- 
ing made, due to a slight increase in 
labor availability. A new copper tube 
plant will be opened in February. Other 
mills will be in a more favorable posi- 
tion by late spring and early summer, 
and the copper and brass industry 
should then be able to take care of any 
demands. Otis Elevator Co.—Elevator 
equipment can be scheduled for delivery 
in seven months. Anticipate further im- 
provement if not hampered by industrial 
strife. Owens-Corning Fiberglas Corp. 
—Production facilities for Fiberglas 
insulating wool products were substan- 
tially expanded last year, and will be 
further expanded this year. All previous 
production records will be broken, but 
the growing 1947 market may be so 
active as to exceed the larger volume 
of material available. Most of the semi- 
rigid and rigid performed Fiberglas in- 
sulation board will be supplied for pre- 








fabricated housing. H. H. Roberts 
Co.—Protected metal roofing and siding 
20 weeks’ delivery due to tight supply 
of steel sheets; 18-gage steel roof decks 
eight to ten weeks’ delivery; skylights 
20 weeks’ delivery; gravity ventilator, 
five to eight weeks. Repair and replace. 
ment needs are forced to wait four to 
five months for delivery. W. S. Tyler 
Co.—No reason to avoid the use of 
architectural metalwork if order js 
placed reasonably early. All of the 
nonferrous metals used in architeo. 
tural work are again available, bu 
procurability is a matter of any 
where from four to eight months after 
placing the order. Steel deliveries ar 
better. United States Plywood Corp— 
Estimates that it will be at least two 
years before fir, pine and spruce ply. 
wood is readily available. Hardwood 
plywood, some of it now being used as 
a substitute for softwood, will become 
more readily available in 1947. Because 
of additional plants, 1947 production 
of softwood plywood will be greater 
than in any previous year. Even this 
will not meet the demand. 


Expanding plastics markets 
Production of all types of plastics and 
synthetic fibers in 1947 should dwarf 
last year’s record output, as_ several 
million dollars of new research and 
manufacturing facilities swing into ube 
in the year. W. Stuart Landes, president, 
Plastic Materials Manufacturers’ Asso- 
ciation, said production at the end of 
1946 was estimated to be double that 
of 1941, yet, demand is three times the 
present supply. For commercial mer- 
chandising, plastics have opened a new 
world of consumer products from water- 
proof felt hats, washable upholstery, 
handbags, radio cabinets, suspenders, 
raincoats, shoes, synthetic jewelry, and 
unbreakable phonograph records to 
plastic-aluminum houses. Plastic prod- 
ucts have “encouraged the birth of many 
a new company and broadened the sales 
of established firms.” While there has 
been much colorful promotion attendant 
to the introduction of plastics vacuum 
cleaners, molded luggage, packaging, 
window shades, laminated washable wall 
paper and other synthetics for the home 
and store, an equally important usage, 
namely factory utilization of plastics, 
has gone relatively unheralded. Some 
of these industrial uses that are ex 
pected to grow in 1947 include: Timing 
gears cut from laminated plastics, silent 
in operation, tough, shock-resistant and 
unaffected by oils and greases; stock 
tubes, rods and sheets of laminated 
plastics which can be fabricated into 
many types of durable mechanical and 
electrical products; laminated plastic 
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| bearings which last longer than metal 
bearings, while their low coefficient of 
friction cuts power costs. Plastic var- 
nishes are used as protective coatings 
and insulating bonds for coils, arma- 
tures and windings withstand high op- 
erating temperatures. Brake mainte- 
nance costs are reduced by processing 
linings with resins. Printing plates from 
vinylite rigid plastics are tough, long- 
wearing and weigh only one-eighth as 
much as metal. 
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JOIC performs and sells. It is the only 
turret-head hand drill on the market. 
Expertly designed and constructed, 
JOIC appeals to craftsmen and hobby- 
ists. Chuck capacity % inch drills. 


Ask your jobber or write: 
JO MANUFACTURING COMPANY 


8442 OTIS STREET # SOUTH GATE, CALIF 








*-_ * * 


Some housing easements—On 
Jan. 1, OTC announced it was ready to 
remove setaside controls from another 
long list of housing materials, including 
bath tubs, radiators and nails. Set-aside 
restrictions on all lumber, except hard- 
wood flooring and shop lumber, have 
been removed, and manufacturers no 
longer are required to withhold a per- 
centage of their production for holders 
of priorities. In the newly decontrolled 
list also appear building board, doors 
and frames, fittings, trim, kitchen sinks 
and cabinets, warm-air wall and floor 
furnaces, gypsum board and lath, lava- 
tories, clay sewer pipe, cast iron soil 
pipe and fittings, sections and panels 
for prefabricated houses, copper tubing 
and fittings, water closets, tanks and 
bowls, water heaters, metal window 
sash and frames, common and face 














Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 


Bars * Plates © Sheets © Structurals 

inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes °*  Hi-Bond Reinforcing Bors 

Allegheny Stainless * Alloy Steels * Tool 

Steel * Babbitt Metal © Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants af: 


CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 








| building trades workers as their number 


brick, clay tile and galvanized sheet 


steel. 
. a * 


Lower building costs ex- 
pected—Building costs should register 
a “sizable decline,” estimated in some 
quarters at 15 to 20 per cent, by mid- 
1947. In making this prediction indus- 
try leaders say that the beginning of 
such a down-turn is already being felt 
on some items, and that on others the 
price line is still being held at former 
OPA levels, The over-all price level on 
building materials, however, is now 
more than twice what it was in 1939, 
and 50 per cent higher than in 1941. 
In 1946 alone it increased 25 per cent. 
In predicting reduced construction costs 
for 1947, government officials warn that 
any prolonged wave of strikes or ex- 
orbitant wage demands could “upset the 
apple cart.” Barring these, they cited 
the following reasons for lower costs 
this year: 1. Relaxation of government 
controls, which will speed output of 
building materials. 2. Company expan- 
sion plans which will accelerate mate- 
rials production and lower unit costs. 
3. Freer flow of building supplies to the 
place of construction, which will reduce 
costs from past delays. 4. Prospective 
increase in the productivity of labor, 
as green help gets better acquainted 
with jobs. 5. Increase in efficiency of 





is swelled and as younger men come 
in through the recently-broadened ap- 
prenticeship program. 


* * * 


Silverware output high—Un- 
less unexpected conditions arise to in- 
terfere with production, the silverware 
industry in 1947 should experience the 
greatest year in its history, says E. C. 
Stevens, president, International Silver 
Co. “Today’s production,” Mr. Stevens 
added, “is surpassing that of our best 
peacetime year, and it is our hope to 
better these figures during 1947. “How- 
ever, there is no assurance that produc- 
tion during 1947 will catch up with the 
large backlog of sterling and plated 
silver orders built up during the war 
years. We may be well into 1948 before 
this happens.” International Silver Co., 
Mr. Stevens announced, will continue to 
hold the price line on its three national- 
ly advertised brands. “We intend to 
hold our price line as long as possible,” 
he declared, “despite drastic increases 
in material and labor costs. This is in 
keeping with the policy we established 
during the war years.” 


Sisal use restricted—Restric- 
tions on use of agave (sisal) fibers have 
been tightened by CPA, limiting sisal 
fiber to rope seven-eighths of an inch 
in diameter and smaller. Simultaneously 
CPA has eased its end-use limitations 
on spinnable manila fiber (abaca) for 
use in all sizes of rope, by amendment 


to Cordage Order M-84. 


* * * 


Food price decline—Very late 
news reports seem to show that increas- 
ing supplies of foods and other essen- 
tial commodities, backed by mounting 
consumer resistance, are dragging the 
high-cost-of-living balloon closer to 
earth. Lower prices for wheat, cotton, 
oats, cattle, butter, eggs and poultry 
on Jan. 17, accented a downtrend for 
food prices under way for more than 
a month. Isolated declines for indus- 
trial raw materials also developed, in- 
cluding silver, hides and wools. In New 
Hampshire the Public Service Co. an- 
nounced a reduction in electric rates 
despite rising costs. Talk of consumer 
resistance to present prices for some 
textiles helped drop raw cotton, for spot 
delivery, $1.25 a bale at New Orleans. 
The New York price of silver fell 1% 
cents an ounce for the third setback of 
the week. Hide futures at New York 
declined an outside of 9/10 of a cent a 
pound, and cattle at Chicago were 25 
cents per hundredweight lower. Some 
grades of poultry again declined at 
New York, putting losses for the last 
months from 15 to 20 cents a pound. 
Eggs also were off. 
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Small businesses spreading— 
The return of “the little fellow” to busi- 
ness in large numbers since the end of 
the war was noted by the National In- 


dustrial Conference Board. In an analy- 


sis of business integration and eoncen- 
tration the Board predicted “the number 
of firms may exceed the pre-war high by 
as many as from 300,000 to 500,000.” 
This will reverse the wartime trend. 
The Board said that before the war 
small firms with fewer than 100 workers 
employed 40 per cent of the labor force 
at 38 per cent of the total taxable wage. 
By the end of 1943, small firms ac- 
counted for only a third of all em- 
ployees-and a quarter of the total wage. 
* 6 * 


Retail sales records—Decem- 
ber sales of Montgomery, Ward and 
Sears, Roebuck, both, were the highest 
for any month in the history of the com- 
panies, while volume in the first eleven 
months of their fiscal year, which ends 
Jan. 31, reached new records for that 
period. Ward’s sales in December rose 
40.9 per cent from Dec., 1945, to $117,- 
280,737. In the eleven months the total 
was $968,577,934, an increase of 48.6 per 
cent from the same period of 1945. In 
December, Sears’ sales showed an in- 
crease of 45.5 per cent, reaching $196,- 
396,921, while sales for the 11 months 
through December, reached a total of 
$1,560,612,544 for a gain of 58.7 per 
cent over the year-ago marks. Good 
gains by the variety chains included, for 
December and the twelve months, F.-W. 
Woolworth Co., up 19.9 and 15.7 per 
cent respectively, and W. T. Grant Co., 
with gains of 9.7 and 18.4 per cent. For 
the latest periods, department store sales 
throughout the country rose 39 and 32 
per cent, respectively, in the week and 
four weeks ended January 4, compared 
to a year ago, as reported by the Fed- 
eral Reserve Board. Over-all retail sales 
reached , $9,000,000,000 “top record” in 
November, up 25 per cent from the 1945 
month. The Commerce Department also 
reported that sales of chain stores and 
mail order houses then equaled their 
August record, 7 per cent above October 
and 31 per cent higher than the corre- 
sponding 1945 mark. 

* «+ 6 

International Detrola sales— 
Consolidated sales of International Det- 
rola Corp., Detroit, Mich., in November, 
first month of the company’s 1947 fiscal 
year, were $5,504,140.10, President C. 
Russell Feldman disclosed recently. 
“December sales indicate a figure in 
excess of $5,000,000,” he stated. Final 
audit figures for the corporation’s fiscal 
year ended Oct. 31, 1946, showed con- 
solidated sales of $40,810,028.22, com- 
pared with $36,244,179.76, the previous 
fiscal year. 
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Setting a New Pace 
in Electric Heaters 


DELUXE MODEL D 


This popular design has often been 
imitated, but no other electric heater 
combines all the features which 
have made Economaster famous. 
Embossed, highly polished chrome- 
reflector. Long-life 
tubular element with cushion spring 
mounting. Natural draft bebind re- 
flector without fan—combining re- 
flection, radiation and circulation. 
Electric welded construction, baked 
wrinkle enamel finish in attractive 


plated steel 


colors. 


Interested distributors write 


ECONOMASTER SALES, Inc. 


128 8th Ave., N. 


Nashville, Tenn. 


— 











Why Not? Have Your PERSONAL ACCIDENT 


and HEALTH INSURANCE with .. . 


EASTERN 


COMMERCIAL TRAVELERS 


Mutual Association © Direct Purchase 
No Branch Offices . 
Massachusetts Company, Incorporated 1894 


Insure Your Earnings . . . Protect All! 











ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 
$5,000.00-$10,000.00 $25.00 PER WEEK 
FOR ACCIDENTAL FOR CONFINING 
DEATH SICKNESS 
$25.00-$50.00 $10.00 PER WEEK 
WEEKLY FOR NON-CONFINING 
ABILITY SICKNESS 
Estimated Annual Cost $15 Estimated Annual Cost $24 








MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at work, 


around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE 
COUPON 


TODAY 
— 
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8 John 8S. Whittemore, Sec.-Treas. 

§ Eastern Commercial Travelers 

$80 Federal St. Boston 

: Without obligation, please send plete information and 
8 application for membership to 

a 

: EE cine Wa eabekadiede ss thd 66060 9400snerendh ose snddges< 
; SE Pee ORO OIE OE RE EEE OTE RE ROPE DOr er 
: DA ee EP Ft St a i a Oo tet 
« 4H.A.-47 (No Solicitors Will Call) 
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the famous 
7 ARTBECK 
BASTER* 
sold by lead- 
ing depart- 
ment stores in 
tremendous 
quantity... 
Now available 
to retail outlets 
everywhere. ... 
STOCK IT! DIS- 
PLAY IT! Cash in 
on the national 
advertising and 
public demand! 
... Get your share 
of these profits — 
Contact your job- 
ber or write us 
today! 


*Serves dozens of home 
needs—bastes meat and 
fowl—skims milk—bastes 
apples, etc., etc. Indi- 
vidually packed in full 
color, permanent con- 
tainer. Nationally adver- 
tised at 79c. You get 
full mark-up! 


ARTHUR BECK CO. 


Blackstone Ave. 


A PF 6022 
a Chicago 37, Ill. 











Yale & Towne Stamford Division Tells 
Story of Relationship to Community 


Left to right: William R. Hoyt, general manager: W. Gibson Carey, Jr., presi- 
dent, and A. Douglas Dalton, general superintendent of the plant look at an 
exhibit of Yale door closers, of various eras. 


O show community leaders in 

and around Stamford, Conn., the 
relationship between prosperity of 
the area and the successful opera- 
tion of its plant, the Stamford Divi- 
sion of The Yale & Towne Mfg. Co. 
recently set up a temporary exhibit 
highlighting its products and the 
manufacturing and correlated opera- 
tions of the firm. While the physical 
exhibits had primarily to do with 
products, their production and the 
research and engineering needed in 
their creation, statistical data as to 
the company’s operations and im- 
portance to the ‘Stamford area also 
were divulged to visitors. It was 
pointed out, for example, that al- 
though the company’s Stamford 
unit employees number but 25 per 
cent of those employed in the com- 
munity by all forms of industry, that 
its payroll accounted for one-third 
of the industrial total for the city. 
Visitors were told just how much of 
each basic type of material the plant 
consumes in production, the extent 
of its payroll, the size of the plant 
and the number of employees and 
machines. 


Visitors Informed 


Each visitor’s name card outlined 
the above and other facts concern- 
ing the company and its place in the 
community. Visitors were informed 
that new machinery and new pro- 
duction methods in a streamlined 


plant are turning out about one 
third of the variety of items pro- 
duced in 1940 as a means of step- 
ping up productivity and volume in 
the most needed lines. 


Over 125 Attend 


More than 125 civic, religious, 
political, fraternal, service club and 
city officials enjoyed luncheon in the 
exhibit hall and met officers and 
executives of the company. The 
theme of the exhibit, which was kept 
intact several days after the lunch- 
eon, was “79 Years of Progress. . 
Together,” that angle being empha- 
sized on an exhibit including hug: 
reproductions of maps of Stamford 
and environs when the original plant 
was established and today. Super- 
imposed on the maps were pictures 
of the old and present-day manufac- 
turing establishments. 

Booths in the exhibit hall were 
devoted to samples of the company’s 
varied products, made in Stamford 
and at other Yale plants, showing 
them in finished and partially fin- 
ished stages together with pictures 
of machinery used in and some of 
the phases of their production. New 
types of deadlocks, night latches, 
door closers and a pump for han- 
dling viscose liquids were pictured 
or exhibited. Attention was called 
to the company’s infra-red baking 
equipment with luminous instead of 
radiant heat for applying lacquer 
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This newest member of the A — - No. 2209—Push and Pull 
, Bar Set. 1” Round Tubing 


ciPCO family has everything : . —— with Cast ends. Stock length 
—beauty... quality ... and . : Wo 2209 bars 36”. Fits door up to 42” 
8 . wide. Packed | set to box or 


style. Its graceful symmetrical ings abate 

lines provide exceptional means a quick-moving, easy-to-sell . . . big profit Complete with oll necessary 

adaptability, harmonizing __ item. Increase your Push and Pull Bar business. Stock bolts and screws and instruc- 
‘ . ° > tions for assembly. Available 

with practically any architec- CIPCO... the popular, conveniently-packaged fast- in ALUMINUM, 

tural motif. To the dealer, this 


selling line. Order your requirements NOW. 











ORDER FROM YOUR JOBBER 


CITY PLATING and MANUFACTURING CO. 
ST. LOUIS 6, MISSOURI 
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Practically 


EVERY SWITCH PLATE 
ON NEW OR OLD WALLS 
Needs a 


WALL SHIELD 


of transparent acetate 


keeps wall paper or walls 
clean indefinitely. 


Almost every home, institution 
and office building is a natural 
prospect. And you can cash 
in on the ever-growing 
demand. 


Transparent, heavier and 
better than ever, scalloped 
edges, lies flat against wall, 
WILL NOT CURL. 


IMMEDIATE 
DELIVERY 


Single shields retail for 15¢ 
Double shields retail for 25¢ 


TODAY 


Get in touch for samples 
and prices. 


JOBBERS 


write for prices and 
liberal discounts. 


WALL SHIELD CO. 


Plastic Specialists 
347 W. FOURTH ST. 
CINCINNATI 2, OHIO 











Group of civic, religious and other community leaders at the luncheon held 

the opening day of Yale & Towne’s exhibit of its activities, wares and plan- 

ning. To the left is one of the booths devoted to showing “new machinery 
for better production.” 


enamels. Exhibits included bank 
locks, luggage, hardware, etc. In- 
cluded was a bank vault ventilating 
device which permits communication 
with and even feeding of a person ac- 
cidentally locked in a bank vault. 


Products Shown 


Attention was called to the fact 
that 200 employees of the company 
devote their entire time to making 
tools needed for operations in the 
company’s plants. Examples of pro 
duction from other plants of the 
Yale & Towne organization and 
comparisons of older day products 
with new streamlined units offered 
by the company were shown. The 
story of the company’s modern pack- 
aging of locksets, etc., as compared 
with older packaging was exhibited 
and there was a comparison of older 


catalogs and the present streamlined 
catalog of builders’ hardware, etc., 
including samples as printed in 
eight different languages. 


Luncheon Speakers 


Speakers at the luncheon session 
were W. Gibson Carey, Jr., presi- 
dent; William R. Hoyt, general 
manager; Mark A. Miller, assistant 
general manager, and A. Douglas 
Dalton, general superintendent of 
the plant. Mr. Carey traced the 
company’s growth and importance 
to the community and Mr. Hoyt 
stressed the relationship between the 
community’s and company’s pros- 
perity. Mr. Miller told of the ex- 
tent of the products manufactured 
and their use in world wide markets, 
referring to the company’s new ap- 
pliance division in Buffalo, N. Y. 





Builders’ Hardware Quiz 
Answers 


(Questions on page 100) 


CuHapTer 37—ApDVANCED CouRSE 


Floor Hinges, Concealed Closers 
And Thresholds 


1. Floor hinge with closer device, 
floor closers hung with butts, door 
closer concealed in head, door closer 
concealed in jamb, door closer con- 
cealed in door. 

2. Yes. 

3. 2500 Ibs. 

4. No, for the reason that wind 


and other conditions must be 
checked. 

5. Plain and corrugated. 

6. The furnishing of the proper 
kind of screws, bolts or expansion 
bolts. 

7. So floor hinge can be removed 
readily. 

8. Intermediate pivot. 

9. To allow sufficient room to re- 
ceive device when detailing head 
jamb. 
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Advertised Regularly 
in 


FARM JOURNAL 
COUNTRY GENTLEMAN 
SUCCESSFUL FARMING 

POULTRY TRIBUNE 


AMERICAN POULTRY 
JOURNAL 


MIDWEST FARM GROUP 


and other national 
consumer magazines 


oe EE 


stll- Purpose WINDOW MATERIAL 









because tt ts 


“pre-sold” 
by CONTINUOUS 
NATIONAL MAGAZINE 
& RADIO ADVERTISING 


Powerful national advertising 
continuously emphasizes the 
multi-use, low-cost features of 
R-V-LITE. Magazine and radio 
constantly hammer home its 60% 
“Vitamin D” sun ray transmis- 
sion, transparency, protection 
and long life. In homes and on 
farms the country over, R-V-LITE 
sales are easy! 
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tte 


POINT-OF-SALE HELP, FREE 







50 FT. AND 150 FT. 
ROLLS, 36 INCHES WIDE 


Free Dispensing Display Rack and 
other material remind folks to buy. 


USE IT! 








Stock up now! 
ORDER FROM 


OUR JOBBER 
TODAY! 


Manufactured Exclusively by 


ARVEY CORPORATION 


3470 N. KIMBALL AVE. 





1947 






CHICAGO 18, ILLINOIS 


















AMERICA’S FINEST 
AND MOST COMPLETE 
LINE OF STAIR TREADS 
AND DOOR MATS 


Double-Duty 
Stair Treads 


Protect the steps against 
trafic and the riser against 
kicking and seuffing. 

Two widths, 18” and 24”. 








Hi-Quality Colored 
Rubber Stair Treads 
Red, Blue, Green, Brown, Black. 


Size 9” x 18”. Black also avail- 
able 24” wide. 





Scraper Rubber 
Door Mats 


The eriss-cross ridges scrape the 
dirt off the bottom of oes 
while the sheet of flexible rub- 
ber across the entire bottom, 
traps the dirt and keeps it from 
going through to the floor. To 
clean, just turn the mat upside 
down and shake. 


Size 15” x 23” 
Approximate Retail Price $2 & 





Black Diamond 
Extra Heavy Duty 
Molded Rubber 


Door Mats 


A fine utility mat for use In 
front of sinks and washing ma- 
chines. Every house can use 
several. Easy to elean. Size 


p 18” x 30” 








Traps the dirt at the door. Non-slip surface supported by Jona wearing strips 
of tubing on sides. Neo exposed m parts. Attractive. Strongly constructed 
14"° x 22%4"" 23%"" x 342"" 
18°" x 2842" 20%"" x 34¥2"" 23%"" x 40¥2"' 
Approximate Retail Price on the 14°’ x 22Vs"" $1.84 





“WALRUS HIDE” ROLL-RUBBER MATTING 


A quality runner for hallways and on top of carpets. Has a beautiful top surface 
which looks like finest quality black walrus hide leather. 36” wide, Ye” thick, 
in rolls of apgroximately 50 yards. 


Write Today for Catalog Sheets, Prices and 
BIG FREE SALES PROMOTION -BULLETIN 


on free newspoper mats, exploitation stunts, classified ad 
copy, window display ideas, publicity stories, radio copy, etc. 





American Mat Corporation 


"America's Leading Matting Specialists” 
1731 ADAMS ST. TOLEDO 2, OHIO 
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try. VAUGHAN - toolss 
electrically-hardened steel } 
that hold their temper and} 
longer life. Handles provide 


proper balance to reduce fatig 
It always pays to buy a good t 


No. 700— 
Small Tool Asse 








10. Center hung type. 


CHAPTER 38—ApDVANCED COURSE 
Master Keying Problems 

1. Working out the simplest key- 
ing system that will adequately 
serve the purpose. 

2. No. 

3. The last tumbler acts as guard 
and rest. 

4, Every apartment door is keyed 
differently yet all apartment door 
keys will operate the main entrance 
door lock of the building. 

5. Yes. 

6. Yes. 

7. So that the factory may make 
provision on its master key setup in 
order to provide for these future 
requirements. 

8. (A) 50 master key systems, 
(B) 20 grand master key systems. 

9. No. 

10. By splitting the pins. 


CHAPTER 39—ApDVANCED CouRSE 
Fire and Panic Exit Devices 
1. Panic. 


2. (A) By fastening both doors 
top and bottoms, (B) By fastening 
one door top and bottom, the othe: 
with mortise lock and cross bar 
panic bolt. 

3. (A) By fastening top and bot- 
tom and having no hardware out- 
side, (B) By the use of mortise lock 
and cross bar release, (C) By using 
rim type panic bolt, (D) By using 
a paddle bolt. 

4. By means of a dogging device. 

5. (A) Pipe mullion, (B) split 
astragal, (C) type astragal. 

6. The name of the cylinder man- 
ufacturers. 

7. By buying a threshold with the 
panic bolts. 

8. a—Width of each door, 
b—Height of each door, 
c—Width of stile, 
d—Thickness of door, 
e—Hand of door, 
f—Detail of astragal, 
g—tThickness of stops, 
h—Type of threshold, 
i—Catalog number of device, 
j—Finish. 
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ITSELF 


Customers know from experi- 


Fi Dh od 


Se” 


ence that CM Chains are top 


| 


quality...designed specifically 
for particular applications. 
They know that CM’s are safer 
..-last longer...cost less on 
the job. CM Chain Products are 


nationally advertised and rec- Many things help put “SELL” in 
Buitpers HARDWARE .. . easy appli- 
cation, strength and permanence, 
every purpose in the CM line. smooth operation, charm of appear- 
You can sell them with confi- ance, correctness of design. To these 

vital qualities Barrows adds more: 
dence and profit. Completeness of line, trustworthy 
craftsmanship, and a name whieh has 
stood high in excellence and builder- 
acceptance for over a half century. 


AGRICULTURAL... HARDWARE The Barrows Line of builders hard- 
ware is a trusted and protected line 


Rene. MARIS of feature-ful beauty combined with 
for practically every chain utility ... and assures authorized deal- 
use there is a CM product ers of increasingly profitable sales. 
designed specifically for 


Sigal BANK ON 


COLUMBUS-McKINNON 
CHAIN CORPORATION ARROWS 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 
L OFFICES A in NORTH CHICAGO, ILLINOIS 


SALES OFFICES: New York + Chicago « Cleveland + San Francisco « Lot Angeles 
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Wallpaper Trimmer, 
And Paster 


The Hyde Mfg. Co., Southbridge, 
Mass., announces a new machine which 
trims and pastes wallpaper in one op- 


eration. The new machine is said to 
apply paste rapidly and evenly. Flow 
of paste is regulated to provide the 
proper amount for any type paper. The 
machine trims as it pastes, while the 
paper is dry and unfolded. Cutting 
knives may be adjusted for any length 
strip and any width for corners or cas- 
ings. Matching of straight or drop 
patterns is claimed to be easily ob- 
tained. It is portable and may be car- 
ried like a suitcase. « 


Trap and Skeet Booklets 


Two new booklets which should be 
of extreme interest to shotgun fans 
have just been issued by the Trap and 
Skeet Section of Remington Arms Co. 
These are the “Handbook of Gun Club 
Organization” and the “Handbook on 
Gun Club Operation.” The two book- 
lets contain full information on every 
matter pertaining to the subjects, froin 
how to organize a gun club to the vari- 
ous systems of money or trophy distri- 
bution. Diagrams of trap and skeet 
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layouts are included, safety zones out 
lined and necessary €quipment de- 
scribed. Official trap and skeet rules 
are contained in full and typical trap 
and skeet programs presented. Free 
copies may be secured by writing W. H 
Foster, Jr., Mgr., Trap and Skeet Sec- 
tion, Remington Arms Co., Bridgeport, 
Conn. 


Child’s Casting Rod 


The “Junior” Casting Rod may be 
used indoors or out by children to 
learn bait casting or may be put to 
actual use for fishing. The rod is made 
of spring steel wire. Fifty feet of 
cabled nylon, 15 lb. test. Wood reel. 
Packed 2 doz to carton. Product Sales 
& Merchandising Service, Ashland, 
Ohio. 


Mirrored Wardrobe 


One of the numbers in the 1947 “E-Z- 
Do” line is a new wardrobe, the “Hol- 
lywood Earl,” which features Set-O- 
Matic construction. This wardrobe is 
66x31x22 in., in a floral pattern on 
ivory ground. It is plastic coated in- 
side and out, and the two doors are 
topped with eye-level, mirrors. This is 
one of three wardrobes having this 
construction. The other two are the 
“Royal” and the “Baron” wardrobes. 
Require no spreaders. Wood-framed in- 
side and out. E-Z-Do, 261 Fifth Ave., 
New York 16, N. Y. 














Oil-burning Furnace 
The Evans 1947 Model 377-G Oil- 


burning Furnace is announced by the 
Heating and Appliance Div., Evans 
Products Co., Plymouth, Mich. The 





new unit is a completely automatic, 
gravity circulation type, furnace for 
basement installation. Bonnet capacity 
of 70,000 BTU per hour. Ideally suited 
for installation in five-room homes. The 
cabinet is finished with a bright red. 
heat resisting enamel. Baffles are 
spaced one inch from panels with a 
sheet of asbestos insulation between 
panel and baffle to insure minimum 
heat loss. Height, 56 13/16 in.; width. 
30 3/16 in., and depth, 30 3/16 in. 
Equipped with an injection jet vapor- 
izing pot type burner. Low fire and 
pilot fire are controlled by an elec- 
trically operated switch. Knocked 
down shipment in two packages. Ship- 
ping weight is approximately 200 Ibs 


Liquid Floor Coating 


“Re-Nu” Floor Coating is claimed to 
be water proof, acid, alcohol, ink and 
ammonia proof and can be used as @ 
safeguard for floors of all types, dress- 
ing tables, trays, table tops, etc., against 
cosmetics, grease, alcohol, acids and 
other liquids. Applied with a brush or 
by spraying. Re-Nu Floor Coating Co., 
713 Lindwood Blvd., Kansas City, Mo 
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Formerly mfg. by J. M. Dalglish & Co. 
Saint Paul, Minnesota 


1.TO CARTON 


RESHIPPING 


pACKED 1DO 


Cc 


‘ j ’ new two-quart 
- ALUMINUM SAUCE PAN 


Women appreciate the quick selling features of the new EMPIRE two-quart 
ALUMINUM SAUCE PAN, because of the— 


® Newly Designed ‘Sanitary’ Handle. 
© Unique Manufacturing Methods Produce Absolute ‘Sanitary Bead.” 
© “Tight Rivets" Assured Through Improved Production Methods. 
© New-Engineered Design Shifts Bearing Weight a From Rivets 
©® Better "Heat Distribution Through Vertical Wall Design 
(slightly angled for nesting). 
Attractive "Sun-Burst" Inside Finish. 
“High Lustre’ Finish on Outside Wail. 





Protected Territories Available! 
— INQUIRIES INVITED, WRITE OR WIRE — 


EMPIRE INDUSTRIES, INC. 


300 East Fourth Street Saint Paul 1, Minnesota 









































ART AND SKILL 
OF THE MASTERS 
AS REPRODUCED BY 


KAYLAN 


Robert Fulton began life as a portrait and land- 
scape painter; but in 1807, he gave to Young 
America the first steamboat. From moderate suc- : 
cess as a painter to outstanding inventor, Fulton \ 3 $ \ 
became one of Americas greatest figures. A \ 
modern success story is KAYLAN'S by its 
SERRATED “Forever Sharp” Cutlery 


Write today 


237 Wolf Street, Syracuse, N. Y. 


JANUARY 30, 1947 








USER DEMAND plus HANDY PACKAGING 
SELLS WILCOX CONNECTING LINKS! 


CHAIN 
CONNECTING 
LINKS 


@® Your customers know 
WILCOX Connecting 
Links are dependable. 
Stock WILCOX —be sure 
of satisfied customers — 
repeat sales—more profits. 





WILCOX Standard Pack- 
aging stimulates “by-the- 
box” sales—gives quick 
shelf or rack identifica- 
tion—helps keep your 
stock straight. 


DROP FORGED STEEL 


SELF-COLORED or GALVANIZED 
STRONG AS PROOF CHAIN 


DEN \ i, IM. 


Write for Catalog today! 
We Protect the Trade 









ce 1847 
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tl — Sir 


f Drop 
Manufacturers © shes ckle 


M 1 —_—— ' 
Specify WILCOX-CRITTENDEN | 


JOHNSON x1Lo 
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77 SOUTH MAIN STREET, 








The wire of a thousand 
uses . . . specially proc- 
essed rod ... cold drawn 
to exact size... fur- 
nished with smooth bright 
polished surface. So di- 
versified are the uses of 
Johnson's XLO Music 
Wire that it is furnished 
in a wide range of sizes 
—to meet every commer- 
cial need—.003" to .200". 
Attractive display boxes 
containing '/ Ib., '/ Ib., 
and | Ib. (any desired 
quantity from '% Ib. to 
carloads). 


JOHNSON STEEL & WIRE CO..INC. 


WORCESTER l, 


AKRON DETROIT 


MASSACHUSETTS 


CHICAGO LOS ANGELES ORONTO 


NEW YORK 


4 








148 


WHATS NEW 


Norge Refrigerator 


A newly-produced nine cu. ft. ce- 
frigerator is being offered to the trade 
for the first time by the Norge division 
of Borg-Warner Corp., 670 E. Wood- 











Mich. It features 


Detroit, 
cross-top storage space for approxi- 
mately 35 lbs. of frozen food. Beneath 
this compartment is a full-width slid- 
ing tray for storage of large quantities 


bridge St., 


of ice cubes or meats. Glass shelves 
are adjustable or removable for easy 
handling of bulky articles. 





Hardwood Bread Boards 


Bread boards, 14 by 20 in., made of 
beech, poplar and maple, kiln dried, 
knot free, sanded, and tongue-and- 
grooved at both ends, are offered by 
Practical Products, Inc., 416 W. Jef- 
ferson St., Louisville 2, Ky., exclusive 
national sales agents for the Windsor 
Mfg. Co., Windsor, Wis. Price is 
$10.80 per doz. to retailer. Suggested 
retail price is $1.49. 


Upholstered Step Stool 


The new “Cosco” Model 4-D is 
claimed by the Hamilton Mfg. Corp., 
Columbus, Ind., to support 1,000 lbs. 
Chromium legs, step supports and 
brackets. Upholstered back and seat. 
Rung, edge of seat and step have baked 
enamel finish. Available in red, blue 
and green. Suggested to sell for $13.95 
in the Eastern zone. 
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Automobile Finish 


The Plasti-Kote Co., 400 Lakeside, 


N. W., Cleveland, Ohio, has added 
“Transportation Finish” to its “Plasti- 


Kote” line. It is a plastic resin base | 






coating, for use as a finish on auto- 
mobiles, bus bodies, trucks, airplanes, 
boats, toys, etc. Brush or spray-gun 
may be used. Claimed to dry in four 
hours to a hard, glossy finish. Sets in 
30 to 60 minutes. A quart can is 


enough to paint the average car. Re- | 
tails for $1.75 a pt., $2.95 a qt. and | 


$8.50 a gal. 


Waterproofing Compound | 


“Dry-Crete” Waterproofing compound | 


is an asphalt powder compound mixed 
with mortar cement and fine sand, and 


packaged in 15 lb. bags. It is mixed 


by the user with any petroleum solvent: 
i.e., kerosene, benzine, naptha, etc., and 
trowelled on. Maker claims it can be 
used in any temperature and can be 
mixed to any desired consistency. 
Maker also states it adheres to porous 
masonry, brick, wood, metal, etc. Can 
be painted or plastered over without 
a scratch coat. Sales territories open. 
Dry-Crete Sales Co., 979 40th St., 
Brooklyn 19, N. Y. 


Food Mixer 


The “Deluxe Worlbeater” is a new 
item in the line of Na-Mac Products 
Corp., 1027 N. Seward St., Hollywood, 
Cal. A 2-speed mixer with high and 
low gears, enclosed in streamlined, 
high-polish aluminum housing. Silent. 
Balanced form-fit grip and _ handle. 
Stainless steel blades and rods. Han- 
dles in red, green and ivory plastic. 
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Faster-Setter 
SURFACING 


OF IMPERFECTIONS 
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eck DURATIT 


Only ONE application 
for the average fill! 














For fine finishing on wood, metal, plastic or any 
commonly used material, Duratite Wood Dough 
g (for large cavities) Duratite Surfacing Putty (for 
* smaller cavities). In seven wood colors everyone 
wants, in tubes and cans in a variety of sizes. Ask 
your jobber or write 


_ WEBB PRODUCTS COMPANY 


238 South G Street ¢ San Bernardino, California 
Dept. H, Norcross, Georgia 
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FP Used by-millions 
since 1923. Flexible... 
( waterproof... heatproof 
maul ‘ “7 ‘ 

ARROWHEAD 
CEMENT 


Write for catalog of 
fillers and adhesives. 
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POWERED BY ALCOHOL 
WITH POWERFUL FLAME 
JIM DANDY TORCHES 


f 


| Py 
By 
, et 






Retailers: Ask your jobber (or write us direct) about 
complete stock unit with FREE, attractive Torch Display 
stand. 


ARE 
SAFE ano SANE! THE GUARANTEED LINE MADE ONLY BY 


MODERN METAL PRODUCTS CO. 
18 AMES ST., CAMBRIDGE, MASS. 
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MEET THE DEMAND WITH 





..» & household word! 


ZIMS are sturdy and efficient, at- 
tractive in both price and appear- 
ance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


ZIMA CAN OPENER 


Opens any shaped can, 
leaves edges neat and 
clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 





Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 


ZIM FLATIRON REST 





An important ad- 
dition to any ironing board. Leaves 
entire board free for ironing. Folds 
back neatly when not used. 


WRITE FOR LITERATURE AND PRICES 





ZIM MANUFACTURING CO. 


fer Leber - Saving Home Appliances 
3047 Carroll Ave.—Chicago 12, Hlinols 
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Hoover DeLuxe Model 


The new “Hoover” Deluxe Model 61 
cleaning ensemble which recently went 
on sale in limited quantities, features 


J 











Triple Action cleaning, which uses air- 
cushion vibration that is claimed to 
dislodge deeply imbedded nap-cutting 
grit. Other features include the “Hy- 
gienisac” which consists of a zipper- 
closed outer bag and a disposable Fibre- 
felt inner bag; and instant conversion 
for above-the-floor cleaning. Cleaning 
tools are contained in a new kit espe- 
cially planned for increased convenience 
in use and storage. In rich brown 
colors. Hoover Co., North Canton, 
Ohio. 


Hack Saw Blade Folder 


A new folder lists the hack saw 
blades and band saws manufactured by 
G. W. Griffin Co., Franklin, N. H. The 
manufacturers announce a return to the 
original trade name given their all- 
purpose hand saw blade, the “New 
Griffin.” The Griffin Hack Saw Blade 
line has been simplified to a series of 
four blades. The general sales agent is 
John H. Graham & Co., Inc., 105 Duane 
St., New York 8, N. Y. 


G.E. Footcandle Selector 


A new vest pocket Footcandle Selec- 
tor which indicates lighting recommen- 
dations for more than 75 seeing tasks 
has been announced by General Elec- 
tric Lamp Dept., Nela Park, Cleveland. 
Ohio. Listed on the Footcandle Selec- 
tor are a variety of lighting applica- 
tions for homes, stores, offices, schools 
and industry. Select any one of these 
and move a tiny lever until an orange 
dot appears. At that moment an arrow 
will be pointing to a number on a scale 
which is the amount of light recom- 
mended. Footcandle Selectors are avail- 
able at ten cents each through any of 


Whit S NEW 





the Lamp Department’s 18 district sales 
offices. Provision is made for imprint- 
ing the containing envelope with any 
desired message or signature, at slight 
cost. 


Plastics Data Table 


A materials table, which lists the 
general properties and uses for molded 
plastics, has been published by the 
Shaw Insulator Co., plastics molders, 
of Irvington 11, N. J. A copy of the 
table may be had by writing to the 
company. 


Rust Remover, Polish 


“Lix-Rust,” a rust remover and pol 
isher, is claimed to remove rust and to 
polish chrome parts, aluminum sur 
faces, porcelain bathroom fixtures, or 
hard surfaced stone. Supplied in a 10- 
oz. jar. Merit Chemical Co., 165 N 
Union St., Akron, Ohio. 





Electric Grinder 


A new electric handgrinder, the 
“Duplex,” has just been announced by 
the Dumore Co., Racine, Wis., as an 
addition to its line of precision tools 
and grinders for industrial and hobby 
shops. It is a dual-purpose tool for use 
either as a straight handgrinder or with 
an attachment which converts it to a 
flexible-shaft tool. The flexible-shaft 
conversion-attachment includes a_ bail 
or hanger, in which the “Duplex” is 
clamped, a 36 in. flexible shaft which 
chucks into the “Duplex,” and a choice 
of three different handpieces. The 
handpieces are designated to provide 
a selection according to the require- 
ments of the work to be done. The 
standard kit includes the “Duplex” plus 
9 different accessories (mounted wheels, 
files, arbors); the deluxe kit (shown) 
includes the “Duplex” plus 27 differ 
ent accessories. 

The tool has a full % hp. motor 
Its chuck has % in. capacity, and can 
be adapted to 3/32 in. and % in. shank 


tools with collet sleeves provided. 
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CUT-AWAY SIDE VIEW 


——— RADIANT HEAT 
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. Electric - welded _ steel 
Heat - proof baked enamel finish. 


Here are Your Big Selling Points 
for Model 1300 


1, New PARABOLIC REFLECTOR 
beams as well as diffuses heat rays. 
Furnishes natural updraft circulation. 
Combines reflection, radiation and’ 
convection. 


. Infra-Red Rays—properly diffused for 
health. 


. Easily Portable. Wide Easy-Grip han- 
dle, cool even when heater is hot. 


4. SAFE! Will not harm finest floor or 
rug. Design eliminates fire hazard— 
inter of gravity. WILL NOT TIP 


? 5. Wiring is totally enclosed and tamper- 
; proof for safety. 


Long-life nickel chrome wire wound 
on ceramic coils of high tensile strength 
for durability and service. 


construction. 


Natural wood handle and feet. Chrome 
trim. Iridescent blue finish. 


1320 watts. 110-125 volts, AC or DC. 


‘ 10. 11” high; 1534” long; 10” in diameter. 


Address: Dept. B 


Ship. wt. 9 Ibs., ind. packed. 












TOP LINE 


APPLIANCES 











TENNESSEE VALLEY 


+ . 


JANUARY 30, 1947 





MARKETERS, INC. 





















The KNIFE 


SHARPENER 
is going to TOWN- 


COUNTRY, RESTAURANTS, 
INDUSTRY—Here’s why! 





@ Anyone can use it, because it is the only 
knife sharpener that doesn’t require 
any skill on the part of the user. 


@ The guides hold knife at exactly the 
right angle to put the edge where it 
belongs — on the edge. 


@ Puts a keen, uniform edge on any kitch- 
en or butcher knife from heel to tip. 


@ It protects blade temper (slow action 
abrasive wheel). 


@ It puts a bevel on the blade, then just 
a few strokes keep the blade sharp — 
won't grind knives away —no “nicks”, 
no “bellies”. 


@® SHARPENS HOLLOW GROUND 
KNIVES PERFECTLY-—it’s the perfect 


; partner for fine cutlery. 


“STANDARD” MODEL 
—for Hotels, Restaurants, 
Farms, Industry and other 
heavy duty users. 2 abras- 
ive wheels (1 for grinding 
—1 for honing). Over-all 
dimensions: 3” x5" x44". 
Weight, 2 lbs. 6 0zs. RETAIL |¢ 
PRICE: $7.00. Replacement | 
Head (Complete) $5.00. 
Individually ct 






















“HOUSEHOLD” MODEL 
—for Homes, Luncheon- 
ettes, small businesses and 
industrial establishments. 
1 all-purpose abrasive 
wheel—red plastic handle. 
Over-all dimensions: 2 Ys“ 
x 2%" x5%". Weight, 10% 
ozs. RETAIL PRICE: $3.00. 
Replacement Head (Com- 
plete) $1.50. Packed 6 to 
the counter display carton. 


NATIONAL ADVERTISING 
in Farm Journal « Parents’ Magazine 
House Beautiful * House and Garden 
American Restaurant * Restaurant 
Management ¢ Institutions Magazine, 
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GUARANTEED ara 






eS > 
PARENTS has proved that there is a big market Me men ne 
MAGATINE 5 . . 
for HOLCO in the home, on the farm ‘qf genom us 







and for all professional users. 


GORDON W. CLARK & CO. 


154 NASSAU STREET * NEW YORK 7, N. Y. 
National Sales Agents—“Holco” Products 
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New Westinghouse brazed to the shank. Bits may be 
i i used in hand brace, portable elec 
Electric Food Mixer tric drill or drill press. The new kit 


carries 6 bits in popular sizes. Bits also 
can be purchased in individual enve 
lope packages. 


A streamlined, lightweight electric 
food mixer is one of ten new products 
being introduced by the Westinghouse 
Electric Appliance Div., 200 E. Fifth 
Folding Grill 

A lightweight steel grill for campers 
and picnickers is now being marketed 
by Harris, Inc., 1157 Cleveland Ave, 
Columbus 3, Ohio. The “Harris Jiffy 
Grill No. 2” measuring 15 in. by 8% 
in. on the grill surface and is 14 in, 
high when opened. The charcoal bed 
is 5 in. deep. Packaged, the grill 
measures only 10 in. by 3 in. by 15% 





BRUSH-TOP 


SPOT REMOVER 





— and 


UNIC 


to br 





Ave., Mansfield, Ohio. Entire surface 
of the motor and beater housing is 
streamlined. There are no screenings, 
recesses or open ventings to compli- 
cate cleaning. Chromium plated beaters 
are snapped into place and are quickly 
removed for cleaning. Juicer attach- 





Just as fast 














ment is also easily slipped into posi- ’ . 
tion. Location of the large mixing bowl * pome in on 
off center from the beaters give maxi- : y : . replete with 
mum beating capacity. The control 
dial requires only one setting for nearly in. All steel frame is aluminum 
every food operation. painted. Weighs 5% lbs. assembled Th 9 I 
for use. Packaged, it weighs 6% lbs. — 
Shipped 12 to a carton. Priced at we've been 
. ° 4.95. 
| Masonry Drill Bit . ; 
| ing on thro 
New England Carbide Tool Co., ‘ , . : 2 4 
| Cambridge, Mass., announces major Pyrex Display Unit up time in 
improvements in its carbide-tipped “Cy- “Pyrex” Ware distributors are offer- 
: | clone” Rotary Drill Bit for drilling ing to dealers a new fluorescent-illumi- of UNION 
Here's an item that's easy to sell be- | concrete, fo ney thee = vor nated metal display fixture, designed to 
cause you gi . Hi .. | ree = Sew ee os ycione fit standard tables. The table top dis- 
ts seh ieee plus value High qual bits. Deeper flutes permit the cuttings ‘ ae Ro il é 
ity SAFEWAY cleaning fluid com- or powder residue to escape more free- saad bia 
bined with the convenient, economi- ly from the hole. Larger diameter Fishir 
cal Vacu-Top applicator. A com- shanks and minimum overhang of car- 


ge bide tip beyond the shank. The shank 
bination that can't be beat. Backed is heat treated and the tip is copper 


with over 173 million consumer ads 
in six national magazines. 25c retail. 
Liberal jobber and dealer discounts. 
Write for sample and 
details. 


Screv 
Fram 













qauwt OR A REFUND >> 
Pnarrced by > 
Good Housekeeping 
o Aor * 





play stands on two pieces of masonite, 
4 ft., 6 in. by 1 ft., 8 in. Fluorescent 
illumination from the sign at top illu- 
minates the “Pyrex” Ware on the cen- 
ter shelf and fluorescent tubes under 
the shelf illuminate the ware placed om 
the base. Sold to dealers with a 15-case 
assortment for $17.50. Corning Glass 
Works, Corning, N. Y. 
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SAFEWAY CHEMICAL COMPANY 


5709 WALWORTH AVENUE - CLEVELAND 2, OHIO 
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— «and you Dealers are waiting for 


UNION’'S New Leaders 


to bring in the overdue Sales 


Just as fast as we can beat the shortages, you'll 


‘come in on a perfected line of Union fast-sellers, 


replete with new features to win customers. 


They’re coming to repay your waiting,—Values 
we've been working on and you’ve been count- 
ing on through the last four years. You'll make 
up time in profit-making with the perfected line 


of UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 






HARDWARE COMPANY 
aw EWE Ge FY 
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NEW YORK OFFICE ISI CHAMBERS STREET 
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SEE 


Ideal’s Exciting 
New Easter Line 


Sparkling originals 
created by America’s 
top flight toy designers. 
Ideal makes the toys 


that the public wants! 


SP98 | 


Retail 


COLORFUL NEW CATALOGS OF 
IDEAL’S COMPLETE LINES NOW READY! 
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| IDEAL NOVELTY & TOY CO. 

200 FIFTH AVENUE 

| NEW YORK 10, N. Y. 

| Please send US VIQ.......... se 

= doz. E 1777-3 Bouncing Bunnies to retail at $2.98 

Min. ship. 1 doz. 
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Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FIT.. MATCH YOUR NEW 




































Made in 





If your 
Jobber 


hes not yet 
seen you 
cheut this 
roftitable 
. write 
direct for 
somples. 








1178 $0. la Bree Ave. 
Los Angeles 35, Calif. 


Ke Registered trade mark of Corning Glass Works 





































TIMELY SPECIAL 























ELECTRIC HEATER 


1000 WATT — 14" Polished Alu- 
minum Bowl with Aluminum Base— 
6 ft. cord—Packed 6 to carton— 
Per carton of six—$22.50. 


Write for the Lurie Flier— 


The 


Larie Hardware Co., Inc. 


552 West Lake Street 
Chicago 6, Illinois 
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WHATS NEW 


Lamp Merchandiser 


A combination incandescent and flu- 
orescent big bin merchandiser, Model 
X-392, is being offered to retailers by 
the Westinghouse Electric Corp., as a 








“complete lamp department in one 
package.” Made of heavy wire welded 
construction. Has blue baskets and 
orange enamel frame, Provides for the 
display of bare lamps and sleeved 
lamps in cartons of six. Equipped with 
price tickets and display cards. The 
X-302 offered for $8.28, f.o.b., Bloom- 
field, N. J., where inquiries should be 
directed to the Westinghouse Lamp 
Div., Adv. & Sales Prom. Dept. 





Adjustable Roller Skate 


The new Kingston Adjustable Clamp 
Type Rink Skate features a “Pos-Tiv- 
Lok” extension bar. With all sizes 
available from this one model with 
slight adjustment, the manufacturer 
claims it becomes no longer necessary 
to stock many odd sizes and models. 
Junior or adult skaters can be fitted 
equally well. The chassis of this new 
rink skate is constructed of heavy steel 
stampings. Heavy duty trucks are 
mounted on live rubber cushions. Com- 
position wheels have a double row of 
ball bearings. The “Pos-Tiv-Lok” is 
claimed to prevent slipping or creeping 
after size adjustment. Kingston Prod- 
ucts Corp., Hardware Div., Kokomo, 
Ind. 
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 serwa vailn YOU AND THE COLD 





(. pliable, plastic 

weatherstrippi 
Easily and etielly 
applied to windows, 
doors, baseboards. 
Stops expensive heat 
leoks. 


Just press into 
place. Mortite does 
not shrink or crack. 
Keeps out dust and 
dirt. 














Above is one of the edvertisements running i 


American Home Saturday Evening Post 
Better Homes & Gardens Time 

House & Garden Parents’ Magazine 
House Beautiful Popular Mechanics 
and other national magazines and newspapers. 


Sales are growing for Mortite, in its 4th su 
cessful year . . . an improved product now 
in new, transparent moisturerproof package. 


ORDER THROUGH YOUR JOBBER 


4. W. MORTELL CO., 568 Burch St, Kankakee, . 

















The Rest ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


MeGILL METAL Propucts Co. 
Marengo, Illinois 




















HARDWARE AGE 
















FLOOR 
SQUEEGE 





WINDOW 
CLEANER 


© GARDEN 1 


ANDII 





CHATTA 


JANUARY 
























is running is 
yening Post 
igazine 
chanics 
spapers. 

its 4th sue 
yroduct now 
of package. 


DBBER 
Kankakee, i. 

















IMMEDIATE DELIVERY 





Six of our sure-fire 





GOR sellers in demand 
cine | everywhere — and 
»* . 


WINDOW 
CLEANER 


“- 


© GARDEN T 


, = 





METAL 
626 N. 34th St. ° 








MEDICINE 
CHESTS 


available.to you 


NOW! 


Send for 
Complete 


Information 








CLOTHESLINE PULLEY 


ee 


COMPANY 
Phila. 4, Pa. 


OOL SET 


s Ga 


SPECIALITIES 











AVAILABLE NOW | 


ANDIR 
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CHATTANOOGA 





GET ON THE PROFIT SIDE 
WITH THESE PROVEN 
BARGAIN COUNTER SELLERS 


The BETTER "CAN OPENER" 


Only 15¢, but long profit and fast turn-over make 
it a winner. Carbon steel cutting head takes all 














sizes of cans in stride—bottle opener and lid 


I3¢ 


pryer make it a 3 in 1 value. 
Nickel plated wire handle firmly 
swedged to head. Immediate de- 
liveries. 


TO RETAIL FOR........... 
SINK STRAINER 


In bright aluminum or 
enamelled in brilliant 
kitchen colors. Generous 
in size, deep drawn with 
rolled edges and clean 
cut perforations. Out- | 
standing value at this | 


ie 79 ¢| 


Write, wire or phone 









TO 
RETAIL 
FOR 




















in B.A.B. finishes 
ONS, FIRESETS & SCREENS 


Contact us or your nearest 
ROYAL FIXTURE JOBBER. 


IMPLEMENT & MFG. CO. 


TENN. 





CHATTANODOCA EB, 


30, 1947 








FACTORY CATALOG SHEET AND 

— ELECTROS ON REQUEST 
Write today 

KITCHEN SPECIALTIES, Inc. 


106 E. HUBBARD ST. * CHICAGO 11, ILL. 











ONLY FILTER OF ITS KIND ON THE MARKET 


LA 







BUILT-IN SPRAY 
A Fast Retailer at $1 50 


. double popularity .. . 


double SALES! The 
scientific filter removes all rust, dirt and microscopic organisms 
from water. The built-in spray for washing dishes and vegeta- 


Double use . . 


bles makes the combination Filto-Kleen indispensable to any 
kitchen. 
DO NOT CONFUSE WITH ORDINARY WIRE STRAINERS! 
In handsome red and black bakelite, a fast-moving 
item in an ATTRACTIVE NEW PACKAGE 


NO ADVANCE IN PRICES SINCE 1939 


No. 125 — Still $1.25 
No. 150 (with built-in spray) $1.50 
Box 6 Doz. Filter Pads — .50 Retail 
These Prices Are Fair Traded 
IMMEDIATE DELIVERY 
Ask for details of our Co-operative Advertising Plan. 









FILTER-KLEEN M’F’G. COMPANY 


EVERETT 49, MASS. 
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‘Hotpoint’ 1947 Model 


Hotpoint’s new deluxe eight cubic 
foot refrigerator, the EC8-1, is de- 
signed so that all space is utilized, re- 
sulting in its occupying approximately 
the same floor space as the former six 








Paine Carboloy Tipped Drill ig - ty Better 

Bits cut sme a th en bo PLE LET: ' Wheel 

more economically than ever 4 —_ . 

before. They have an im- : : . Pullers for 

proved cutting edge that lasts ae a Every 

longer—will not fracture the oF : 2 Need 

surface being drilled and is a curmemas 

extremely quiet in operation. Ces STEELGRIP standard types with drop forged rms 
Set . . . : wi a 8 

In addition, Paine Drill Bits : RY Be Dig Bk FF Special 
are now selling at substan- : : ee application pullers and universal CHAINGRIP Pull- 
. : : ers that pull wheels, etc., even a considerable dis- 

365 tially reduced prices. : tance from end of shaft. Write for Catalog. 


Take advantage of this increased econ- — ee CHAINGRIP a 
v 








omy and sales appeal. Ask your Jobber oe ae : niversa 
ee : : Gear and Wheel Pullers 


or write direct. » 


THE PAINE COMPANY 
2963 Carroll Avenue Chicago 12, Illinois 


‘PAINE - 
cubic foot model. The speed freezer | ARMSTRONG-BRAY & CO. 


FASTENING DE Waa) has a capacity of almost one cubic foot. | 

and HANGING This means 31 lbs. of frozen food can Sales oa Le aed 
be kept at temperatures as low as 13 / 

degrees. An extra-large storage space 


for frozen meats is provided. There’s Ss afelty 


storage space for bottles, since the top Sef See 


S, h or on shelf is removable, and there are two 
smaller shelves for small packages. BELT LACING 
SOCKET SET SCREW Fruit and vegetable compartments at 




















and WRENCH ASSORTMENT the bottom are larger than in former ‘ w 
models. The height is 60 in.; width, ; , : 


30 in., and depth 29 in. Hotpoint, Inc., 
affliated with General Electric Co., 
5600 W. Taylor St., Chicago 44. 


‘Ronnie’ Skates 


The “Ronnie” line of skates is avail- 
able to the trade as the 997-A “Ron- 
nie” Roller Skates, the 997-B “Ronnie” 
Ice Skates and as the 997-C “Ronnie” 

sizes Convertible Skates. The latter become 
8/16 % Ye ice skates by removing only one nut 
to % xh and slipping on a runner in place of 
the wheel assembly. Made of plated E : is easy to apply with any 
@ This popular, fast-selling assortment steel. Simply adjusted to fit children . standard make belt lacing 
contains a wide selection of 330 heat from 3 to 8. Come in two-color display machine, lacer, or it can 
treated alloy steel pieces in attractive boxes. Chieftain Products Co., Inc., ‘ be applied with a hammer 
counter dispensing packages. Com- 1645 St. Paul St., Rochester 5, N. Y. —" by using the inexpensive 
pact stock has high profit margin, re- ; Safety Tu-way Lacer. 
quires only small investment. Order 

Safety's patented binder bars 


direct or from your jobber. Quick re- _ itd doaty toch te aeed 
fills available. ; we § alignment, distribute tension 
. a S uniformly over the full width 
Sizes 3/16 x 1/4 to 3/8 x 1/2 . —_”* of the belt assuring efficient 
a , } See performance and long life. 

6 


With wrenches fo fit. They also lap snuggly over 
Shanon Git aud Shai Co ss ell Wa BELT-LACER CO. 


BOSTON 10, MASS. 5390 N. Menard Ave. Chicago 30, U.S.A. 
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HERE’S ONE BTHAT’S READY FOR DELIVERY 


Toul 
























‘ 
Barnes : ntri 
inch Automatic a ») There's no ® 
1Ya-ine marvels ? The ical 
ie “ t-war +. an econom! , 
irED of waiting for he marvel you won ® 
ter now to wait longer . oa to any power source: " 
heel ble pump adap : a whistle and 
ependa is slick as : al 
Sis Gui depe Barnes 3MU Pump , contractors, industri 
The brand-new ocket in 4 shirt A ers or wherever the 
ery as handy 4S the P farmers and garden It will deliver top 
municipalities, is available. *¢ from shaft 
sed plants, O own power nse rated directly ures 
forged operator $ © ‘when belt driven + aos s an hour with press 
Pp Ry rformance | ivers up to 57 gallon age Centrifugal Pump 
NGRIP Pull. coupling. It ve per square inch. This Super-seal, Direct Flow 
iderable dis- up to 35 poun sepenatic Prime, Barnes li other fine features 
log. has the .* ‘Clossing Impeller Cag Pumps- 
: on- of 
een Barnes’ famous 33,000 portability (35 
foun in ntages plus easy ses for these 


ary 8 hundreds of se ar naw 
ron ig nomical and depe able iver 
fe ome ey are ready 

trie Order one or 100 today- 







































WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 


Accurately forged and attractively finished, War- 
wood Tools have merchandising appeal ...and are 
as fine as they look. Controlled heat treatment 
produces the proper hardening and tempering, 





= : assuring longer-lasting cutting edges. ¢ Backed by 
ith any pias: a nearly 100 years experience in forging heavy hand 
lacing ae . o tools, Warwood Tools are correctly designed and 





it can 1 et . 

es 4 ail carefully manufactured ...the kind of tools you 
ponthe can sell with confidence. 

r. 

der bars MATTOCKS « SLEDGES + MAULS + HAMMERS + WEDGES 

1 exact PICKS « BARS « HOES « ALSO TRACK TOOLS 

— ' MINING TOOLS AND ANVIL TOOLS. = 
officient Zap hWaon 
ng life. é [am ? ' 


Y 


; os ‘3 LE —— SINCE 1854 
| 0. os 


WARWOOD TOOL COMPANY °* Wheeling. West Virginia 


D, U.S.A. 
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ae | 
GOOD JOB 
PYLE GY LY 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1535 EAST FIRST ST. 
SANDUSKY, OHIO 

















WhhT S NEW 





Portable Power Saw 


The new American Portable Electric 
Saw by the American Floor Surfacing 
Machine Co., Toledo 4, Ohio, is stream- 
lined and highly polished. It is said 





to deliver more power than other saws 
of its size, due to a special G.E. motor 
developing 1% hp. with direct power 
gear drive to the 8 in. blade. The free 
running speed is 6500 R.P.M. An ele- 
vating mechanism, employing a 20 deg. 
Acme triple thread screw claimed to 
give faster, accurate, positive adjust- 
ment of depth of cut. The 8-in. blade 
will make a 2%-in. straight cut, and 
will saw,a 2-in. plank with a 45 deg. 
angle cut. Plastic auxiliary handle that 
can be used to advantage on vertical 
cuts. The operating handle is always 
parallel to the plane being cut. Tele- 
scoping guard can be retracted and 
locked out of the way when saw is 
used for cutting floor holes, furnace 
duct and register openings, or similar 
operations. A small blower blows dust 
away from mark. Constructed with 
SKF Red Seal bearings, lifetime lubri- 
cated. Has a totally enclosed trigger 
type switch. ' 


Hobbycrafting Tool Sets 


Two new hobbycrafting sets, one de- 
signed for boat building and the other 
for leather working, have been added 
to the “King Kut” line of knives, tools 
and blades, made by the AP Parts 
Corp., AP Bldg., Toledo, Ohio. The 
Boat Builder’s Set No. 112 contains the 
aluminum handle, featuring the “King 
Kut” all-purpose chuck, a removable 
plastic knob, one each No. 31, No. 32, 





No. 33, No. 34, No. 35 and No. 36 rout- 
ers, and one No. 51 saw blade. The 
total of nine units retails at $2.50. The 
routers, especially designed for the 
grooving and fine detailed cutting en- 
countered in boat building, can be in- 
serted in the chuck at an angle as 
illustrated or in the conventional man- 
ner. 


‘Sur-Seal’ Sink Stoppers 


The “Sur-Seal” Sink Stopper has a 
convenient handle which is set flush 
with the sealing rim, thus eliminating 
the possibility of dislodging the stop- 
per from the drain. The stopper fits 
flush with the drain top and can only 
be removed by the fingers. Slight pres- 
sure breaks the suction and stopper is 
removed without undue tugging. Stand- 
ard moulded in sizes from % in. to 2 








in., and fits all drains. Los Angeles 
Standard Rubber, Inc., 1500 East Gage, 
Los Angeles. 


Stainless Steel Sprayer 


The “Lofstrand” Stainless Steel 
Hand Sprayer has a 2-qt. capacity. 
Uses the same nozzles as the Lofstrand 
3-gal. knapsack type sprayer. Six 


ae 





strokes, four times, will empty the con 
tents of the tank. Sprayer is pumped 
while setting on the floor and main 
tains pressure to give a continuous 
spray. Lists at $17.00 with a flat spray 
or available with hose and gun at 
$22.50. Lofstrand Co., Silver Spring, 
Md. 
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FOR COMPLETE 
INFORMATION WRITE 


e NEW PRODUCT 


e@ MORE PROFITS - - 


© NEW and GREATER 


UNTAPPED MARKET 
@ QUALITY BUILT 


DEVELOPED PURPOSELY FOR RINK 


SKATERS . . 


- PRICED RIGHT TO 


PROMOTE PUBLIC DEMAND. 


KINGSTON PRODUCTS CORPORATION | uow. ov. HA-147 Kokomo, Ind. 


k 


HALL Ze of FAME —femnous since 1840... 


come attractively packaged and boxed for window and counter display 


There’s both satisfaction and profit for you in the 1947 HALL 
Lines of FAME. Good merchandise, properly displayed, prac- 


tically sells itself. HALL Lines are effectively pack- 
aged to give sparkle and punch to your window, 
counter and show-case displays. HALL advertising 
— the biggest and most compre- 
hensive in Hall history . . . will 
appear in issues of National 
magazines --- 


Dealers: Send for our 
new catalogue now on 
the press. And when 
writing, please tell us the 
name of your jobber. 


1947 












HALL Lives 





HALL Le CORPORATION, 173 Park Avenue, HIGHLAND MILLS, N. Y. 
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G.E. Rotary Ironer 


General Electric’s new AR-19 Auto- 
matic Rotary Ironer, shown here, is a 
streamlined cabinet model which can 









































be rolled easily around the laundry. 
The AR-19, the smaller of two new 
ironers, folds up into one third the 
space it occupies when in use. It is a 
single-speed machine, has a 26-inch 
roller with 130 sq. in. of ironing sur- 
face. The larger model, the AR-20, has 
a 30-in. roller with 195 sq. in. of iron- 
ing surface, and operates at two speeds. 
In both models the roll is heavily pad- 
ded and covered with a removable mus- 
lin cover. Shoe is chrome-plated on the 


Wii S 


MEW 





ironing surface. Automatic controls Fijectric Moth Sprayer 


permit either knee or hand operation 
to start and stop the roll and to bring 
the shoe in position for ironing. Ther- 
mostats offer selective control of iron- 
ing temperatures. Both ironers operate 
on 115-volt AC. The AR-19, closed, 
measures 38 in. long, 18 in. deep and 
30 in. high. General Electric Co., Ap- 
pliance & Merchandise Dept., Bridge- 
port, Conn. 


Welding Torch 


“Weldit” Welding Torch, Model 
W-46, now embodies a new feature that 
permits of wider operating range and 


easier handling. The full “handle 
length” lever makes it possible to shut 
off or release gas with only finger- 
tip pressure. Has built-in Automatic 
Gasaver. Weldit, Inc., 990 Oakman 
Blvd., Detroit 6, Mich. 


The Lowell “Thoro-Spray” electric 
Moth Sprayer, now being manufac- 
tured by the Lowell Mfg. Co., 589 E. 
Illinois St., Chicago, was designed spe- 
cifically for home use. The furniture 
































moth-proofing task is done with a 
“hypodermic needle” provided with the 
“Thoro-Spray.” The chair is claimed 
to be quickly moth-proofed on the in- 




























side with the “saturating” spray by in- 
serting the needle at several places in 
the overstuffed sections. Weighs 8 lbs. 
It has an adjustable nozzle, making it 
possible to vary the spray for gar- 
ments, rugs and furniture. The sprayer 
is powered by a 110-120 volt electric 
Universal motor which has an adjust- 
able strap attached to it, making it 
easy to wear over the shoulder. Priced 
at $26.25 complete. 


60 YEARS 
OF SERVICE 
to INDUSTRY 


SUPPLYING 


WAS H ERS 
STAMPINGS 


OF EVERY DESCRIPTION 
FOR EVERY PURPOSE... 


UTILIZING MORE THAN 
22,000 SETS OF DIES 


Let Us Quote On Your Needs! 





Pressure Cooker Divider 







Traubee Time-Saver Products Co., 
Inc., 924 Bergen St., Brookyn, N. Y., 
has added to its line the “Time-Saver” 
Divider for its pressure cooker. Made 
in three removable sections, it will re- 
tail at $1.49. The divider makes pos- 
sible the formation of 2, 3, and 4 com- 
partments in the pressure cooker base 








pot. Made of heavy gage aluminum, 
each divider is packed in a carton and 
in turn, six are carried in a display 
carton for the dealer. 


THE WORLD’S LARGEST PRODUCER OF WASHERS 
2218 EAST BAY STREET @ MILWAUKEE 7, WISCONSIN 
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MODEL 125 
ve INCH DRILL 


The powerful, heavy-duty 4%” MallDrill cuts 4%” holes in 
steel—1” holes in wood with speed and ease. It is lightweight 
+ « » easy to handle in close quarters . . . will not stall under 














hand pressure. Its power-packed performance brings holes | 


in a hurry. Available in 110-volt AC-DC or 220-volt AC-DC. 
Also 144” (two speeds), 5/16” and %” models. 
Ask your Jobber for these nationally advertised products. 


POWER TOOL DIVISION 
MALL TOOL COMPANY 7702 South Chicago Avenue, Chicago 19, tI. 


| 
| 


| 
| 





WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 


MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


J 
Special Features 
Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 

4 TRAYS 


2 sizes 


Divided and 
Undivided 
Trays 


FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAIN! 


Order from your jobber. Write direct to us for new Catalog Sheet 
illustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 


218 Madison Street Dept. 65 Woodstock, Ill. 








































Seymour $mitx 


snap Jock 


Serves As 
A PLIER 
A WRENCH 


A HAND VISE POWERFUL 
A CLAMP ADJUSTABLE 


TOGGLE ACTION 







Tremendous gripping and holding power—locks when closed 
for holding pieces for drilling, welding, scribing, grinding, 
etc. Easily and quickly unlocked. Used also without lock- 
ing as a plier. Thousands of uses wherever mechanics work. 
No. 1607, 7" size; No. 1610, 10" size. Full details on re- 
quest. Sold only through jobbers. 


SEYMOUR SMITH & SON, INC., Oakville, Conn. 


Makers of “Snap-Cut” Pruners, Grass Shears, Hedge Shears 








STEVENS 


NO. 306 MACHINIST'S LEVEL 
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The newest addition to the popular Stevens line. 
Precision built for skilled craftsmen. Features 
include: Machined casting with adjustment 
screw in base. V-grooved for curved surface. 
Nickel-plated tubular cover turns over vial and 
protects glass when not in use. Precision- 
ground glass is tested for accuracy. Graduated 
reading shows .005" per foot. Has cast-iron 
base with black crackle finish, nickel plated 
holder and end plugs. 
























Packed in individual box. Weight 1 Ib. List 
price $5.00 subject fo regular trade discount. 






Available for Immediate Delivery 












Sales Representatives: 
JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, N. Y. 
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E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 





















For Every Purpose... 


Big hinges, little hinges, 
checking hinges, door checks. 
cabinet, door and drawer 
pulls, sash locks, window ad- 
justers, door braces, door 
bolts, friction catches, screen 
hangers, push plates, and 
cabinet catches are only a 
small part of the Shelby 
» Hardware line. There’s an 
4 item for every purpose... to 
meet the need of every home 
owner and builder. 


Shelby Hardware will find a 
much needed and fast moving 
place in your store. 

Remember the name SHELBY 


when you order from your 


Jobber. 


» (cer ( ser ( ser. ( cos ( 


» (ee (cee (. 
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9 Seed Seed Yet) Yoeed Seed ees 3S 








SPRING HINGE CO. 


SHELBY, OHIO 








PROFITABLE! Sells on Sight! 


Bronze—16 x 15 Mesh .010 Ga. 


Galv. —15 x 15 Mesh .012 Ga. 
a from 24” to 48”. . . all 100-ft. 
rolls, 


WRITE TODAY FOR PRICES OR 
PHONE STATE 1275 











“561 WASHINGTON BLVD., CHICAGO, I 
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_WHATS NEW 


Portable Power Saw 


The “Sally Saw” is a one-man por- 
table power saw that -will fell or cut 
up hard or soft wood. With its 16-in. 





cutting member, the standard model 
will cut through an ll-in. diameter 
tree or log with but one pass. By a 
slight movement around the tree it is 
possible to cut even larger diameter 
trees, according to maker. No axe 
notching necessary in felling trees. Net 
weight is 69 lbs. Has 1% hp., 4-cycle, 
CMW gasoline motor. Clutch is oper- 
ated by wrist motion. Hand clamp 
screw adjusts angle of cut. Has guard 
over blade and adjustable saw sup- 
port. Saw can be replaced in a minute 
or less. Oil-less bearings. Cummings 
Machine Works, 9-11 Melcher St., Bos- 
ton 10, Mass. 


Fruit Juicer 


The “Kitchen Queen” Juicer has a 
frame of polished hammered alumi- 
num. Has removable strainer or cup. 
Squeezes half grapefruit or entire 
orange by cutting off tip only. To re- 





OIL BURNER AND 
SPACE HEATERS 


We specialize in a complete line of 
Oil Burners, Cook Stoves, Oil Space 
Heaters, and all parts — Fitting, 
Wicks and Safety Valves. 


For complete information write to 


ARTHUR HAHN 
7 Jewell Ct. Hartford, Conn. 

















Gripper Clips 


Registered U. S. Pat. Office 











@ GIBSON GOOD TOOLS, INC. 
Box 26B Orange, Mass., U.S.A. 
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SPAR-TEX 


MAKERS OF BETTER 


PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57; 1. ¥. 

















tail for $8.49. Another juicer of simi- 
lar type, the “Kitchen Prince,” is sug- 
gested to sell for $2.98. Gard Mfg. 
Corp., 2787 E. 14th St., Brooklyn 29, 
, ae S 








TROY 
BEST 


FILE HANDLE. Asuures better workmanship snd 
safety to user. HK can't split. 


PATENTED i at) 








Ge =—— re 


FILE CARD—cleans files, taps and dies quickly and 
HOG SCRAPERS—1 ingle or double end. 


TROY FILE WORKS 
Troy, Est. 1831 N.Y. 

















HARDWARE AGt# 




















IMME 
DELIV 


ee 
= 
co 
wa 
mad 
co 
—- 


1528 WIL 


| 





D 








JANUARY 





line of 
il Space 
Fitting, 


to 























Do Housewives Ask For Your Help? 


‘You can help them put a new WRINKLE 
in their vegetables with a HUOT SERRATER 


SELLS FOR ONE DOLLAR 
@ SIX INCH STAINLESS STEEL CUTTING BLADE 


You will find this handy item helpful to those women who are looking 
for kitchen aids that add attractiveness to their meals. Ideal for Wrinkled 
Edge French Fried Potatoes. Cuts vegetables, fruits, pickles into attractive 
portions and can be used as a meat tenderizer. 


Dealers and Jobbers—Order Today—Available NOW! 


HUOT MANUFACTURING COMPANY 
CEPT. H. Foot Schultz Bldg. St. Paul 1, Minn. 
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NOW'S THE TIME TO SELL 
. F | R E p L A C E the Senvice line 
















ACCESSORIES ||. CORDS... cord Sets | 


FLECTRIC specified by top manufacturers of 








FIRELOGS LAMPS 
; RADIOS 
ANDIRONS IRONS 
| FANS 
RED BULB PORTABLE TOOLS 
VACUUM CLEANERS 
ALUMINUM REFRIGERATORS 
pa RANGES WASHERS 







HEATERS MIXERS 





A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 




















Write Today for Catalog and Prices 


° Westchester Srcckate Products Co., Inc. CORNISH WIRE CO., 


1528 WILLIAMSBRIDGE RD., NEW YORK 61, N. Y. FS Park Row » New York City, 7 

















featuring... WOODRUFF KEYS 


eceard rom THE  conmuatead TRADE 


CARBON NICKEL 
| BRASS BRONZE 
PRODUCTS STAINLESS ALUMINUM 





ime + wMOOeRuTF KETS 
cmime are . 
* 





WOODRUFF KEY ASSORTMENTS 
MACHINE KEYS (ALL TYPES) TAPER PINS | 


STRAIGHT PINS * COTTER PINS « 
| “Stanho” /Zee/, ltocaelt ——HORSE SHOE NAILS—- 





1947 
és our 75th 
Anniversary Year 





“KOOLHEAD” FOUNDRY CHILL NAILS 


STANDARD HORSE NAIL CORPORATION “4tvea°TuR*5 NEW BRIGHTON, PA. 


SINCE 1872 














JANUARY 30, 1947 
















PROFITABLE 


Hardware Store Items 


ATSLENE i) j 


Contains Mutton Tallow 
Made in Stick and Liquid 








‘ 








From the foot bones of beef ' 
animals processed in Omaha 
Packing Houses comes the 


Pure Neatsfoot Oil used in 
Sheps Neatfoot Oils. 

















Reieeetennceedtadaienees 
| Ou ana weee 7 
Three grades: Pure — Prime —No. |. Sheps 
Neatsfoot Oils and Sheps Neatsiene Harness 
Oils. Best for Leather in all Kinds of Weather. 
Softens—Preserves All Leather. 











Liquid Saddle Soap 
A Leather Cleaner 





Highly concentrated. For saddles, 


SADDLE shoes, boots, leather jackets, goif 
SOAD a P 
n bags, riding and harness equip- 

ase Ment—all fine leather. Cleans— 


Softens—Preserves. 


A Superior Soap for the Shine Trade 
Sold by jobbers everywhere 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, "SHEP" 





WHATS NEW 





Plastic ‘Levelors’ 


“Levelors” which eliminate wobbles 
of furniture with uneven legs or fur- 
niture on uneven floors, are now being 





made of Tenite plastic, in colors to har- 
monize with the furniture. One section 











of the attachment screws onto the leg 
of the chair, table or cabinet, and the 
second section is a cap which screws 
on over the other piece by means of 
threads molded in both sections. The 
cap is adjusted to the correct height 
to make the furniture level, and locks 














KEY BLANKS 


Made from the 
finest brass stock 
\ obtainable, nickel 
finish only. Care- 
fully selected for 
easy cutting and 
smooth finish. 
Accurate milling 
and correct di- 
mensions provide 
blanks that fit 
perfectly. 





WRITE FOR FREE 
CATALOGUE AND 
ADDRESS OF NEAREST 
JOBBER 


HUGO MANUFACTURING RING CO., INC. INC. 


0 Epworth Bivd., Detroit 


SOLD ONLY THRU YOUR JOBBER 
——————— 
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automatically. Levelor Corp., White 
Plains, N. Y. 





Gladding Fish Lines 
On Plastic Spools 


B. F. Gladding & Co., South Otsalic, 
N. Y., manufacturer of fish lines, has 
adopted a new plastic spool. This new 
plastic spool is claimed to be unaffected 





by either dry or humid conditions. The 
new Gladding Invincible plastic spools 
are of an all over white design, let- 
tered in embossed gold. Two spools are 
contained in an individual gold carton 
on which the Gladding name appears 
in black. 


Pastry Cutter 


The “Colt” Pastry Cutter, No. 180, 
is one of a number of flatware servers 
and knives, with stainless steel blades 
and plastic handles. For cutting and 
trimming pie crusts, cookies, noodles, 
etc. Seals top and bottom crusts as it 
trims. Cutter of bronze alloy. Colt Cut- 
lery Corp., 30 N. 15th St., East Orange, 
N, J. 

























FOLDING 


CHAIRS 


Piela. Many stylea 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 
1142 BROADWAY 


™ 
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NEW YORK 1, WN. Y. "BIC 
SIMPL 
T= 
G ThE Hirt DAI 
cHAMOIS | imag 


MADE IM U.S.A. 





“ASK YOUR JOBBER* Al 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 











HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 






































BED: 
One sam; 
Inspectio 

order 

THEY PULL—CLINCH—HOLD 
So Sie oe 705 MOD 
ORDER NOW FROM YOUR JOBBER 

SUPERIOR FASTENER CORPORATION =a 
2949 Elston Ave. Chicago (18), lil. ———— 
DESIGNED 


ack 


rata HYDRAULIC 


pe 
Templeton, Kenly & Co. 


Chicago (44) Il. 
Better, Safer Jacks Since 1899 


LEVER 












sons 








pea LAWN MOWER 
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ORDER CATALOG Nej 


AMCOLLOT SUPPLIES 
- 221 N.W.8 “Ave.Miami Fla. 


SPAR-TEX 





Con 
Com 


EM! 
NOVE 












_... ANOTHER NAME FOR sen 
BETTER PAINTS one 
THE SPAR-TEX COMPANY === 
4309 THIRD AUE., NEW YORK 57, N.Y. 

JANUARY 
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IRS 1947 TOYS 


aed 
jany styles 


“7a! 1] SAMPLES READY 


New! 


BENSON 












DACK / 
Ouran NOW / ROD REEL 
OADWAY 4 
m1 MY, "BIG STUFF FOR LITTLE FOLKS" \ COMBINATION 









SIMPLE—CLEVER—MAGIC TRICKS 
DANCING DOLLS—VERY SLICK 


ALPHAPLASTIC PLUG IN LETTER SET ' 
— Can Be Boiled — 4 


ALPHAPLASTIC PASTIME-KIT 








Here’s a solid, flexible metal rod, light 
in weight with the desirable characteris- 
tics of bamboo without the undesirable 
characteristics of a heavy rod. Automatic 
thumbing action eliminates backlash and 
necessity of thumbing reel or line. The 
automatically level-winding and free-run- 


























JY-ROS—LATEST CRAZE ning reel plays out just the correct length 
of line for cast desired and weight of 
BEDSIDE CHILD'S BLACKBOARD ye my ek Ph 
7 Simple construction . . . adaptable for casting left 
One sample each of above items sent for your handed. Supplied in colors approved by all fisher- 
Inspection. $10.00 will be discounted on first PS Gaal cae ae oe 
d 
ee Order now for immediate 
STUART E. ALBERG ' ” pit 
a — REPRESENTATIVE Write soon P K VT F M AN MFC.CO. 
— 3-6544 — VALLEJO, CALIF. prices! MANITOWOC.WIS 
5 . 











* DESIGNED FOR PROFITABLE VOLUME PROMOTIONS | A new member of the BANA ¢. amily 
. CAN 
* BANA::: 

















7 eS, . MW O LD E R , = 
PAV CENSE _ st | ° fi i, 
rivers LIce® Cellulose acetate case with j 
ANCE cARD ~— binding on two sides and — 
iNSUR rt | opening for Insertion of 
\ CERTIFICATS : a = - 
\ ISTRA metal spring goes aroun = 
oe the steering post of the ve- SAN Al = 





| hiele and Is elasped In the 
= metal eyelets. 


World's Largest 
Manutacturer of 


f 
f, 






| AVAILABLE SOON 
THROUGH YOUR 





Contact Us For 






















Complete Details PLASTIC L oO Cc AL J OBBER 
ACETATE 
E M Pp R E $ $ CELLULOSE 0 
NOVELTY CO LEATHER and abt af THE SPECIAL AGENT 45 BANA AL METAL 
, noe jor" TOY PISTOL (2% 
501-507 EAST 171!st ST. No riced © Slip-Tite HOSE COUPLINGS © BANA SWIVEL SNAPS @ 
BRONX 57, NEW YORK e pre nah 
LUDLOW 3-1940-1-2 OTIONS all Rg ANA products 


BANA COMPANY #116 New Montgomery St., San Francisco, Calif. 
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“ IMPLY brush or spray liquid Dri- 

Seal on wood, masonry or leather 
and they shed water like a seal’s skin. 
Dri-Seal quickly penetrates pores and 
seals out water. Treated surfaces are 
impregnated — no peeling off. Any- 
one capable of painting can apply — 
no experts required. 

Dri-Seal prevents mildew, fungus 
growth, dry rot. — termites. Meets 
the rigorous demands of semi-tropical 
and tropical climates. , 

Uses for Dri-Seal products seem 
endless. Just a few of the many are: 
basements . . . concrete water tanks 
... Silos... boats... leather sport- 
ing goods ... shoes .. . luggage... 
buildings... window sashes and sills 
... harness. Farm, home and factory 
offer a tremendous 3-way market. 
The first sale means repeat sales. 


Dri-Seal Products Inc. has an 
attractive proposition for whole- 
salers and dealers. Write today. 


DRI-SEAL 
PRODUCTS INC. 


2326 N. 3rd Street 






WHATS NEW 





‘Rich’ Socket Wrench 


A new type of socket wrench, called 
the “Rich” wrench, is announced by 
Allegretti & Co., 609 S. Grand Ave., 
Los Angeles 14, Cal. It is designed to 
do the same work as the ratchet 
wrench. 





A roller-clutch action is claimed to 
give the wrench the following advan- 
tages: It takes hold in 3 degrees of 
turn, or less, whereas the ratchet 
wrench requires up to 18 degrees of 
turn; it catches immediately in any 
position, eliminating back-drag; the 
start of the bite is not limited by gear 
placement; and it never slips. Claimed 
to be much. smaller than any other 
wrench of the same size drive on the 
market. Has reversible action. At 
present there are three sizes: Model 
Rl, % inch drive, length 4% in., 
weight 2 ozs.; Model R2, % inch 
drive, length 6% in., weight, 7 ozs.; 
and Model R3, % inch drive, length 
10% in., weight 16 ozs. 


Telechron Clock Display 


Telechron Inc., Ashland, Mass., has 
introduced a new handsome compact 
clock display unit, which fits on a dis- 
play shelf, on a counter or in a window. 








MILWAUKEE 12, WISCONSIN 









A quilted bed of natural color satin 
rests on a gold base. The headboard of 
quilted blue satin is draped with a 
gold cord. The curved dome of heavy- 
weight clear plastic keeps out dust, dirt 
and curious fingers and lifts off easily 
so that a different Telechron can be 
shown each week. Available through 
Telechron distributors for $1.00 each or 
$1.25 with dummy clock. 


Steel Wool Pads 


The American Steel Wool Mfg. Co., 
Inc., 42-24 Orchard St., Long Island 
City, N. Y., is introducing a new kind 
of Steel Wool Soap Filled Pad. These 
are not encrusted with liquid soap, but 
instead are impregnated with a spe- 
cially prepared soap which is claimed 
by the maker to last longer. 





Plastic Clothes Pins 


The “Klip-er” clothes pin is plastic 
in bright colors as well as in clear 
crystal. Has a rustproof steel spring. 





Slightly under 2 inches long. Made 
by Carvanite Products, 4641 Pacific 
Blvd., Los Angeles 11, Cal. Mounted 
on individual cards of one dozen each 
and packed one gross to the display 
box. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 90) 


l—Answer. Cost of the job is $90. 
Fifteen sq. yds. of material are 
needed. 

2—Answer. Margin is 33 per cent 
of the selling price. 

3—Answer. Wage rates show an in- 
crease of 27.7 per cent above the 
original rate for this class of em- 
ployee. 

4—Answer. Yes, this pump can be 
used. In set length pumps, cylinder 
extends 4 ft. below ground level. 
This places the cylinder 24 ft. above 
the lowest water level of the well 
which is within the 25-ft. limit at 
which such a pump will operate sat- 
isfactorily. 

5—Answer. Monthly payments are 
$10.95. 
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GRIFTIN 
HINGES 
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(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 
MANUFACTURERS 








AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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"MODEL C-102 
; (F) 
: Y MODEL 8-105 


f 
f 
ns z 
A; ae 
" Ns i 
: eK 
’ YS) 


(H) 
MODEL H-109 


(C) 
MODEL L-1}1 










Ask Your Jobber For 
These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT 
WIN INSTANT POPULAR ACCLAIM 


(E) 
MODEL H-103 


aw 
MODEL H-116 


& 
; % ‘ (A) *TWIXKLIP—2 in 1 clip for toe and 


7 . wa finger nails. Model T.F. 51. 
Kort Sa (B) ALUMINUM FOLDING RULES — 6 Ft., 
Model RL-113; 3 Ft., Model RS-113 
‘ (C) *ADJUSTABLE LEVEL Jr.—Model 
(A) \ L-111. 
MODEL T.F. 51 \ ‘ty ef ee — with level — 
~ odel C- é 
(E) HACK-SAW FRAMES — Heavy Duty 
Model H-103. 
(F) SLIDING BEVEL—Modei B-105 
(G) No. 13 — JOBBER’S DRILL GAGE - 
Model G-115. 
(H) Electricians & Plumbers HACK-SAW 
FRAMES—Heavy Duty. Model H-109 
(1) *PROTRACTOR & DRILL GAGE — Model 
P-108. 
(J) COMBINATION SQUARES — with levels 
and scriber. Model 100. 
(K) DEPTH MARKING GAGE — Model 
D-106. 
(L) ADJUSTABLE BENCH LEVEL (10 inch) 
Model S-107. 
(M) PISTOL GRIP HACK-SAW FRAME — 
Heavy Duty. Mode! H-116 








cox: MODEL RL-113 
‘& MODEL RS-113 
x 


"Pat Pendihg USA 


(L) 


MODEL S-107 {k) > 


7 MODEL D-106, 





WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 
If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


49-09 21st STREET, LONG ISLAND CITY 1,N.Y 


(G) 
MODEL G-115 
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DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged + Malleable-lron + Steel 





* Heat Treafed « 2 Sizes 
Durbin-Boomer F-1—2 swivels, 3%, 1% or 14" chain 
Duroin-Boomer F-2—2 swivels, 4%, 4 or 54" chain 


Malleable Iron * Heat Treated ¢ 5 Sizes 
MIDGET No. 1—1 swivel, 4’ chain 
DELTA No. 1—1 swivel, % or %’ chain 
DIXIE _ No. 1—2 swivels, % or 4%” chain 
LONE STAR 1—2 swivels, %, 44 or % “chain 
LONE STAR 2—2 swivels, %, 4 or %” chain 





ee j a 
i ~ WIRE STRETCHERS 
BD” Stee. CONSTRUCTION 





No. 3—3 Pulleys, plain bearings, 34" rope 
No. 33—3 Pulleys, roller bearings, %” rope 
No. 4—4 Pulleys, plain bearings, 44" rope 
No. 44—4 Pulleys, roller bearings, 4%” rope 
No. 88—4 Pulleys, roller bearings, 14” rope 


ALL-STEEL ROLLER BEARING HOISTS 











z Size | Cap. | Ship. Wt. 
No. Rope | Lbs. ubs. 


12 yy’ 2000 6 lbs. | Drop Forged Hook 
13 y%’ 1000 | 2% lbs. | Malleable Hook 


Construction 























Shipped with or without rope. 
Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Louis 5, Mo. 










































EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


Order through Your Jobber 


EMBURY MFG. CO., WARSAW, N. Y. 






Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware Associa- 
tion annual convention and exhibit, May 
21-23, 1947, at the Municipal Audi- 
torium, Birmingham, Ala. Hotel head- 
quarters, Tutwiler Hotel. Mrs. J. H. 
Crowe, 509 No. 19th St., Birmingham 3, 
Ala., is secretary-treasurer. 

American Hardware Manufac- 
turers Association, 92nd semi-annual 
convention meeting jointly with the 
56th annual convention of the Southern 
Wholesale Hardware Association, April 
14-17, 1947, at the Palm Beach Bilt- 
more Hotel, Palm Beach, Fla. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association and T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association. 

American Toy Fair, March 10-22, 
1947, in New York City with permanent 
exhibits at 200 Fifth Ave., 1107 Broad- 
way and other year-round display rooms. 
Temporary exhibits at the Hotel Mc- 
Alpin. Horatio D. Clark is secretary of 
the sponsor association, the Toy Manu- 
facturers of the U.S.A., Inc., 200 Fifth 
Ave., New York. 

Arkansas Retail Hardware and Im- 
plement Association annual convention 
and exhibit, Feb. 16-18 at the Lafayette 
Hotel, Little Rock. A. W. Porter, Lafay- 
ette Hotel, secretary. 

Boston Gift Show, March 3-7, 1947, 
at the Hotel Statler, Boston, Mass. 

California Retail Hardware Associa- 
tion convention, Feb. 11-13, 1947, at 
Hotel Whitcomb, San Francisco, LeRoy 
Smith, 417 Market St., Rm. 237, San 
Francisco 5, Cal., secretary. 

Chicago Gift Show, Feb. 3-14, 1947, 
at the Palmer House, Chicago, III. 

Coast-to-Coast Stores annual meet- 
ing Feb. 10-12, 1947, at the Nicollet 
Hotel, Minneapolis, Minn. 

Connecticut Hardware Association 
convention, Feb. 11-12, 1947, at the 
Hotel Bond, Hartford. Ned Russell, 
Harris Hardware, Southport, Conn., sec- 
retary. 

Florida Retail Hardware Assn. con- 
vention in May, 1947, at Orlando, Fla. 
William W. Howell, Waycross, Ga., sec- 
retary. 


Franklin Hardware & Supply 
Co. annual dealers’ meeting, Feb. 23, 
1947, at the company’s headquarters, 
918-928 N. Delaware Ave., Philadelphia 
23, Pa. F. Leon Herron, general mana- 
ger. 

Georgia Retail Hardware Assn. con- 
vention in May, 1947, at Atlanta, Ga. 
William W. Howell, Waycross, Ga., sec- 
retary. 

Gift Show and China, Glassware 
and Pottery Market, Feb. 3-15, 1947, 
at the Merchandise Mart, Chicago, III. 

Housewares and Appliance Show, 
Feb. 9-12, 1947, at San Antonio, Tex. 








San Antonio Housewares and Appliance 
Show Committee maintains offices at 
2200 Alamo National Building, San 
Antonio 5, Tex. 

Illinois Retail Hardware Association 
convention and exhibit, Feb. 24-26, 
1947, at Hotel Sherman, Chicago, Wil- 
liam F. Ewert, 1321 Merchandise Mart, 
Chicago 5, Ill., managing director. 

Iowa Retail Hardware Association 
convention and exhibit, Feb. 11-14, 
1947, at Des Moines, Iowa. Business 
sessions at the Hotel Savery, exhibit at 
Coliseum. Philip R. Jacobson, Mason 
City, Iowa, secretary. 

Marshall-Wells Associate Stores 
Congress, March 10-12, 1947, at com- 
pany headquarters, Duluth, Minn. 

Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 11-14, 
1947, at Detroit. Sessions at Statler 
Hotel; exhibit at Convention Hall, Har- 
old W. Schumacher, 1112 Olds Tower 
Bldg., Lansing 8, Mich., manager. 

Mid-West Toy and Housewares 
Trade Show, May 18-22, 1947, at Con- 
vention Hall, Detroit, Mich. Sponsored 
by William H. Pfau and his organiza- 
tion. Permanent headquarters of show, 
240-44 Convention Hall, 4484 Cass Ave., 
Detroit 1, Mich. 

Missouri Retail Hardware Associa- 
tion convention and exhibit, March 
11-13, 1947, at Hotel Jefferson, St. 
Louis. Louis C. Kreh, 323-324 Wain- 
wright Bldg., St. Louis 1, Mo., secre- 
tary. 

National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 

National Housewares Show, April 
27-May 2, 1947, at Convention Hall, 
Philadelphia, Pa. Exhibit sponsored by 
the National Housewares Manufac- 
turers Association, 1402 Merchandise 
Mart, Chicago. A. W. Buddenberg, ex- 
ecutive secretary. The association is a 
new group formed by the merger of 
The Housewares Manufacturers Asso- 

ciation of Chicago and the New York 
Housewares Manufacturers Association. 

National Retail Hardware Asso- 
ciation, 48th annual Congress, June 
16-19, 1947, at the Hotel Statler, Cleve- 
land, Ohio. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

National Association of Sporting 
Goods Manufacturers, exhibition at 
the Hotel New Yorker, New York, N. Y., 
Feb. 1-7, 1947. 

Nebraska Retail Hardware Associa- 
tion convention and exhibit, Feb. 25-27, 
1947, at Omaha, Exhibit at the City 
Auditorium; convention headquarters 
at Paxton Hotel. C. A. McCoy, 325 In- 
surance Bldg., Lincoln 8, Neb., secre- 
tary. 

New England Hardware Dealers’ 
Association convention and_ exhibit, 


HARDWARE AGE 




































$44 


ZONE 


449° 


ZONE 2 ( 
Less Yo 


© Con 
Motor 
tool-st 
craft-t 
e Com 
» May 
Nationally 
Garden, H 
and Garde 


New York 
Selence BM 


Orders | 














“Burpee § 


wher 


W. 


Philad 
Penn 








oa 


JANUAR’ 










ents 


1 Appliance 
| offices at 
lding, San 


Association 
‘eb. 24-26, 
icago, Wil- 
idise Mart, 
ector. 
Association 
eb. 11-14, 
Business 
exhibit at 
yn, Mason 


te Stores 
, at com- 
finn. 

e Associa- 
‘eb. 11-14, 
at Statler 
Hall, Har- 
lds Tower 
ager. 

usewares 
7, at Con- 
Sponsored 
organiza- 
of show, 
Cass Ave., 


Associa- 
t, March 
rson, St. 
24 Wain- 
0., secre- 


nw, Oct. 
itral Pal- 
ager, 331 
, Manag- 


yw, April 
on Hall, 
sored by 
Manu fac- 
chandise 
berg, ex- 
tion is a 
erger of 
rs Asso- 
sw York 
ociation. 
» Asso- 
s, June 
r, Cleve- 
333 No. 
s, Ind., 


porting 
ition at 


Ca. Ba 


Associa- 
». 25-27, 
he City 
quarters 
325 In- 
, secre- 


Dealers’ 
exhibit, 


AGE 








HERE’S YOUR NEW MONEY-MAKER! 


s HEDGE-KLIP 


PORTABLE ELECTRIC HEDGE TRIMMER 


FOR HOME OWNERS! LANDSCAPERS! NURSERYMEN 





Amazingly Low Priced! 
Prompt Delivery! 
Precision-Engineered! 





























$44°° 


ZONE 1 


$4950 


_ZONE 2 (WEST OF MISS.) 
Less Your Usual Discount 


¢ Continuous duty Universal Electric 
Motor — 110v, AC-DC ¢ Hardened 
tool-steel blades with 142" cutting length © Two air- 
craft-type balanced plastic handles with metal Inserts 
e Complete with 15 ft. extension cord, switch and plug 
» May be used on hedges, shrubbery, trees and grass. 
Nationally Advertised in House and 
Garden, House Beautiful, Better Homes 
and Gardens, the New York Times, the 


New York Herald-Tribune, the Christian 
Science Monitor and other publications. 


Orders Filled in Sequence of Receipt . . . Rush Yours Today! 


ACCMATOOLCO., «wes. 





Free consumer folders, 
advertising mats and other 
promotional helps. 

















NEW YORK 25, N.Y 











THE F. E. MYERS & BRO. COMPANY ©® Dept. H-44, Ashland, Ohio 












FOR MYERS DEALERS 


A valuable new book packed with 
sound merchandising ideas. 

@ Store Arrangement and Display 

®@ Indoor & Outdoor Identification 
® Retail Advertising 

® Customer Records 

® Merchandising Materials 
Ready now — Delivered by the man 
who calls on you for Myers. 











Sell Burpee Seeds 


and increase your spring sales 


Write Today for Burpee 1947 Red List 
—Wholesale Prices for Dealers 






Burpee’s Red List is a valuable 
guide for you—in addition to the 
complete line of flower and vege- 
table seeds in colored packets to sell 
at 100% mark-up, it also contains 
wholesale prices on every variety 
in the larger units many of your 
customers often require — ounces, 
% lbs., lbs., 10 Ibs., 100 lbs., ete. 


With the Burpee line you can 
sell market growers, florists and 
farmers as well as the leading home 
gardeners in your community. 

You can also stock the new Bur- 
pee Hybrid Vegetables, and special 
Burpee flowers. 

Unusual special sales leaders are 
available to attract new customers. 

















The Best-Known and 
Most-Advertised Brand 


Vegetable and Flower Seed Growers 











Send Postcard or This Coupon Today 
—Be Ready With Your Seeds When 
Your Customers Want to Buy 





Pes eecees esse eee eee ee ee ee SSS SSS SSS Se 


Street (or Box No.) ..........,. 


Philadelphia 32, 


Sanford, 


Pennsylvania Florida 





Clinton, 
Iowa 


Zone 


' Philadelphia 32, Pa. ® 
a 
“Burpee Seeds Grow” are household words H W. Atlee Burpee Co.| sonend” a. . 
wherever gardens grow in America ¥ Rush to me by return mail Burpee's new 1947 Red List 
R ; with wholesale prices on Flower and Vegetable Seeds. : 
4 
W. Atlee Burpee Co. :...  —.—.. 
7 
' 
' 
5 
£ 
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Every day .... every week . . . all thru 
the year, there’s a steady demand for 
ROYAL lines in hardware stores. They're 
easy to sell, and profitable. So, ask 
your wholesaler for ROYAL, every time. 





ROYAL ELECTRIC CO., inc. 


PAWTUCKET + RHODE ISLAND 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
CHRISTMAS LIGHTING SETS °* 






ton, Mass. Russell R. Mueller, 185 Dart- 

mouth St., Boston 16, Mass., secretary. 
| New England Housewares Show, 

Feb. 10-14, 1947, at the Parker House, 
Boston. Sponsored by the Housewares 
Club of New England. 

New York Gift Show, Feb. 24-29, 
1947, at the Hotels New Yorker and 
| Pennsylvania, New York City. 

New York State Retail Hardware 
Association, annual convention and 
trade show. Headquarters at Seneca 
Hotel, exhibit at Convention Hall, 
Rochester, N. Y., Feb. 4-6, 1947, N. H. 
Kiley, 508 Hills Bldg., Syracuse, N. Y. 
| secretary. 

North Coast Retail Hardware As- 
sociation convention, Feb. 2-3, 1947, at 
| New Washington Hotel, Seattle, Wash. 
| D. D. Stewart, 714 American Building, 

Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation convention and exhibit, March 
25-27, 1947, at the Municipal World 
War Memorial Bldg., Bismarck. Miss 
Clarine Sherwood, 21 Clifford Bldg., 

| Grand Forks, N. D., secretary. 

Northern Wholesale Hardware 
| Co., Inc., convention and exhibit, Feb. 
| 23-25, 1947, at the company’s office and 
warehouse, 805 N. W. Glison St., Port- 
land, Ore. 

Ohio Hardware Association, conven- 
tion and exhibit, Feb. 4-7, 1947, at the 
Cleveland Public Auditorium, Cleve- 
land. Sessions and exhibit at Audi- 
torium; convention headquarters at Ho- 
tel Cleveland. John B. Conklin, 175 So. 
High St., Columbus 15, Ohio, secretary. 

Oklahoma Hardware and Implement 
| Association convention and_ exhibit, 
| Feb. 4-6, 1947, at the Municipal Audi- 
torium, Oklahoma City. R. K. Thomas, 
711 Wright Bldg., Oklahoma City, Okla., 
secretary. 

Pacific Northwest Gift, Toy and 
| Housewares Show, Feb. 23-27, 1947, 
at the Olympic and New Washington 
Hotels and the Terminal Sales Bldg., 
Seattle, Wash. Sponsored by the West- 
ern Merchandise Exhibitors Association. 
323 Geary St., San Francisco 2. 

Panhandle Hardware and Imple- 
ment Association convention, Feb. 10-11, 
1947, at the Herring Hotel, Amarillo, 
Tex. Mrs. C. L. Thompson, Canyon, 
Tex., secretary. 

Pennsylvania and Atlantic Sea- 
board Hardware Association conven- 
tion and exhibit, Feb. 10-13, 1947; at 
the Wm. Penn Hotel, Pittsburgh. W. 
Glenn Pearce, 400 N. Broad St., Phila- 
delphia 30, Pa., secretary. 


South Dakota Retail Hardware As- 
sociation convention and exhibit, Mareh 
18-20, 1947, at the Coliseum, Sioux 
Falls. Earl Erlandson, Cottonwood, 
S. D., secretary. 

Southern California Retail Hard- 
ware Association convention and ex- 
hibit, Feb. 18-20, 1947, at Long Beach. 
Sessions at Hilton Hotel; exhibit at 
Municipal Auditorium. A. C. Kammeier, 


| Feb. 20-22, 1947, at Hotel Statler, Bos- 








112 W. Ninth St., Los Angeles 15, Cal., 
secretary. 

Southern Wholesale Hardware 
Association, 56th annual convention 
meeting jointly with the 92nd semi- 
annual convention of the American 
Hardware Manufacturers Association, 
April 14-17, 1947, at the Palm Beach 
Biltmore Hotel, Palm Beach, Fla. T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the Manufacturers’ association. 

Sporting Goods Show, Feb. 1-7, 
1947, at the Hotel New Yorker, New 
York City. Convention and exhibit 
sponsored by the National Sporting 
Goods Association, Box 1504, Shreve- 
port 93, La. 

Store Modernization Show, first 
annual, week of July 7, 1947, at the 
Grand Central Palace, New York City. 
Sponsored by Store Modernization 
Show, Inc., Grand Central Palace, New 
York, with John W. H. Evans, managing 
director. 

Tennessee Retail Hardware Associa- 
tion convention at the Andrew Jackson 
Hotel, Nashville, Feb. 24-25, 1947. Mor- 
ris Jones, 501 Republic Bldg., Louis- 
ville 2, Ky., secretary. 

Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, At- 
lantic City, N. J., will be headquarters 
for American Supply & Machinery 
Manufacturers’ Association, Inc. The 
National Supply & Machinery Distrib 
utors’ Asscoiation and the Southern 
Supply & Machinery Distributors’ As- 
sociation. R. Kennedy Hanson, 1108 
Clark Bldg., Pittsburgh 22, Pa., is gen- 
eral manager of the American associa- 
tion; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer of the National association. E, L. 
Pugh, Volunteer Bldg., Atlanta 3, Ga., 
is secretary-treasurer of the Southern 
association. 

Virginia Retail Hardware Associa 
tion convention Feb. 24-26, 1947, at the 
John Marshall Hotel, Richmond. G. T. 
Omohundro, Jr., Scotsville, Va., secre 
tary-treasurer. 

Western Gift, Toy and House- 
wares Show, week of Feb. 9-13, 1947, 
at the Civic Auditorium, San Francisco, 
Calif. Sponsored by the Western Mer- 
chandise Exhibitors Association, 323 
Geary St., San Francisco 2. 

West Virginia Retail Hardware As 
sociation, annual convention, Feb. 17- 
18, 1947, at the Frederick Hotel, Hunt- 
ington, W. Va., Sam H. Diemer, P. O. 
Box 1589, Fairmont, W. Va., secretary. 

Western Winter Mart, Feb. 3-8, 
1947, at the Merchandise Mart, San 
Francisco, Calif. Frank K. Runyan, 
Mart president. 

Wisconsin Retail Hardware Associa- 
tion convention and exhibit, Feb. 46, 
1947, at the Auditorium, Milwaukee. 
H. A. Lewis, Stevens Point, Wis., sec- 
retary. 
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POWER TOOL 
ACCESSORIES 








384 





430 431 


#370—Y%4" Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#373—'2" Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#380—2” Chuck with No. 2 Morse Taper Arbor. 

#381%” Chuck with Arbor to fit ¥2” or %” Spindle. 

#382—¥2" Chuck with Collars and Arbor to fit 2”. 
or ¥%” Spindle. 

#383—Arbor to fit ¥2” or 346” Spindle, with Collars. 

#384—1" Chuck with 12” Straight Arbor. 

#407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for Connecting two 42” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30° YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 
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PIPE WRENCH 
ECONOMY 

























If this Housing ever 

Breaks or Distorts we 

will replace it Free 
t 











Easy sales of 
the no-wrench- 
housing-repair- 
expense.... 


RIFEID 


@ So strong, efficient and trouble-free it’s no 
wonder millions of users prefer it. And economical 
—that guarantee saves your customers all wrench 
housing expense and bother. Easy-spinning adjust- 
ment, nut in all sizes, 6” to 60”. 
Positive-action jaws, handy Or 
pipe scale on hookjaw, comfort- 


grip handle. Sell the Rimaip End pattern for 


n coils, against 


Pipe Wrench for steady profits. ? inl Fos surfaces. 


























Simplify Your Stock Taking with the 





HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9¥% by 12 inches over all; writing area 
614 by !1'/2 inches. Sheets printed -on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 

































































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means yeu really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 







































































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer andertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thow 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


coscenceuesaesssscnscenecescncss lan THIS COUPON .ncncccescesscncsccccascencesses 


HARDWARE AGE 
100 East 42nd Street, New York !7, N. Y. 


Gentlemen: 
Here is my $...... 


charge). Also send me 


ADDRESS 


172 


FIRM NAME... ........... 


1-30-47 


. Please send me......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


. Binders (50¢ each). Send these to me by return mail. 
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NATIONAL LOCK CABINET HARDWARE 
is easy and profitable to sell 


Choice of four distinctively designed sets — éach 
set is perfectly matched. Catches, Pulls, Knobs and 
Hinges are all styled in harmonious patterns. 


Finished in lustrous, gleaming, easy-to-clean chro- 
mium. Here is beauty smoothly combined with 
rugged utility. 


Packed in attractive envelopes — clearly printed for 
quick identification. Envelopes are packed in space- 
saving cartons. 


Envelope packing eliminates loss of screws and 
small parts. Instructions for installing are packed 
with all Catches. 


Counter display boards showing application 
of flush and offset type Hinges, push-button 
and friction type Catches make your selling 
job easier. Display boards are available in 
four different sizes. 





NATIONAL LOCK COMPANY 


Cabinet Hardware Division 


9108 @ 70) a2) ILLINOIS 
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..-There’s an Amberyl 
handle, shock-proof, break- 
proof VACO screw driver 


There are 173 Vaco types, all 

with gleaming Ambery! plastic handles, 
shock-proof and break-proof. Why not get ALL the 
business by having ALL the types on hand 

that your customers can possibly want. 

Vaco screw drivers come on 

attractive display 

cards or packed in 

boxes...as you prefer. 


Write for catalog. 
0 317 E.ONtaRi¢ - 
ey -Yo) geo CHICAGO 11, 10. 


ADIAN WAREHOUSE vy 
560 eine sTREET WEST - TORONTO 2. O”F 































' Sheffield’s Improved ‘ 
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“FIRST AID for a 
Hundred Home Uses” 


A light colored thick, 
paste-like material that 
handles as easily as putty. 
When dry, it hardens into 
| wood, with practically no 
shrinkage. A quick way to 
repair cracks, holes and 
chipped surfaces. Availa- 
= ble in tubes as well as 
1/4 lb. and 1 lb. cans. 


Shetticld Zroreze 


Syne 
PAINT conpdearioa ll 
oe eee Ss a ee ee 


















IMMEDIATE 
DELIVERY 












IT'S NEW— Master & Junior Squeegee Display Deals. Show- 
ing 16”, 12”, 6” multiple blade wiper and 6” single blade wiper. 
FREE— with Each Deal, One Easel Display Card of Heavy 
Board—in Six Cheerful Colors—A Powerful Sales Aid. 

LUXOR MASTER DISPLAY— 9 dozen assorted sizes, 
including 1 display card & 4 wipers. Shipping weight, 35 Ibs. 


LUXOR JUNIOR DISPLAY—6 dozen assorted sizes, 
including 1 display card & 4 wipers. Shipping weight, 26 Ibs. 


G & H MANUFACTURING CO. 
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NU-JAMB 
Double-Acting Hinge 





















“NU JAMB" Spring Hinges. "Matchless Floor Spring 
Hinges. Pivot Hinges, Latches, Indicators, Bolts, Screen 
Hinges, Door Guards, Closet Garment Fixtures will all 
be needed in the great rebuilding and remodeling pro- 
gram now getting underway everywhere. Fill in your 
stock — order new items — be ready to serve your 
customers with all their building hardware needs — 
Feature "Milwaukee" for quality ‘and satisfaction. 

OUR 53RD YEAR OF QUALITY PRODUCTION 


MILWAUKEE STAMPING CO. 


842-B S. 72nd Street Milwaukee 14, Wisconsin 
ee eee ae eee 


. 
| 
| 
| 
| 
| 
| 








SOUTHINGTON 





‘men 2017 N. LEITHGOW ST., PHILADELPHIA 22, PENNA. seemed | 


For Wood or Metal 
Southington Wood Screws, Drive 


Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 

‘ ous styles of heads in the most 
called for types. Send for screw 

| eatalog, also our catalog covering 

steel squares, tri-squares, bevels, 

etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


7 SCREWS 





Driver fits se- Supply the in- 
curely into ta- pete a 
j mand for these 
tame cs modern, time- 
will not slip saving screws. 
out, or work to All standard 
one side. sizes. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
iz SOUTHINGTON, CONN. iss? 
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FOR HARD SERVICE 
AND HIGH SPEEDS! 


APEX HEAVY DUTY OIL. A detergent type 
oil for use on new equipment wherever the very 
finest lubrication is required. It keeps it clean! 
t Meets all specified approved requirements for 
high output engines. 
Available in quarts, 5 gallons and drums. 







APEX DIESEL OIL. Meets the requirements 
of high speed, heavy duty Diesel Engines of all 
types. It is factory approved and has passed all 
tests by fully meeting the exacting military spec- 
ification 2-104B. 

Available in 5 gallons and drums. 


Order through your PROTEX or FILM-X Jobber 
Be a “Complete Line’’ Dealer 






APEX POINTS THE WAY TO PROFITS 


Voit Products < - 




















This Display Will Help 
You Sell— 


“V"-Belt 
PULLEYS 


The No. 50 Display 
Board provides an as- 
sortment of 24 pulleys 
in the 12 most popu- 
lar sizes ranging from 
1," up to 5” in 
diameter. 


Pulleys are for “A" 
section belts and 
come in !/." and 54" 
bores. 


The Display Board is finished in RED, WHITE and 
BLUE, and has storage space in the back for addi- 
tional sizes. 





Ask Your Jobber 
or Write 


CHICAGO DIE CASTING MFG. CO. 
2507 W. Monroe St., Chicago 12, Ill. 
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IMMEDIATE 


SHIPMENT! 


HEAVY STEEL 
GALVANIZED 





QUICK SELLER— 
ALWAYS IN DEMAND 


DISTRIBUTED BY LEADING WHOLESALERS 
MANUFACTURED BY 


PENN SUPPLY & METAL CORPORATION 
PHILADELPHIA 22, PENNA. 





























MECHANICS 
PREFER... 44 


© BERNZ Blow Torches have 
been universally preferred since 
1876. The 87-A, one of the 
fastest selling models on the 
market, features a removable, 
self-cleaning needle and a full 
sized windshield which permits 
safe use in the stormiest weath- 
er. Mechanics gladly pay the 
slightly higher price for these 
added advantages. 


THESE FEATURES SELL THEM! 


* Finest materials, precision built, rigidly tested. 

* Many patented features exclusive with Otto Bernz. 

* Equipped with slender type, removable, self-cleaning needle. 

*® Full sized windshield for all-weather use. 

*% Produces intensely hot flame with low fuel consumption. 

* Patented ‘“‘NEVER-LEAK" pump. 

*® Burner of best grade composition bronze. Dealer’; Cosy 
Paiute Inc.|, 435 

“ec, net 
F.Og New y, 
45 VESEY STREET NEW YORK 7, WN. Y. rk City 
Me 











EXTRA QUALITY Say "OT Si” 


at every 


point / 


_— - " " 
OOK You can‘say "Yes" when your 


customer asks for Congress Pul- 
SONDRESS leys. We can build ‘em as fast 
as you can sell ‘em. Vast stocks 

























are packaged and ready to ship 
to your jobber. You never have 


to say “Sorry, we're just out" 
when you carry Congress Pulleys 
and use the simple inventory 
system that is part of our mer- 
chandising plan. 


CONGRESS 3-COLOR 


DISPLAY CARD This plan insures a minimum in- 


vestment (only $15.00 for pul- 
leys you sell for $26.40), rapid 


replacement as sales are made, 


Standardized production, 
on pulleys, flexible coup- 
lings and variable speed 


BLOW | drives enables us to pro- 
TORCHES | #5 fhe ats & 


BUILT RIGHT FOR HALF A CENTURY dividually packaged in 3 
color boxes, for attractive 


fast turn-over. 





. +7 hi . 
That’s why C & L Blow Torches give better performance | ee Oe neil Aaeinent 
over a period of years. Proven experience—plus more teed to direct shepmen, agg ae tiger des allen 
P y . P P home handy men, hobby- big 3-color display that means 


than half a century of satisfactory service has earned a 


top position for C & L Blow Torches and Fire Pots. 
At leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY « LOUISVILLE 10, KENTUCKY 


extra sales and profits for you. 


” See your Jobber — or Write for Information 
DIAMOND 


CONGRESS *icr DRIVES 


3750 E. OUTER DR. — DETROIT 12, MICH. 
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It’s good business to keep a carton of Weldwood 
Glue within customers’ easy reach. For this glue is 
a mighty profitable item... preferred by hobbyists, 
handymen and skilled cabinet makers. 


Weldwood Glue offers tremendous strength, fast 
setting, and easy mixing . . . selling points which 
keep customers coming back again and again. 


Packed in convenient-sized cans that retail for 10¢, 
25¢, 50¢, $1.00 and up. If your jobber cannot give 
you prices and complete information, write to 
United States Plywood Corporation, Industrial 
Adhesives Division, Dept. 307, 55 West 44th Se 
New York 18, N. Y. 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 
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BRASS, IRON, CHINA, RUBBER, CHEMICAL 


The "DANDEE fine 


PLUMBING 
and HEATING 


SPECIALTIES 





“DANDEE” PRODUCTS... 


Porcelain Glaze ® Sink Hangers 

Bibb Seat Reomers Steam Gauges 

P. O. Basin Plugs ® Brass Goods 

Fitall Handles Pipe Joint Cement 
Drain Pipe Cleaner 


OTHER POPULAR BRANDS .. 


Ridgid Pipe Tools 
Parker-Kalon Boiler Plugs 
Smooth-On Iron Cement 


PLUMBING and HEATING SPECIALTIES 
“Insist On DANDEE” 


Write for our Catalogue and Price List 


PLUMBING PRODUCTS Co. 


145 N. Washington St. 


Boston 14, Mass. 





this new 
faucet is the 














GASOLINE AND FUEL 
OIL STORAGE TANKS 


The outstanding feature of 
improved 
FULL open 
FLOW action supplied by 
its rounded venturi type in- 
terior passageway provid- 
ing up to 50% more flow ca- 
pacity than average type 
faucets. Supplied in three 
popular sizes—%/,”, 
14”, these faucets are a 
Proven fast moving item. 


JOBBER SALES TERRITORIES AVAILABLE 
WRITE FOR INFORMATIO 


MADISCO a oe 








type 






GREATER 
FLOW 
CAPACITY 









1” and 










or cold weather. 














NEW BRIGHT L 


MINNEAPOLIS 13, MINNESOTA 









JANUARY 30, 





1947 









Equally efficient for light 
or heavy liquids in warm 


















































with 


All vecTeRryY 








Make Patching and 
Repair Work Easy 


TEHR-GREEZE st y 
FABRIC 
CEMENT 





were 


+. FABRIC CEMENT 











White — Repairs all types of cloth, 
canvas and leather goods. A tough, 
versatile adhesive with thousands 
| of uses in home, repair shop and 
farm. 


All-Purpose — Cements weod to 
wood, glass to glass. metal to 
metal, glass to metal and many 
other combinations. A clear trane 
parent cement. 


Write for Trade Prices 


VAL-A COMPANY 


700 W. Root St. Chicago 9, lil. 




















BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known “KEILSON" line of Government ap- 
proved Mail Boxes. 
turers of both BOMMER Spring Hinges and 
“KEILSON" Mail Boxes separately were win- 
ning the approval of the trade. Now, together 
as Bommer Products they will endeavor to ren- 
der an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER SPRING HINGE CO. BROOKLYN 5, Nv. Y. 


CHICAGO SALES OFFICE: No. 





Since 1876 the manufac- 






BOMMER 


180 N. WACKER DRIVE 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY »* MARSHALLTOWN. 











IOWA 


Se ai 








—MILL -ROSE— 
GUN BRUSHES ond RODS 




















Combination Gun Cleaning Reds for Rifles. All-Calibre Revelver Reds. 
Shet Gun Reds. Swivel Handle. All-Durelumin. Jointed. Gua yy 
Brushes for Rifles, Revolvers, Shet Guns in all sizee—Pheepher Greaze 
Gristie or Nylon. 


The MILL-ROSE Company 1987 East 59th Street © Cleveland 3 




















we es HUNTING & FISHING These are 5” Biada 
AIDACO near val SHEATH KNIVES y B.. Tear 


7) ed Caseo—Hardened 
' Steel. Each Knife 
comes’ in Leather 


Y wo. SB5—Sew Back 
(illustrated) $16.29 





fie Became ae as yo no ay I ae ee Pisce Per Dez. 
No. 85SE CAP OPENER—Saw — arensenese ameaetes i Be 





No. AC — Saw Blade Cuts Metal & Wood. 
4%” <slade, Has Safety Catch—Knife Closed 
6"—fpen 15%”. All Black to prevent rust. 
$27.0" Per Doz. We also carry a complete 
line { Pocket Knives, Hunting Knives and 
Surf Fishing Equipment. Write Dept. HA 
for Catalog. 


BERNARD GOLDWEBER 
1133 BROADWAY, NEW YORK 10, N. Y. 
Mfr. & Mfrs. Representative « Phone WAtkins 89-6603 




















2% cash discount. Check with order. Se Gwe 
rated firms. Jobber inquiries solicited. 











FULLER TOOL CO 


BRONX 59, New Yor 














FISHING ITEM THAT WILL 
WIN IMMEDIATE ATTENTION 


The new patented Addison Ice Auger gets the 
attention that means immediate profitable sales. 4 
feet long, made of cast aluminum to prevent freez- 
ing and clogging, weighs only 3 pounds. Cuts 
through 12 to 16 inches of ice per minute, skims 
its own hole. Gloves do not freeze to spring 
handle. Suggested retail price of $5.95 allows 
generous profit. Ready for immediate delivery, 
packed six to a carton. Write or wire today for 





= full details. 
S ADDISON MFG. CO., INC. 
> ADDISON, MICH. 



















When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the “Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heeding of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your “Who Makes [t?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 




















ROPE - BINDER TWINE - 


BALER TWINE - 





TYING TWINE 


PLYMOUTH, MASS. 








There’s no waste circulation — your Help Wanted, Ac- 
counts Wanted, Sales Representatives Wanted and Business 
Opportunities advertisements go straight to the hardware 
trade—the very class you want to reach. You can run a 


HARDWARE AGE, 





Hardware Age Takes Your Sales Message To Over 32,000 Subscribers 


Classified Opportunities Dept., 100 East 42nd St., New York 17, N. Y. 


fifty-word, set solid, classified sales message under any of 
these headings for five dollars; or a Position Wanted ad at 
a Special Rate of only two dollars. Send check or money 
order (only) to 
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quickly. 
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‘OUR JOB 

















{t costs no more 
nodern-line Glass Cutters and painters’ and glaziers’ tools 


RED DEVIL TOOLS 
Irvington, New Jersey. U. S. A. 








to own the best. 





Buy RED DEVIL 





FLUID CEMENT 
. REG. U. S. PATENT OFFICE 1932 


If you want a fast selling cement, buy LEECH. Repeat 
sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 


LEECH PRODUCTS CO., Box 243-C, Hutchinson, Kansa: | 





CARDED ITEMS 
THAT SELL ON SIGHT! 


Handy items that every house- 
wife needs. SINK DRAIN PRO- 
TECTOR—made of solid brass, 
finished in bright nickel. 


LINE TIGHTENER—of heavy steel with heavy cadmium plate— 
for clothes lines. HANG-UP HOOKS — made of steel, nickel 
plated — the hook with a hundred uses. 
WRITE FOR CATALOG 
Canadian Agent: 15 Wellwood Ave., Toronto, Ontario 
Export Office: 90 Broud St.,. New York, N. Y 














RAT-TU 
(lls / Containing ANTU 


The New Sensational 
For Track- Death-Dealing Chemical! 
ing: 25% 

TU Watch the sales roll in with this 


Retails for new superior ANTU rat poison! It’s 
60c RAT-TU with  rat-killing ANTU 












— your customers are hearing about. 
For Bait- Comes in handy canisters. Order 
ing: 5% RAT-TU now! 

ANTU Positively Larger Jobber and 
Retails for Dealer Discounts 
MOST REASONABLY PRICED 
ANTU PRODUCT ON 
THE MARKET TODAY! 














SALES OFFICE — 10 W 61st Street, New York 





| 


ON 


THE WORLD'S FASTEST SELLING CAN OPENER 


Vaughan 's No. 170 


SAFETY ROLL JR. 


Over 50,000,000 Safety Roll Jr. Can 
\po= Openers have been sold and we are 
pleased to be able to offer this popular 
number again. Sturdy and strong, all 


steel 


and retails at a low popular price. 


VAUGHAN NOVELTY MFG. CO. 


““Werld’s Largest Manufacturers of Can Openers and Bottle Openers” 
3211-25 CARROLL AVENUE CHICAGO 24, thk., U. S.A. 





“ews, HANDLE-TIGHT CLAMP 


ALONE 


G 
Retall and Ss. 


List Price 
20¢ 
APIECE 


AVAILABLE NOW TO 


MINUTE MOP USERS! 


© Simple, —. Device! -* Quickly Attached bp 
An 


¢ Allows Rougher Usage 
SAFETY- TIGHT. for MORE EFFICIENT CLEANING 
Feature the New Minuie Mop HANDLE-TIGHT 
CLAMP. A real sales getter, a profit-builder that fite 
any MINUTE MOP you have in stock. Locks the 
du Pont Cellulose Sponge Mop-head securely to handle. 
ives mop b .. — eMciency. No need to return your 
k of for this improvement. Simply order 
HANDLE- TIGHT CLAMPS today from your jebber— 
for IMMEDIATE DELIVERY. 
Packed | dez. CLAMPS te a box; 
in _« shippieg cartes 





MINUTE MOP (0. !2.5:22.0;5" 





\e =“AND ALUMINUM 


JANUARY 30, 1947 





ARPENTERS soso @=! at 
ae aHo00 eliclaniahistels 


AND A CON MINUM 


MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY = 


mavestoors MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin. Micx. 


on NON melee 2°): 
ASKING 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 








Set solid, maximum, 50 words....... $5.00 
Each additional word......... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
50 words ........ sagadereseoorees 2.00 
Each additional word....... ‘ .05 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check of money order, 
not currency er stamps. 


postage for r 


HARDWARE AGE is published every othe: 
Thursday. 
previous to date of publication. 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


p Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 


les of Merchandi 


ing. 
Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 











(Help Wanted 





GOOD OPPORTUNITY FOR AN EXPERI- 
ENCED INSIDE SALESMAN. Must be_thor- 
oughly familiar in the Hardware and Paint Lines. 
References required. Good salary to start with 
and good chance for advancement. Charles Librett 
Hardware, 184 Huguenot Street, New Rochelle, 
New York. 





EXPORT MAN WANTED. HARDWARE 
AND MACHINERY. For key position with well 
established highly rated export firm. Substantial 
salary for qualified man. Reply must give com- 
plete background and will be treated confiden- 
tially. Address Box L-33, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALES MANAGER WANTED BY METRO- 
POLITAN JOBBER TO ASSIST IN BUYING, 
SUPERVISING SALES FORCE. Salary, bonus. 
Give full details in first letter. Excellent oppor- 
tunity for right man. Address Box L-30, care of 
Harpware Aceg, 100 East 42nd St., 
17, N. Y. 





HARDWARE EXECUTIVE WANTED 


MERCHANDISING EXPERIENCE FOR WELL 
KNOWN HARDWARE DISTRIBUTOR, MUST HAVE 
EXPERIENCE BOTH BUYING AND SELLING. EX- 
CELLENT OPPORTUNITY. STATE QUALIFICA- 
TIONS AND SALARY EXPECTED. 


Address Box L-37, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














SALES MANAGER OF ELECTRICAL DIVISION 
A LARGE EASTERN COMPANY SELLING NA- 
TIONAL BRANDS OF MAJOR AND TRAFFIC 
ELECTRICAL APPLIANCES HAS AN UNUSUAL 
OPENING, GOOD OPPORTUNITY FOR THE RIGHT 
MAN. MUST BE EXPERIENCED. TELL ALL 
ABOUT YOURSELF. CORRESPONDENCE WILL 
BE HELD IN STRICT CONFIDENCE. LIBERAL 
SALARY. 

Address Box L-44, care of HARDWARE AGE 

100 East 42nd St, New York 17, N. Y. 














[Sales Representatives Wanted | 


SIDE LINE SALESMEN 
WANTED 


by National Distributors ef Housewares, Kitehen- 
wares and Hardware Specialties, selling te Jobbers 
and Chain Stores only. LI ng - 
tion. Uniimited earnings. State fully: experience, 
class of trede and territory covered, lines now handied. 


ANCO CORPORATION 
PITTSBURGH 22, PA. 














| 








7 


EXPERIENCED SALESMEN WANTED TO | 
SELL A LEADING, PREFERRED - BRAND | 
LINE OF CHEMICAL SPECIALTIES TO |} 
WHOLESALE HARDWARE TRADE. Full time 
or manufacturers’ representative. Protected terri- 
tories, excellent opportunity. Reply in detail to 
Box L-56, care of Harpware Ace, 100 East 42nd | 
St.. New York 17, N. Y. | 
| 





ESTABLISHED MANUFACTURER AND 
DISTRIBUTOR OF HIGH GRADE PLUMB- 
ING, HEATING AND OIL BURNER SPE- 
CIALTIES has opening for salesmen calling on 
hardware and lumber dealers. Can be sideline. 
Commission basis. Many choice territories open. 
State territory now covered and lines carried. Ad- 
dress Box L-20, care of Hanpware Ace, 100 East 
42nd St., New York 17. N. Y 


SALESMEN WANTED. NEW POPULAR 
LOW-PRICED HARDWARE ITEM FOR RE- 
TAIL HARDWARE AND LUMBER TRADE, 
no jobbers. Sold quarter million during past seven 
months. Please state your territory and lines now 
carried. We carry accounts, prompt deliveries. 
Commission basis. Address Box L-36, care of 
HARDWARE Acer, 100 East 42nd St., New York 








1 ae ie 


New York 





SALESMEN WANTED 


MANUFACTURER OF POPULAR PRICED LINE | 
OF METAL HOUSEWARE ITEMS HAS SEV- | | 
ERAL OPEN TERRITORIES. NEED MEN WHO | | 
CAN CONTACT JOBBERS, DEPARTMENT | | 
STORES AND CHAINS. THE FOLLOWING TER- | | 
RITORIES ARE OPEN: CHICAGO TERRITORY, | | 
INCLUDING ILLINOIS, INDIANA AND WIS- | | 
CONSIN. SOUTHEAST TERRITORY INCLUD- 
ING EIGHT STATES FROM VIRGINIA TO 
FLORIDA AND WEST THROUGH KENTUCKY, 
TENNESSEE AND ALABAMA. IN REPLY, GIVE | | 
COMPLETE OUTLINE OF OPERATIONS IN- 
CLUDING TYPE OF TRADE CALLED ON, NUM- 
BER OF MEN IN FIELD, ETC. 


care of HARDWARE AGE 
New York 17, N. Y. 


Address Box L-55, 
100 East 42nd St., 











MANUFACTURER OF SHOWER HEADS 
AND SHOWER SPECIALTIES HAS VARI- 
OUS TERRITORIES OPEN for _ Representa- 
tive to call on Hardware and Plumbing Supply 
Jobbers. Address Box L-40, care of HARDWarRF 
AcE, 100 East 42nd St., New York 17, N. Y. 





SALES REPRESENTATIVE WANTED To 
Sell An Excellent Line of Plumbing, Hardware, 
Building Material and Specialties, to Plumbers, 
Contractors, Hardware Stores, Lumber Yards. 
etc. Certain territories still available on straight 
commission basis. Write Box L-53, care of 
Harpware AGE, 100 East 42nd St., New York 
17, N. Y. specifying territory and references. 





| HARDWARE AND HOUSEWARES. 


—- —_-— z 


SALESMAN — EXCELLENT OPPORTU- 
NITY, THOROUGHLY EXPERIENCED 
Repre- 
sent leading Metropolitan Distributor. Must have 
Dealer following or acquaintance with Chain and 
Department Store Bayers. Carry large stock Na- 
tionally Advertised Brands. Must state complete 
details and former employers past ten years in 
first letter. Address Box L-8, care of Harnwanrs 
Ace, 100 East 42nd St., New York 17, N. Y. 





WANTED 
SALES ORGANIZATIONS 


With following among hardware, automotive 
and mill supply trades to represent manufac- 
turer in sale of patented new screw drivers. 
All territories open. ° 
Address Box L-54, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











SALESMEN WANTED 


BY LARGE DISTRIBUTOR TO HANDLE FAST- 
SELLING AND MISCELLANEOUS HARDWARE 
AND ALLIED LINES. COMMISSION BASIS. 
ALL TERRITORIES OPEN. 


Address Reply to Box L-41, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, CASTERS, 
DRYERS, LAMPS, KITCHEN STOOLS, MIRRORS, | | 
RUGS, WASTE BASKETS, HIGH CHAIRS, IRON- | | 
ING BOARDS, KNIVES AND FORKS, FOLDING | | 
CHAIRS, LAWN TABLES, WIRE, BREADBOXES, | | 
LIGHTING FIXTURES, CURTAIN RODS, ROLL- 
iNG PINS, DISH CLOTHS, KITCHEN CABI- | | 
NETS, LUGGAGE, PAPER WARDROBES, DOOR | 
KNOCKERS, TOWEL RACKS, CULTIVATORS, | | 
FENCE POSTS, RADIATOR COVERS. 


The WALTER S. KRAUS CO. || 
WOODSIDE NEW YORK | | 








SIDELINE 
SALESMEN 
WANTED 


All territory open in the South for a 
fast-moving item. 
Excellent proposition for right men. 
State territory desired, 
full details in first letter. 
WRITE P. O. BOX 4302 
Station A 
San Antonio, 


experience, 


Texas 
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Classified Opportunities Section .. . 











(Salles Repreventokives Wanted || 


Recounts Wanted _—it 





SALESMEN COVERING HARDWARE 
TRADE IN THE FOLLOWING AREAS: 
Westchester, New York, New Jersey, Indiana, 
Florida, Eastern Shore, Kentucky. Commission 
basis. Karob Metal Products Corp., Valley 
Stream, New York. 


WANTED MANUFACTURERS’ REPRE- 
SENTATIVES CALLING ON RETAIL HARD- 
WARE AND DEPARTMENT STORES. Espe- 
cially interested in Eastern Half of United States 
and Canada for Exclusive Sporting Goods and 
Tool Lines. Good delivery. Commission basis 
Address Box L-39,.care of HARpwaRE AGE, 100 
East 42nd St., New York 17, N. Y. 


FACTORY DISTRIBUTOR WANTED FOR 
TEXAS AND ADJACENT TERRITORY to 
take over exclusive distribution of an old estab- 
lished, well-known chemical specialty which 1s con- 
sidered TOPS in its respective field in the Cen- 
tral and Eastern States. Products successfully 
sold in department and other retail stores for 
years. Wholesale hardware jobbers are an excel- 
lent outlet. Prefer distributor with warehousing 
facilities. Close 100% cooperation offered in sales 
promotion. Address Box L-49, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y 





VARIETY SALESMEN 


EXCELLENT OPPORTUNITY FOR EXPERIENCED 
SALESMEN TO REPRESENT FAST GROWING 
WHOLESALE HOUSE. SEVERAL DESIRABLE 
EASTERN TEKRITORIES ow AVAILABLE. 


STATE AGE, IF YOU OWN CAR AND’ = 
ABOUT YOURSELF. DRAWIN G ACCOUN 
AGAINST COMMIS SION. 


Address Box L- ro care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














BRAZIL 


BRAZILIAN FIRM WITH SIX BRANCHES, BEST 
REFERENCES, SEEKS SOLE REPRESENTATION 
OF FACTORIES OF LARGE PRODUCTION 
CAPACITY. PLEASE WRITE TO 

P. ©. BOX 1073—SAO PAULO, BRAZIL 

















MANUFACTURER REQUIRES SALESMAN 
to Sell One or All of the Following Classes o} 
Trade Direct to Hardware Dealers, Accessory, 
Hobby, Sporting Goods, Paint, and Department 
Stores. Products include hand tools, power tools 
and paint specialties. Domestic and export. Ad 
dress Box L-1, care of Harpware Ace, 100 Easi 
t2nd St., New York 17, N. Y. 





SALESMAN, DRAWING 
AGAINST COMMISSION, WANTED BY 
MANUFACTURER HARDWARE AND MILL 


| Industrial, 


ACCOUNT} 


| 


SUPPLY PRODUCTS. Contact jobbers Ohio, 
Michigan, Indiana, Kentucky, Automobile re- | 
quired. Exclusive representation. Write details 
past experience, where employed and type of work. 


earnings, references. 
formation first letter. 
HarpwareE Ace, 100 
a me ©, 


Supply photo and all in- 
Address Box L-38, care of 
East 42nd St., New York 





SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Fleride 

















a Accounts Wanted | 


| Co., 610 Newbury St., 





LINES WANTED FOR NEW ENGLAND 
| AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 


‘| 


| LINE FOR 


ware, Automotive, Electric Supply Jobbere and | 


Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Boston 15, Mass. 





ACTIVE AND WELL CONNECTED AR- 
GENTINE FIRM SEEKS REPRESENTATION 
OF RELIABLE MANUFACTURERS OF 
TOOLS OF ALL KINDS AND HARDWARE. 
SANTILLAN Y CIA. S.R.L., Av. Corrientes 
485, Buenos Aires, Argentina. 


MANUFACTURER’S REPRESENTATIVE 
WILL CONSIDER ADDITIONAL LINES in 
Hardware, Houseware, Toy and Sport- 
ing Goods Fields. Now covering Mo., Kans., 
Iowa, Nebr., Ill., Wis., Minn., Ind., Ohio and 
Mich. Write Pickering-Winlock Co., 2019 Grand 
Kansas City 8, Mo. 





MANUFACTURERS’ AGENTS’ DESIRE 
NEW JERSEY, Contacting Lumber 
Hardware Dealers, Mill Supply Houses. 
Aggressive coverage. Com- 


Yards, 
12 years in territory. 





mission basis. Will carry stock. Address Box 
L-57, care of Harpware Ace, 100 East 42nd 5t., 
New York 17. N 

ATTENTION 


MANUFACTURERS 


LARGE, WELL ESTABLISHED HARDWARE AND 
KITCHENWARE JOBBERS DESIRE MERCHAN- 
DISE FOR DEPARTMENT AND CHAIN STORE 
DISTRIBUTION. 
Write Box L-47, care of HARDWARE AGE 
100 Fast 42nd St., New York 17, N. Y 








MANUFACTURERS REPRESENTATIVE 


DESIRES ADDITIONAL LINES FOR 
CHAINS—DEP’T STORES — JOBBERS 
ILLINOIS — INDIANA — WISCONSIN. 


Address Box L-42, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














NATIONAL DiSTRIBUTORS 
Established—Reliable—Aggressive 
ANCO CORPORATION Pittsburgh 22. Pa. 
Branch Uffices 
New York - Philadelphia - Detroit - Cleveland - Louisville 


Covering all classes of jobbers. We will carry the 
accounts or you can bili direct. 


Write for further information and references. 














YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes 
the shape of additional domestic-sales trans- 
actions. You are relieved of all details and 
worries. BETTERBY’S resident representa- 
tives abroad promote your sales and its staf 
of expertly trained export personnel compe- 
tently handles all correspondence and consular 
and other documents for ahipments all over the 
world. BETTERBY also eliminates your credit 
risks by paying for all goods in New York. 


BETTERBY — Exporters 


230 FIFTH AVENUE NEW YORK 1, WN. Y. 











MANUFACTURERS 


Does your product lend itself to distribution 
through the hardware jobber? 

Is your policy decided and definite? 

If so; aggressive and efficient sales representa- 
tion is available for the following territory:— 
Wisconsin, Illinois, Michigan, Indiana, Ohio 
and Kentucky. 

Mr. D. J. Mercier and Mr. A. B. Sommers op - 
erating os partners with offices in Detr 
Michigan and Dayton, Ohio, giving every = 
count personal attention. 

Acquaintance with the trade established over 
a period of fifteen years. Address: 


A. B. SOMMERS 
813 Harvard Blvd. Dayton 6, Ohio 











WESTERN STATES 
SALES REPRESENTATION 


LIVE WIRE Sales Organization traveling 12 repre- 
sentatives with selling “KNOW-HOW” desires Qual- 
ity Lines for Department Store, Hardware, and Drug 
Trade in eleven Western States. Inquiries invited. 
HOBSON and SCHULTZ .S'LES COMPANY 
1151 S. Broadway, Los Angeles 15, California 








LINES WANTED 


AGGRESSIVE ORGANIZATION NOW SELLING 
OWN LINES TO LEADING JOBBERS, DEPART- 
MENT STORES AND MAIL ORDER HOUSES, 
WANTS ADDITIONAL LINE OR TWO IN 
HARDWARE, HOUSEWARE OR NOTION FIELD. 
WILL CARRY ACCOUNTS AS DROP SHIP 
JOBBER OR REPRESENT YOU ON COMMIS- 
SION BASIS IN MIDDLEWESTERN STATES. IN- 
CREASE YOUR SALES BY USING OUR PER- 
SONAL CONTACTS AMONG LEADING MID- 
DLEWESTERN ACCOUNTS. 


Write Box L-50, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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[ ficcountsa Wanted =f 


WE INVITE ADDITIONAL LINES TO 
DOVETAIL WITH OUR PRESENT SALES 
OF PAINTS AND HARDWARE SUNDRIES 
to Wholesale, Retail, and Export Outlets. Wicasa 
wna Company, 1803 Murl Street, New Orleans 
14, La. 





WANTED EXPERIENCED SALESMAN. TO 
SELL OLD ESTABLISHED LINE of House 
wares and Cutlery to jobbers and chains, etc 
Frotected, exclusive territory. Liberal commis. 
sions. Several territories. open, including Iowa 
Missouri, Kentucky, Kansas, Nebraska, Address 
Box K-904, care of Harpware Ace, 100 East 
42nd St.. New York 17, N. Y. 





REPRESENTATION IN CANADA. WELL 
KNOWN AGENT AND WHOLESALER, nine 
established salesmen covering all provinces, in- 
terested to represent concerns in hardware, kitchen 
ware, cutlery and electrical items. Will act as 
agent on commission or as wholesaler. What have 
you to offer? Address S. West Reg’d, 778 DE 
L’EPEE AVE., Montreal, Que., Canada. 








THROUGH JOBBERS ONLY 


Manufacturers’ Agent contacting Hardware and Build- | | 
ers Supply Jobbers exclusively, in Metropolitan New | 
pa “New York State, Connecticut, New Jersey and 
astern Pennsylvania, desires One More Line that is 
distributed through jobbing channel. | 
Address Box L-3, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 

















OUTSTANDING SOUTHWESTERN SALES ODGANI- 
ZATION DESIRES ONE ADDITIONAL QUALITY 
LINE FOR REPRESENTATION IN TEXAS, LOU- 
ISIANA, ARKANSAS AND OKLAHOMA. MEMBERS 
OF GIFT, HARDWARE, HOUSEWARE, TOY 
TRADE SHOWS MEETING IN OUR TERRITORY. 
SIX TRAVELING SALESMEN. 


L. A. MEEKS COMPANY, INC. 
519 WASHINGTON AVENUE, HOUSTON 2, TEXAS 





ATTENTION MANUFACTURERS — AN 
OLD FIRM IS EXPANDING. If you are in- 
terested in the Alabama or Southeastern Markets 
write us your proposition. We have been in 
business 18 yrs., and know this market. Buy 
L. Burns Sales Co., Manufacturers Representa- 
tives, 810 So. 21st Street, Birmingham 5, Ala. 





ATTENTION: EXPORT CONSCIOUS MAN- 
UFACTURERS. Well Established Manufac- 


turers’ Representatives with New York Show 
Room, offering a special service to exporters, de 
sires lines on an exclusive basis to the export 
trade. Compensation, commission only, no draw- 
ing account. Address Box L-48, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
ESTABLISHED FOR OVER TWENTY 
YEARS with the Wholesale and Select Retail 
Trade in Indiana, Kentucky and Tennessee is ex- 
panding sales force, and desires additional lines. 
Sporting goods and tools preferred. Can furnish 
A-1 references by nationally known manufactur- 
ers. Address Box K-905, care of Hanpware Aag. 
100 East 42nd St., New York 17, N. Y. 





WANTED BY 
MANUFACTURERS AGENT 


Additional Lines Sold Through Hardware Job- 
bers in all or part of the Southeastern States. 
New Items Considered. Now Traveling Two 


Men. 
LEO F. FOLEY 





P. ©. Box 158 Ormond Beach, Florida 





CALIFORNIA—UTAH—NEVADA 


SIX SALESMEN CONTACTING HARDWARE, 
VARIETY AND AUTOMOTIVE JOBBERS. BEST 
REFERENCES. OFFICES SAN FRANCISCO 
AND LOS ANGELES. 


KING & ANDERSON 








444 MARKET ST. SAN FRANCISCO 11, CALIF. 

















MANUFACTURERS’ REPRESENTATIVE 


MANUFACTURERS REPRESENTATIVE 17 Mery 
IN TERRITORY NOW REPRESENTING OL 
ESTABLISHED MANUFACTURERS CALLING ON 
HARDWARE JOBBERS AND INDUSTRIAL SUP- 
PLY HOUSES NEEDS ADDITIONAL LINES FOR 
TEXAS, OKLAHOMA, LOUISIANA AND AR- 
KANSAS. 


A. BYRON SMITH AND ASSOCIATES 
3754 SUNSET BLVD. HOUSTON, TEXAS 











MANUFACTURERS 


Representative 


Can you use an Aggressive Sales Organ- 
ization with a New York Showroom to 
handle your line for both domestic and 
export sales? 

We are presently acting as sales agents 
for an agent of War Assets Administra- 
tion selling Government Surplus in the 
Hardware Field. 

Either on commission arrangement or 
we can finance sales and do our own 
billing. Will only consider lines on an 
exclusive basis. 


Address Box L-45, 
100 East 42nd St., 





eare HARDWARE AGE 
Nw York 17, N. Y. 














CANADIAN NORTH WEST 
ITS 


ATLAS DISTRIBUTORS CO., LTD. 
IMPORTERS—EXPORTERS—AGENTS 
For Active Representation 
Inquiries Solicited 
319 W. Pender St., Vancouver, Canada 














NEW YORK STATE & NEW JERSEY 
Sates AGENTS FOR 
HARDWARE AND Houseware Items 
— with New York Show Room — 
Coverace Counts 
PRESSEL & TIERNEY, INC. 

305 Broadway New York 7, N. Y. 














SOUTHERN SELLING AGENTS 


Let us SELL It and you get a full selling ser- 
vice. Our six men are SALESMEN. We have 





| Positions Wanted | 


SALESMAN WITH 18 YEARS’ EXPERI- 
ENCE IN SOUTHEASTERN STATES, SEEK- 
ING CONNECTION WITH MANUFACTUR- 
ER OF HARDWARE OR SPORTING GOODS 
LINES. Desire salary and bonus contract. A 
Native Southerner now employed in Florida. Ref- 
erence submitted will completely satisfy. Address 
Box 370, Genoa Avenue, Venetia, Jacksonville, 
Fla. 











EXPERIENCED SALESMAN AC.- 
QUAINTED WITH NEW YORK STATE 
HARDWARE DEALERS, VARIETY STORES, 
ETC.. would like to connect with Hardware Job- 
ber, Manufacturer or Manufacturer’s Agent, to 
cover all of New York State or part of same. 
Employed at present, but desire a change. Ad- 
dress Box L-46, care of Harpware AGe, 100 East 
42nd St., New York 17, N. Y 





HARDWARE MAN—30 YEARS’ EXPERI- 
ENCE IN PROCUREMENT AND SELLING 
HARDWARE, TOOLS AND BUILDING SUP- 
PLIES; 3% years in charge of purchasing hard- 
ware for the United States Army and 1% years 
selling surplus hardware and tools for the War 
Assets Administration, also have practical experi- 
ence in sales planning and promotion. Seeks posi- 
tion where service and responsibility count. Ad- 
dress Box L-52, care of HArpware AGE, 100 East 
42nd St., New York 17, N. Y. 





[ Bariness Oppcrvtunitien | 


WANTED TO BUY HARDWARE STORE 
IN ILLINOIS OR MISSOURI ONLY. GIVE 
POPULATION OF CITY OR TOWN IN 
YOUR REPLY to Box L-35, care of Harpwarz 
AcE, 100 East 42nd St., New York 17, N. Y. 





. STIRRUP PUMPS 


4 GAL. CAPACITY 
BRAND NEW—IN CARTONS OF FOUR EACH— 
PRICE: 75¢ EACH F.0.8. ALLENTOWN, PA. 
MINIMUM QUANTITY TWENTY PUMPS OR 5 
CARTONS. SPECIAL PRICE ON LARGER QUAN- 
TITIES UPON APPLICATION 


LEHIGH MOTOR COMPANY 
723 CHEW STREET ALLENTOWN, PA. 




















FOR SALE 


Oldest Established Retail Hardware in North Eastern 
Ohio, in one family for over 90 years. For cash sale, 
only on account of age of owners. Located in town of 
5000 with 20 small manufacturing industries and in 
the best agricultural county in the state. Inventory 
around $25,000. Building available for rent on lease 
basis. 
Address Box L-5!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











FLORIDA 
HARDWARE BUSINESS 
Retail and Jobbing 


FOR SALE 


Main street corner location in beautiful Ft. 
Lauderdale, Florida's fastest growing city. 
Rapidly expanding business doing substantial 
volume with fine opportunity for increase. Also 
real estate with 2-story building, inventory, 
fixtures and equipment. Entire price $150,000, 
with $90,000 cash required. Illustrated brochure 
on request. Write Lamar Mitchell 








no order takers. Following in Hardware and 
sporting goods dealers. 


P. O. Box 130, Monroe, N. C. | 





THE KEYES CO., REALTORS 
19 W. Flagler St. Miami, Fia. 














HARDWARE AGE 
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You can now obtain the complete original 
"VITAL" line of *Guns and "Cartridges . 

only line offering rotary style single unit handles. 
We can supply these guns for any job, nozzles 


from 1/16" up. “Vital Caulking Guns feature Guns $4.50 to $15.00. 


CAULKING GUNS — AND CARTRIDGES 
to fit any job—Nozzles 1/16" up 


the new "Cleer-flo" one-piece tapered nozzle—no 
. . the strain, no slipping, no excess weight. Vital-Pak 
Cartridges keep guns clean, eliminate messy 
filling. At better hardware and paint stores, 














2,106,577 
Pat. Office 


Pat. Nos. 2,115,591 
*Registered U. S 

















The Easy Mop Line 


First Choice for Better House Cleaning 


Wring Easy Dast Easy 


Self Wringing Mop Wall Dust Mop White yarn 


(15" wide) 
Dast Eas 
Floor Dust Mop » Jan Easy 


yarn (15" wide) Janitor Mop Stick 


C. KREUSINGER CO. 


MANUFACTURERS 
WHITE HALL MARYLAND 








The VITAL PRODUCTS MFG. CO., 7500 Quincy Ave., Cleveland 4, O. 











For 


BUILDERS HARDWARE 


Ask Your Jobber to See 
Our Complete Line 


eo . 








. HARDWARE 
CORPORATION 


328 Grand Avenue 
Brooklyn 5, N. Y. 


OVER 80 YEARS’ EXPERIENCE 


‘PRIEST'S 
CLIPPERS 


Triple plate — copper, 

nickel, chromium finish. 

Ball bearing, easy action. 
Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 

















DOUBLE YOUR MONEY 
Selling DECALCOMANIA 
TRANSFER MONOGRAMS 


Complete Alphabet in A Very Attractive Cabinet 
Each Cabinet contains 250 packages of 


initials (2 to 4 initials in a package) re- Your Cost Ly.) 25 
tailing at 5c per package. Refills may be Per Cabinet e 
— in any oy of any initial 

at only 2c per package. Nearly every Brings 

customer who comes into your store can You in $12.50 


use these decals. 


Send Immediately For Descriptive Folder or 
For Extra Profits ORDER YOUR CABINET NOW. 


TRANSFER MONOGRAM CO. 


308 W. Washington St., Dept. M-1, Chicago 6, Illinois 




















M l D G I JOBBERS 
MOWER DEALERS 
The new lawn trimmer wat 


that gets the ragged edges 


left by the lawn mower — 

Midgi-Mower makes lawn trimming 

easy. No more stooping or squatting. No seller at 
more backaches. Just stand and turn the $14 95 
handle while Midgi-Mower does the work. . 

It adds up to real sales and profit possibilities retail 


for progressive jobbers and retailers. Place 


your spring order NOW. 


LEHR EQUIPMENT SALES, INC. > a 


Exclusive Sales Agents 
100 S. 6th St., RICHMOND, INDIANA 

















ART-TEX 


+, most dependable 
a > and brick ye 
Cermuqhout the South. Sells fast». 
Write for litercture o 
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VARNISH CO. 


st. PETERSBURG 7, FLORIDA 






















< “Always. BETTER than Putty — 
Now itis CHEAPER, too! ! 


White Lead Putty 
Linseed Oil Putty. 


45 Irving Street 


. Flexiseal- ee 


Always sold in the same price class as S: P. 10% 
of Linseed Oil prices, it sells for less than S. P. 
mains extremely scarce even at high prices, but we 
can deliver Flexiseal in any reasonable quantity. 


You can make sales and satisfied customers by 
boosting this superior product. 


LANDEN PUTTY WORKS 


Malden, Massachusetts 


GLAZING 


— today, due to the doubling 


Furthermore, Linseed Oil re- 






















MAYDOLE Machinists’ 
as MAYDOLE Claw Hammers have been recognized for 
more than 100 years as a standard by which Hammers are 
judged. With MAYHEW Chisels, Punches, Screw Drivers, 
Bit Extensions, etc., they carry complete satisfaction to the 


user and full profit sat 
“Ask yo 


MAYHEW STEEL PRODUCTS, Inc. 


MAYDOLE BALL PEIN HAMMERS 


FINE TOOLS 


Since 


isfaction to the Dealer. 


ur Jobber Salesman’”’ 


Shelburne Falls, Mass. 


1831 


Ball Pein Hammers as well 
























GILLESPIE 
VARNISH COMPANY Jersey City 6, N. J. 


with © 


"BULL DOG. 


REMOVER 


@ Harmless to Wood, Bristle, or Mixture 
Brushes, or Painter 


®@ Works in broiling hot sun. 


slow in drying. 


@ Clings to vertical surfaces. 


Write for 
Deoler Discounts 


135 Dey Street 











Genuine NOMES & SILENCE 
- SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Domes of Silence 
h 


SLIDE SILENT 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St., 


gerune 


of Silence 
Rubber Cushion Glides 


Marp 


supplied write to 





N.Y. C. 
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BOX WICKING 
All asbestos yarn woven with brass. Double set 
7” and 9”. 
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compression fi 
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Pilgrim Oil Burner Mfg. Co. 


S-tt WHITNEY ST 





HARTFORD CONN 








BIGGER MARKET AHEAD 


‘for KEES Gossett Hangers 





@ There will be more wire cloth available 
this spring, and more full length screens. 
The easiest way to hang them is with Kees 
Gossett Hangers. Special guide flange and 
One set of hooks serves 
Extra 
separately. 
for Kees catalog to- 


large “eyes” do it. 


for both storm sash and screens. 


eyes or lower halves packed 


Write 


day. 





F. D. KEES MFG. CO. 


Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 








Irder Lub-a-Spray Today 
, oi laa 
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GENUINE 
GRAPHITOID LUBRICANT 


PANEF 


MANUFACTURING CO. 
MILWAUKEE 1, WISCONSIN 











— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 


it Is cross-rolled to give an in- 
terlocking, mesh-grain structure 
and heat treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices 
on 


“A Borg-Warner Product” 
Address Dept. H.A. 





Edges Won't 
Curl nor Split 


INGERSOLL SHOVELS 


INGERSOLL STEEL DIVISION 
Borg-Warner Corporation, New Castle, Ind. 
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BOILING WATERPROOF / WEAR - PROOF 


ALCOHOL- PROOF 


WITA-£ Sah 


Quich Dnying 


Reg. U.S. Pot. Off. 


MARINE SPAR R VARNISH 


In worldwide use on ships, its extra hard film proved its astonishing 
ability to take abuse without signs of wear. Withstood all climates, all 
weathers — sun, rain, snow, salt sea spray. Now, dealers everywhere 
are building unusual varnish business by featuring the tougher protec- 
tion and longer-lasting beauty it gives to floors, woodwork, furniture. 


@ DRIES QUICKLY © APPLIES EASILY 


© WON’T TURN WHITE @ LASTS LONGER 
© FOR INTERIOR AND EXTERIOR USE 


Preserves, Beautifies, Protects 


FLOORS * WOODWORK °¢ FURNITURE 


2 
SPAR 


omen So mOn am men, ST VARNISH 


An TeRIe9-vereeren 


S 
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PAINT ENGINEERS SINCE 1888 * NEWARK, NEW JERSEY 











@ These bright new boxes with clear, easy-to-read labels are 
making a hit with hardware men. 


‘“‘National”” Wood Screws now are packed in these new boxes 





and, as fast as supplies permit, Cotters, Stove Bolts and all 





other “National” fasteners will be shipped to the 













hardware trade in these eye-catching containers. 





A feature of these new boxes is the simple 





color scheme of the labels, to aid in quick 





identification. White background means Steel; 


Yellow=Brass; Blue=Blued Steel. Black 






. 3 .t 


printing means Flat Head; Red = Round Head; 
Blue = Oval Head. Thus, a black and white label 






HELP SELL “NATIONAL” 
<< WOOD SCREWS 2:5 


ee 


indicates flat head steel screws; a red and yellow 





mt 
“3 


label, round head brass screws, etc. 





Remember, the “National” quality line is the most 
complete line of fasteners made by one manufacturer. Sold 
P y 


through leading distributors. 
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THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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Kerosene Ranges 


FOR THOSE WHO DEMAND THE FINEST 
BOSS HOLDS THE SPOTLIGHT— Everything in 


beauty and convenience plus the low cost economy of Kero- 

sene. Lustrous porcelain finish...easy to clean. Finest 

Utility Features, including glass in oven door for visible 

baking, roomy utensil compartment, useful shelf splasher. 

Fast efficient cooking heat...safe...odorless.:.sootless. 
Remember Boss ...See Boss... Buy Boss. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 


aaa 


See the above Ad... a: | 


in the leading 
women’s magazines 
and farm journals. 
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